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At world-famous Arnaud’s, 





in New Orleans, it’s 
“Poisson Rouge, Hollandaise” 


...at Fe D, it’s BONDING! 


Take F&D’s 67 years of specialized experience in the handling of all 
kinds of bonding propositions, add a corps of highly-trained and sales- 
minded field men, and you have a business-producing combination 
that means more money in the pockets of F«D representatives. 


Indeed, nowhere is there a company that is better-equipped, or more 
eager, to help its agents develop a profitable volume of bond business. 

If you would like to know exactly how F&D is prepared to serve you, 
write today for the address of the F&D field office nearest you. 
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Protection Must Fit! 


Whatever your client’s 
business—wherever it is 
located abroad—AFIA has 
the skill, know-how and 
experience to provide 
insurance that carefully fits 
the particular needs. 


World-wide in scope, 
AFIA operates through 
more than 600 offices in 69 
countries. For decades 
it has suecessfully 
served America’s leaders 
in industry. 


It will pay you to discuss 
the overseas insurance 
problems of your clients 
with the nearest office of 
AFIA. No risk is too large, 
nor none too small, to 
deserve AFIA’s expert 
attention. 


HELP YOU 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
RELA GEIGE ot ev cccces 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOG ADIGSEES OFFICE wn ccc ceca 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 
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Give the Legwork—a hand 


You’ve always been proud of your get up 
and go—no hanging around offices for you. 
There are lots of people who need insurance, 
and you're going to make them recognize 
that need. 


But be sure your pavement-pounding pro- 
duces results that equal your efforts. As you 
well-know, beating the bushes for prospects is 
not the whole story. The pay-off...is the 
delivered policy. And to make these pay-offs 
more frequent... more profitable, you must 
have more than just adequate company service. 
You need the kind of company service that 
leads to delivered policies—the kind that turns 
prospects into clients. 


Fire Association knows there is a big dif- 
ference in insurance companies—that difference 
is SERVICE. 






Fire Association 
Insurance Group 


INSURANCE COMPANIES OF PHILADELPHIA e FIRE ASSOCIATION 
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Minn. Agents Elect Crafts, Montgomery Tell Zone VI Meeting 
Bachman President, !nsurer Profits Are All But Forgotten 


Ledingham In Line 


Advertising And Selling 
Themes Predominate At 
Brainerd Convention 


Edward J. Bachman of St. Paul was 
elected president of Minnesota Assn. 


oa 





John Oliphant 





Rod V. Hood 


of Insurance Agents at the annual 
meeting in Brainerd last week. He suc- 
ceeds John Oliphant of Rochester. The 
convention was marked by attendnace 
that overflowed the capacity of Breezy 
Point Lodge, with a record number of 
wives on hand. 

New chairman of the executive com- 
mittee and indicated next president is 
Robert G. Ledingham of Duluth. Rod 
V. Hood, Duluth, was reelected state 
director, and Robert S. Brown of Roch- 
ester was added to the executive com- 
mittee. M. A. Hewitt is secretary- 
treasurer, 

Allen L. Smith, manager of the 

(CONTINUED FROM PAGE 43) 


NAIC installment unit to meet Oct. 16 ....Page 42 
Early action by adjusters can prevent many 
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portantly and in particular ways ........ Page 23 
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rent situation Page 40 
GAB estimates hail loss of $190,000 at Gillette, 
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Changes At Security 

E. Clayton Gengras, president of 
Fire & Casualty of Connecticut, has 
been elected president of Security- 
Connecticut companies succeeding Les- 
ter Layman. Peter J. Berry is back 
with the companies in an official ca- 
pacity. The old board of directors is 
out, and a new board has been elected. 
Announcement of the changes was 
made by Mr. Gengras. 


James F. Crafts, president of Fire- 
man’s Fund, and Victor Montgomery, 
president of Pacific Indemnity, were 
among the company executives to ap- 
pear before the Zone VI meeting of 
National Assn. of Insurance Commis- 
sioners in Seattle this week. 

Mr. Crafts expressed hope for “a 
new day” with the “guarantee that no 
insurance company, large or small will 
become insolvent or fail to progress 
through the use of inadequate rates 
published by qualified rating bureaus 
and approved by a rate authority; and 
as well that no investor need face the 
consequence of inadequate rates as a 
result of our failure to maintain a suc- 
cessful liaison.” 

According to Mr. Crafts, “the most 
important and pressing problem con- 
fronting our business is that of pricing 
our product adequately.” The commis- 
sioners have agreed, he said, “that we 
should anticipate an underwriting 
profit of 5% and as well that there be 
an allowance of 1% for contingencies. 

“An agreed upon underwriting profit 
generally is not something that should 
be sought and denied,” Mr. Crafts said. 
“It was never intended that under- 
writing profits be bargaining figures, 
with political issues lurking in the 
background.” 

He quoted figures for all stock com- 
panies nationwide, 1951-1956, pointing 
out the meager profit margin. “The 
picture darkens if we review the re- 
sults of the three years 1954 through 
1956, and more so if we consider the 
year 1956 alone, not to mention the 
reports to date for 1957.” 


He stressed the responsibility of the 
commissioners, in the public interest, 
to require evidence periodically that 
rates be properly adjusted up or down 
to provide the proper profit margin. 
He suggested “that we free our 
thoughts of past competitive instincts” 
and “dedicate ourselves to the task of 
securing for our respective enterprises 
adequate rates that, to the best of our 
ability will produce an underwriting 
profit to which we are entitled.” He 
said the industry should substitute 
“good old common horse sense for what 
at times has been unnecessary scientif- 
ic and actuarial calculations.” 


Mr. Crafts proposed that a rating 
formula be adopted based on experi- 
ence data by class and for traditional 
rate review periods, adjusting experi- 
ence to represent current rates com- 
pared to the cost of losses in today’s 
dollars. He said this process should be 
repeated regularly on all classes at 
least once a year. To predict future 
rates judgment use of trend factors 
would be necessary, he said. In allow- 
ing for the expense factor, Mr. Crafts 
said the determining of “current ex- 
penses” to premiums written is essen- 
tial for setting adequate rates. 


Mr. Montgomery prefaced his re- 
marks by stating that “profits in the 
past five years have been conspicuous 
by their absence.” He said this condi- 
tion is basically the fault of inflation 
and competitive pressures. The indus- 
try and the commissioners, according 
to Mr. Montgomery, have felt the item 
of profit was something to be avoided”. 
The commissioners have been afraid to 


let the companies make money and the 
companies have been “ashamed to 
make a profit,” he said. Competitive 
decisions “have no place in rate mak- 
ing,” he said. “The real obligation of 
the commissioners and the companies 
is to make sure the industry is but- 
tressed by a sound underwriting prof- 
i 

A closed luncheon session was held 
by the commissioners with company 
executives. At the afternoon session, 
Commissioner McConnell of California, 
summarized the questions discussed at 
the luncheon. He reported that the fol- 
lowing questions were presented: Are 
premiums adjusting to rate level 
changes? Are losses computed on a 
prospective basis? Does every rating 
bureau have a rating formula—should 
they be required to establish and use 
one? Why is there no segregation of 
expense factors by the bureaus? Is 
there a fear that one or more expense 
factors might be delicate or unwise to 
discuss? How frequently are rate levels 
reviewed and revised? Are bureaus re- 
quired to periodically review—should 
they be? Is there a substantial loss 
due to policies not taken or cancelled 
flat—what can commissioners do about 
it? Should the departments establish 
fraud bureaus to investigate and aid 
in prosecution of frauds practiced on 
insurance companies? 


Why not hold a similar meeting to 
the Zone VI session at the semi-annual 
meeting of NAIC in December? Why 
are there no companies domiciled in 
Zone VI that are members of the Na- 
tional Bureau? 

Commissioner McConnell read a let- 
ter from Leland M. Kaiser, president of 
Insurance Securities Trust Fund, list- 
ing inflationary price trends in replace- 
ment items. Mr. Kaiser expressed the 
hope that consideration be given to 
appropriate changes due in rate mak- 
ing as the result of increased costs. 

Charles M. Close, chairman of In- 
ter-Regional Insurance Conference, 
outlined aims and principles of the ad- 
visory organization and explained steps 
being taken to improve their proce- 
dures in compiling loss data for rating 
purposes. The conference, he said, is 
working on adjusting the charge made 
on installment premium payment plans. 

L. W. Gilbert, general manager of 
Pacific Fire Rating Bureau, outlined 
the progress made by the bureau in 
developing a system of rate adjust- 
ment on a prospective basis rather 
than the retrospective basis previously 
used. 

Frank C. Colridge, secretary-manag- 

(CONTINUED ON PAGE 55) 


Commissioners Get 
Look At Frightful 
Half Year Results 


Data Distributed By 
Cal. Department At 
Zone VI Meeting In Wash. 


Figures distributed by the California 
department at the Zone VI meeting this 
week in Seattle showed that in the 
second quarter of 1957 the insurance 
companies doubled their underwriting 
loss, and as of June 30 the insurers 
licensed in California showed an un- 
derwriting deficit on their national op- 
erations of $?49,339,785. Surplus at the 
same time was down $137,791,395. 
Practically all of the licking was taken 
by the stock companies, which showed 
a net underwriting loss of $196,129,102, 
and a drop in surplus of $100,405,306. 

The June 30 figures as to under- 
writing loss are almost exactly twice 
as bad as they were March 31, when 
the underwriting loss was $74,805,648. 
The 58 mutual companies showed an 
underwriting profit of $59,073,446, but 
a loss in surplus of $22,862,382. A sum- 
mary of the figures presented to the 
Zone VI commissioners is shown below. 
A detailed report on each company be- 
gins on page 4. 


FTC Seeks Supreme 
Court Review Of 
Two A&S Defeats 


WASHINGTON — Federal Trade 
Commission has petitioned the United 
States Supreme Court to review the 
decision of the federal circuit court of 
appeals at Cincinnati in the National 
Casualty case and the circuit court 
at New Orleans in the American Hos- 
pital & Life case. Both involved FTC 
attacks on the companies’ A&S adver- 
tising. 

FTC contends in its National Cas- 
ualty brief that the decisions result 
in their being a “legal vacuum—a no- 
man’s land” which is not effectively 
regulated either by the states or by 
the federal government, because the 
two decisions ruled that FTC had no 
jurisdiction. 

Since the two cases are so similar, 
the FTC has included the reasons for 
granting the certiorari ‘writ only in its 

(CONTINUED ON PAGE 45) 





Summary Of Miserable Six Months 


Here are the grand totals for the first six months of national operations of 
451 companies licensed in California as prepared by the California department. 











Net Gain or Net Gain 
Premiums Loss from from Decrease In 
Earned Underwriting Investments Surplus 
$ $ $ $ 
Stock companies 3,181,768,915 —196,129,102 222,824,162 —100,405,306 
Mutuals 825,121,392 59,073,446 33,691,021 —22,862,382 
Aliems-U.S. Branches  cccccccccccccsssssscscenseseee 241,136,939 —19,353,293 15,631,020 —9,155,217 
Reciprocals 135,518,867 7,069,224 3,834,694 rr 490 
4,383,546,113 —149,339,785 276,000,897 —137,791,395 
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LEO B. MENNER & COMPANY, INC. 
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Complete Facilities for 


Insurance and Re-Insurance 


Dealing Only with Brokers, Agents and 
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INSURANCE AT OF LONDON 











TELEPHONE WEBSTER 9-7565 


SUITE 2050 


BOARD OF TRADE BUILDING 
141 WEST JACKSON BOULEVARD CHICAGO 4 


CABLE MENCO— CHICAGO 














Your Representation . . . 


.-. Of the Royal Exchange as an Agent will 
readily identify you with a pioneer Com- 
pany which more than 237 years ago, 
helped found Insurance as a business. 


The Royal Exchange shares with agents 
its prestige, traditions, strength, and well- 


known reputation for outstanding service. 


@ Chartered in 1720, the Royal Ex. 
change was first to go definitely 
on record as an Agency Company. 





Royalkxchange 
« Grup 


Fire, Marine, Casualty 
Fidelity & Surety 
° 
111 JOHN STREET 
NEW YORK 


ROYAL EXCHANGE ASSURANCE 
PROVIDENT FIRE INSURANCE COMPANY 
THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


Representatives in Principal Cities and Towns 
tg of the United States and in Most Countries 
if Throughout the World. 





Sullivan Expresses 
Concern Over 
Underwriting Losses 


The concern with which the state 
insurance commissioners view the 
disastrous underwriting situation of 
1956 and the first half of this year was 
expressed by Commissioner William 
A. Sullivan of Washington in his ad- 
dress to open the Zone 6 meeting this 
week at Seattle. He said he hoped the 
zone gathering would provide a forum 
to permit an open discussion of the 
underwriting problems which are 
largely the result of spirals of inflation. 
“There can and there must be devel- 
oped plans through which the insur- 
ance business can live with contin- 
uing inflation,” the commissioner said. 

Mr. Sullivan suggested that five year 
term be abolished. Three years is long 
enough, he said, and the shorter term 
gives the companies a chance to get the 
effect of a rate change with more rap- 
idity. 

While commissioners have as their 
primary obligation the guarding of 
the interest of policyholders, Mr. Sull- 
ivan said they cannot ignore the fact 
that sound insurance protection can 
be provided only by sound companies 
operating on the basis of adequate 
premium rates. While the recent trend 
of heavy losses has not yet materially 
impaired the calibre of the fire and 
casualty companies, “it would be fool- 
hardy not to recognize that unless the 
present trend of losses is slackened 
there is serious danger ahead for both 
policyholders and insurance compa- 
nies. It would be equally foolhardy to 
delay action until the danger point 
has actually been reached.” 

Mr. Sullivan suggested a continu- 
ation of the industry committee which 
effected the changes in the term rule 
discounts, offered as a further proced- 
ure along this line the discontinuance 
of all five year term business, and rec- 
ommended establishment of a new 
committee to make suggestions on the 
automobile underwriting situation. 

The industry committee that 
worked on a term discount has dem- 
onstrated its ability to work together 
and get quick results, Mr. Sullivan 
said. 

He recalled that 10 years ago he 
wrote Seth Thompson, then Oregon 
commissioner and president of NAIC, 
suggesting abolition of the term rule, 
but apparently the suggestion was not 
timely, because, “although it created 
considerable debate, no real construc- 

(CONTINUED ON PAGE 54) 


Louisville Agents Win 
Decision On Reporting 
Municipal Taxes 


The Louisville Board of Insurance 
Agents, which has bitterly opposed the 
ruling of Commissioner Thurman that 
the municipal tax be shown separate- 
ly from the premium of insurance 
policies, won a decision in circuit court 
at Frankfort this week which has the 
effect of nullifying the order indefi- 
nitely until its legal aspects are com- 
pletely threshed out. 

Mr. Thurman ordered last May that 
policyholders be allowed to see how 
much tax they were paying on their 
insurance premiums in the various 
communities. In some Kentucky towns 
this runs up to as much as 20%. He 
said it would be required that new 
filings be made by the companies so 
that the policies would indicate to 
insured plainly that he was paying a 
tax. Subsequently, it is understood, 
a number of the fire companies made 
such filings for dwelling and other 
coverages, the National Bureau com- 
panies did so for automobile, and 
NAUA made some sort or provision 
to comply. However, the Louisville 
agents fought the matter up and down 
the line, filing suit in Franklin county 
circuit court a few months ago to get 
Mr. Thurman’s order rescinded. Mr. 
Thurman revoked his order before the 
issue came to trial, making the board’s 
suit moot. However, Manager George 
Parker of Kentucky Inspection Bu- 
reau said it was his intention to go 
ahead and comply nevertheless and 
it seems that the companies intended 
to carry on with their filings indicat- 
ing the amount of tax. The Louis- 
ville agents then went to court seek- 
ing a ruling that any instructions of 
any insurer, group of insurers, rat- 
ing bureau, interpretations and bul- 
letins and instructions, filings, and 
other matter in connection with this 
situation be declared null and void 
and dismissed. A ruling to this effect 
was handed down on Labor Day and 
affirmed this Monday. 


In the midst of the hassel, it is re- 
ported that the Kentucky attorney gen- 
eral issued an opinion to Mr. Thurman 
that it would be legal and proper to 
notify insured of the amount of tax 
they were paying on their premium. 

The Louisville board was repre- 
sented in circuit court by attorney 
Phil Ardery, whose father, judge J. 
D. Ardery, heard the case and ruled 
for the board. 
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WRAPAROUND 


WINDSHIELDS 











Part I 


Windshield Worries 
Constant Glass Value 


How The Glass 
Dollar Is Spent 


Breakage Frequency 


By WILLIAM P. HENDERSON 


The wraparound windshield seems 
to be the most mysterious and mis- 
understood part of an automobile to 
most insurance people, and this lack 
of knowledge appears to apply equal- 
ly to the executive, the underwriter 
and the claims man. 

For many years, glass claims rep- 
resented a very small part of the 
claim dollar, so it was only natural to 
put it to one side especially when it 
was profitable. Only since the advent 
of $100 windshields and then only 
after the resultant losses from fifteen 
million cars on the road did it demand 
consideration. It was brought to a 
climax in 1956 because it represented 
an expenditure of new and additional 
claim dollars in a year when most 
companies experienced an underwrit- 
ing loss. The result is that insurance 
people are now plagued with a new af- 


fliction, “WINDSHIELD WORRIES.” 
Frankly, the windshield problem 


has become a very complicated one 
for the auto insurance industry from 
every standpoint. Trying to study the 
facts in a hurry at this late date can 
result in false conclusions. There are 
many facets to the problem and un- 
less you have lived with it from the 
beginning and anticipated to a degree, 
there is too much catching up to do. 
For example, breakage frequency is a 
question mark—it varies in areas, it 
varies widely in seasons, and the 
cause of breakage is not fully under- 
stood. In addition, windshields have 
been changing in value—have had 
area price variations on the product 
and labor—and trying to determine 
what percentage of the glass claim 
dollars has been paid on windshields 





= 





William P. Henderson, president of 
Henderson Tire Co. of Detroit, heads 
one of the largest auto glass replace- 
ment organizations in the country. He 
has made the insurance aspects of his 
business one of his interests, and has 
contributed to THE NATIONAL UNDER- 
WRITER previously on such topics as 
automobile design as it effects insur- 
ance losses and premiums, windshield 
breaks and how and when they should 
be replaced, etc. 

In the series of four articles begin- 
ning here, Mr. Henderson confines 
himself to several treatments of auto- 
mobile glass, primarily windshields, 
pointing up the significance of auto 
glass as a factor in the loss experience, 
in contributing to safer driving, and 
some new considerations that might 
be taken into account when under- 
writing comprehensive coverages. 


adds to the confusion. Adjustment 
procedures vary widely so that wind- 
shields with minor damage have been 
replaced, and cash settlements with- 
out replacements make for duplicate 
payment and resultant false loss sta- 
tistics. 


Companies apparently have thrown 
glass losses into the general classifi- 
cation of comprehensive. Any attempt 
to pull out glass figures for a short 
period does not give a true picture of 
what the present problem is. Further, 
they forecast nothing for what the 
future holds. 


e e e e CutForlnsurance « « e e 


In this state of confusion and lack 
of understanding coupled with in- 
creasing losses, the conservative ele- 
ment play safe with the idea: “Let’s 
put a deductible of some kind in 
force.” In effect, they say: “‘Let’s give 
up insuring $74 billion worth of glass 
products in today’s automobile”—$4%4 
billion side and rear windows com- 
pletely and $3 billion in windshields 
only partially covered. This is a huge 
market motorists want covered. It is 
insurable and_ salable, especially 
windshields. Windshield damage is 
the type of loss that can occur any- 
time and careful driving cannot pre- 


vent breakage. A deductible means an 
insurance company is treading on 
dangerous ground. It would encour- 
age a driver to continue to usé a 
damaged windshield that interferes 
with vision, the key to s*fe driving, 
upon which all the rclated expensive 
coverages depend. 

In this introductory article, let us 
talk about the broad connection of 
safety glass with automobile insur- 
ance. 

The average retail cost of all the 
glass installed in a car of recent years 
is about $250. On thirty million cars, 
$7% billion worth of this product has 

(CONTINUED FROM PAGE 48) 





“ ..and that’s 
where 
Prudential 
comes in” 
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ADDRESS 


PHONE 


The PRUDENTIAL INSURANCE COMPANY OF AMERICA 


says I. W. Rosenberg (1), C.P.C.U., General Insurance 
Broker, Chicago, shown here with James T. Ritchie, Jr., 
C.L.U., Prudential Brokerage Manager. 


“Ever since I began to emphasize the importance of business 
insurance among my general clients, my business has been 
expanding rapidly. And that’s where Prudential comes in. 


“Prudential’s very fine sales aid, THE MOST IMPORTANT 
BUSINESS DECISION OF YOUR LIFE, has aroused a great deal 
of interest among my clients... interest that I've been able to 
turn into sales. Prudential’s sales promotion pieces, 

plus the advice and assistance of Prudential’s Brokerage Service, 
have resulted in more sales for me— AND 


I receive the FULL commission.” 


You'll enjoy YOU ARE THERE, 
Sundays, CBS-TV 





NU-59 : 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


(| I would like to receive a complimentary copy of Prudential’s sales aid 


THE MOST IMPORTANT BUSINESS DECISION OF YOUR LIFE. 


it will make LIFE sales easier for me. 


NAME 


(J I want to know more about Prudential’s BROKERAGE SERVICE and how 
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Company Statistics For First Half 


Company by company results for 
the first six months of 1957 as re- 
ported to the California department 
are shown below. The figures are in 


Net 


the same form as distributed by Com- 
missioner McConnell of California to 
the Zone VI commissioners this week 
at Seattle. Each company’s premiums, 


Net Increase or 


Premiums Underwriting Investment Decrease in 


























Earned Gainor Loss GainorLoss Surplus 
$ $ $ $ 

lied 1,032,969 126,468 17,988 98,424 American & 
et 2,022,145 94,312 42,910 137,156 Foreign 
Argonaut 1,167,322 71,561 11,821 28,563 American 
Underwriters 2,215,360 26,203 25,488 27,421 Auto 

42,416 7,057 2,531 8,422 American 
Arrowhead a +H 5062 255 (946 Aviation 
Associated 2,186,523 —103,832 152,279  —174,983 — 
4,795,080 —348,101 386,876 — 90,863 pone: 
Automotive 41,983 — 2,679 9,749 — 20,714 - — 
97,266 — 22,031 19,867 — 26,169 yoo 
Balboa 778,467 — 75,427 45,580 — 30,005 Casualty 
1,553,004 —124,211 93,421 — 31,032 Aiaiieen 
Balfour- 86,330 — 81, 16,629 = a Central 
Guthrie 181,940 —159,920 ee —1 eae American 
B icial F. & C. .. 6,568 — 10,981 7, ’ Credit 
peageias 17,290 — 24,150 14,887 4,932 American 
Cal-Farm 1,322,636 4,971 36,449 8,658 Druggists 
2,720,413 — 76,458 73,447 43,167 American 
Calif. Comp. 1,984,037 —223,804 74,581 — 6,515 Employers 
& Fire 4,098,145 —649,376 141,072 —174, American 
i J —111,021 132,407 —137,920 Equitable 
eemeetes | et —158,989 — a American F.&C. 
California 5,841 — 2,672 . oa 
Physicians’ 13,370 — 1,566 4,939 — 2,720 — 
420,711 — 45,228 5,054 — 30,139 
— 798,728 — 59,226 10,152  — 78,759 — 
Casualty 921,790 — 17,339 27,731 36, yen 
1,797,092 180,991 54,265 229,173 ——— 

. i x 653 44,528 — 46,072 Guarantee 
Civil Service 1,067,784 5, 5 5 Aesastonn, 
Employees 2,177,357 150,125 74,798 60,043 icone 
Colonial 498,476 —107,248 1,934 — 81,653 ‘Asnerionn 

1,011,773 = —131,587 31,241 —101,987 Seleneater 
Enterprise 618,225 — 5,959 7,884 — 22,061 American 
1,306, 66,396 16,535 17,453 Insurance 
Financial 549,293 — 26,582 21,570 7,080 American Live 
Indemnity 1,207,118 — 90: os Med Stock 
Fireman’s Fund 6,461,875 —185, . — 82, 
Indemnity 13,159,109 © —720,279 838,514 —129,659 Srey Sete 
Fireman’s Fund 28,829,904 —828,838 911,592 —4,076,769 Amarinan, 
58,709,874 —3,213,554 2,751,073 wae Mercury 
2,334,135 —324,211 48,330 —304, American 
enue 4,736,433 —756,395 104,958 —624,242 Motorists 
Guarantee 1,868,720 —472,934 65,838 —343,131 American Natl. 
Not reported os.ees 69,665 po - 
671,567 050 A p merican 
eusual 1,301,104 83,684 62,003 136,175 e 
Home F.&M. 6,461,875  —185,774 552,662  —172,744 denmtetn Sete 
13,159,109 <n oe Pa 
Industrial Indemnit 7,668,062 456,1 . 5 American i 
oe Y  45/523.877 731,864 512,341 596,799 merican Union 
Interstate 733,978 13,830 61,127 2,376 Anchor Casualty 
Indemnity 1,570,402 — 83,350 73,759 — 95,900 Ma a 
Loyal 222,567 2,194 1,806 a 197 . 
Automobile 402,953 — 12,808 6491 — 5,049 — 
Lumber — 394 1,831 986 antic 
Industries —624 4,552 2,750 
Members 61 — 36,848 1,719 4,351 Autoplan 
est | tate on 33405 Bankers & 
Meritplan 195,887 — 10,47 ’ — &, ankers 
4 417,356 — 40, 10,403 — 36,126 eal - 

id. » . 16,004 irmingham Fire 
Mid-Century sens yy poy te4 19,688 ai 
Mission 254,603  — 41,279 6,008 — 37,648 Birmingham Fire 
Indemnity 526,137 —101,293 13,131 — 92,412 .— of Pa. 
National 3,807,271 124,146 63,019 892,549 
Automobile 7,339,170 233,843 138,621 1,097,229 Buftal 
National Surety-Cal. ee 14,542 14,517 alo 

29,339 28,679 Caledoni 
Olympic 1,079,007 —306,179 40,563 —144,963 ya - an 
2,270,006 —552,107 98,781 —242,802 Cc oo 
Pacific 1,210,367 — 20,147 34,486 — 20,783 Fire 
Auto 2,509,228 —154,248 69,779 —120,846 Camden Fire 
Pacific . —259,275 101,259 — 37, 
Employers 10,841,768 —478,679 257,212 — 171,070 Carolina 
Pacific 7,234,987 —537, 329,795 —635,332 Casualty 
Indemnity 15,026,860 —1,860,785 662,235 —1,331,444 Caveller 
Pacific 3,895,488 122,541 317,648 x 
National Fire 7,692,810 —371,296 645,932 —1,251,074 Centennial 
Premier 1,767,311 92,492 169,672 —273,477 
3,495,041 71,953 542 —T78, Central 
Sequoia 374,586  —136,713 11,116 —131,651 er 
770,341 —116,020 25,103 — 86,416 Suret 
Transnational 24,518 —4,784 2,937 bee v 
88, — 17,861 6,758 Ind ~~ 
Transport 1,815,848 267,172 55,942 159,286 
Indemnity 3,863,133 714,582 119,454 254,166 Charter Oak 
West 159,354 29,589 — 1,009 29,612 
American 325,007 30,758 — 17,104 36,214 Christiana 
Western 287,509 — 48,618 6,824 — 51,736 General 
Pioneer 588,520  — 97,375 17,393  — 95,203 Church Fire 
Workmen’s 42,051 — 8,194 2,925 1,866 Citiz 
Auto 81,146 — 10,258 7,216 7,582 ens 
Zenith 804,816 47,796 20,667 887 Casualty 
National 1,582,157 — 28; 41,655 31,161 Citizens 
Totals-Calif. 97,450,854 —2,748,253 4,161,889 —5,420,791 
Stock Companies 194,702,994 —8,914,642 64 —8 Columbia 
Aetna Casualty 59,903,950 —6,079,148 2,729,586 —10,645,376 » nen 
122,222,729 —8,139,935 5,569,861 r 
Aetna Fire 24,623,698 —2,667,119 930,978 —4,593,208 Commercial 
51,201,309 —4,525,332 1,994,429 305,262 Stand 
Affiliated FM 1,216,580 133,499 85,555 — 74,435 — 
2,594,004 26,746 176,274 —120,836 + 
Agricultural 4,271,723 —447,322 —882,806 Insurance 
8,643,105  —831,765 468,818  —571,692 Gouhestinat 
Albany 427,751 — 70,754 47,082 —198,106 Fire 
909,657 —156,425 89,292 —142,700 Connecticut 
Allstate Fire 10,803,288 1,066,225 138,115 527,153 Indemnity 
18,261,668 1,800,438 285, 1,029,565 Continental 
Alstate 60,076,999 915,455 2,509,753 2,122,991 | Casualty 
125,354,088 —3,967,785 4,994 4,753,393 


underwriting gain or loss, investment 
income and change in surplus is shown 
in two lines—the top line the first 
quarter of 1957 and the second line 
for the six months. 


Net Net Increase or 
Premiums Underwriting Investment Decrease in 














Earned Gain or Loss Gain or Loss — 
$ $ 
2,227,428 333,482 93,767 323,705 
5,576,215 —366,413 326,723 —259, 
18,674,727 —2,657,670 634,273 —2,507,817 
37,725,884 —6,879,571 1,381,908 —6,315,837 
2,479,575 —161,239 134,152 —211,817 
5,187,106 —231,060 ’ — 79,900 
1,389,166 — 16,407 30,931 3,330 
2,842,073 — 171,763 75,230 — 44,004 
—— 27,193 — 23,430 
38 51,782 
7,851,989 —510,592 366,598 —1,207,454 
16,425,837 —731,692 679,311 —432,942 
1,713,500 —176,987 151,590 —225,827 
3,457,462 —256,599 274,953 —197,935 
1,210,620 281,519 103,815 210,888 
2,456,890 606,277 210,472 535,511 
175,230 79,256 5,569 — 1,195 
336,384 121,178 100,674 49, 
8,374,077 —420,737 ,094 —1,013,221 
17,045,078 — 245,541 832,139 113,858 
3,767,710 —265,452 235,584 —572,153 
7,579, —687,450 578,522 84,896 
7,497,168 —636,118 ‘ —433,446 
15,036,025 —950,987 477,861 —505,752 
601, 27,593 63, — 94,739 
3,189,953 209,265 116,172 240,961 
2,227,4: 333,482 93,776 17 
4,503,696 61,675 334,571 876,089 
2,214,820 —339,977 94,962 —364,282 
4,381,741 —632,262 214,982 —451,548 
3,306, —502,355 451,974 —1,940,917 
6,608,471 —990,610 829,189 —1,199,984 
1,742,219 —214,578 93,459 —202,612 
3,541,021 —471,828 181,111 —335 
22,042,587 —2,632,797 2,709,108 —8,889,944 
44,492,636 —3,959,879 4,191,557 —14,564,958 
89,123 27,232 1,484 4,353 
170,623 45,828 2,804 23,676 
302,135 31,528 40,978 33,083 
577,028 — 18,110 567 44,436 
204,966 — 2, 9,520 13,740 
440,261 — 32,873 20,505 — 41,950 
9,295,854 —334,020 319,921 48 
19,785,796 996,825 686,7 —479,627 
1,135,779 —145,932 104,175 —212,175 
2,360,279 —320,757 208,702 —320,939 
7,890,519 —114,227 713;686 —341,821 
15,963,220 — 95,083 1,414,539 1,211,632 
9,765,62: —672,423 397,855 —744,542 
20,119,297 —2,585,598 944,970 —2,522,846 
771,220 — 59, 58,720 —207,268 
1,618,254 —133,734 106,141 —207,959 
,623,848 —385,162 80,439 —324,657 
5,240,935 —432,716 163,681 —272, 
1,066,622 —156,896 ,808 —158,100 
2,258,486 —463,327 93,932 280,487 
599, — 4,025 38,939 20,400 
1,152,694 —175,538 130,713 — 56,105 
108,551 — 16,019 12,251 12,095 
270,723 — 49,261 21,389 — 1,092 
2,223,488 —267,075 147,096 —642,066 
4,504,819 —401,593 278,657 —329,819 
702,869 — 86,654 41,229 —156, 
1,442,176 —254,348 185,278 — 62,818 
988,008 — 86,902 159,1 — 31,538 
2,055,868 —212,611 235,142 — 93,343 
8,815,830 —1,583,981 730,829 —3,310,466 
17,725,282 —1,518,700 2,823,382 — 95, 
1,580,888 289 79,510 —259 
3,277,853 —845,195 162,631 —681,439 
437,649 —171,918 12,531 —179,741 
854,953 —231 1397 —193,' 
6,474,889 18,723 403,210 276,173 
12,819,904 772,796 813,699 1,070,990 
4,308,570 i 274,089 —759, 
8,760,014 —873,501 712,251 —540,875 
1,011,389 —319,944 223 —247,670 
2,133,069 —377,706 80,659 —267 
275,446 — 11,977 14,685 2,841 
560,288 — 48,625 506 — 15,034 
1,950,209 + —874 113,345 —277,741 
4,051,670 — 66,814 247,949 —157,748 
2,171,935 — 74,278 950 849 
4,906,830 — 95,944 177,414 33,982 
2,530,153 —322,075 98,870 —222,673 
5,143,751 —1,035,953 200,184 d 
4,477,036 8 212,797 —372,787 
9,309,328 —822,787 749 —158,089 
a — 15,600 9,600 
ed 33,262 20,262 
1,106,991 —224,163 54,838 —105,150 
2,375,775 —356,669 127,988 —202,488 
35,653 17,927 37,315 — 52 
71,732 59,023 ‘ 7,126 
797,437 — 46,147 972 35,707 
1,688,534 — 34,024 91,422 107,987 
406,712 7,355 78,226 — 22,607 
820,183 — 4,868 123,931 31,433 
2,582,179 —359,664 185,220 —465,860 
4,998,209 —701,985 365,989 —563,117 
1,615,396 967 1,744 61,830 
2,381,849 136,912 888 —108,437 
4,950,351 —214,689 167,093 —144,666 
819,800 — 85,875 69,789 —193 
1,653,096 —101,438 123,303 —106,978 
1,488,337 —159,089 93,719 —485,080 
2,893,043 —336,538 171,585 —404,164 
7,175,206 —880,360 543,435 —2,198,456 
14,773,887 —1,523,849 1,121,159 y 
2,702,370 —283, 702 —478,242 
5,450,796 —1,178,885 1,776,277 —1,085, 
52,616,363 54,834 2,181,390 —2,106,417 
108,984,640 44,479 4,327,646 4,130,476 
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Complete Program 


For Convention Of 
Society Of CPCU 


The program for the annual meeting 
and seminars of Society of Chartered 
Property & Casualty Underwriters to 
be held in the Waldorf-Astoria hotel 
in New York Oct. 1-3, has been com- 
pleted. Eugene A. Toale, associate 
manager of the metropolitan New 
York department of Home, will open 
the convention as general chairman 
Tuesday morning. 

Miss Alice Chellberg of American 
Mutual Insurance Alliance will dis- 
cuss “Dual Regulation: It Can Hap- 
pen Here,” and Mr. Richard M. Heins 
of University of Wisconsin, “The Ex- 
tension of the Group Insurance Prin- 
ciple into the Field of Property and 
Casualty Insurance.” George V. Whit- 
ford, vice-president and western man- 
ager of Fire Association, will deliver 
the critique of Dr. Heins’s paper. 

The annual business meeting will 
be held Tuesday afternoon. 


On Wednesday there will be con- 
current seminars. Ingolf H. E. Otto of 
Kansas City, will deal with “Economic 
Fallacy Involved in Unlimited Access 
to the Insurance Market, with William 
R, Kersten, assistant manager of the 
insurance department of Van Schaack 
& Co., Denver, and R. R. Swaziek, sec- 
retary and general manager of Market 
Men’s Mutual, Milwaukee, doing the 
critique. 

The other seminar has three parts, 
one on “Changing Concepts in Dwell- 
ing Fire Rating Methods,” another on 
“Liability Protection for the Hazards 
of Libel, Slander, Malicious Prosecu- 
tion and False Arrest,” and a third on 
“A New Look at the Comprehensive 
General Liability Policy,” handled by 
representatives of CPCU chapters. 
The first part will be taken by James 
A. Cotter of Travelers, Boston, and 
Ben L. Culwell, executive vice-presi- 
dent of Southwest General, Dallas. 
The second will be treated by J. Law- 
rence Finlayson, Camden, N. J., at- 
torney, and the third by Herbert C. 
Cox of Aldrich & Cox, advisory firm, 
Buffalo. 

At the all industry luncheon Holgar 
Johnson, president of Institute of Life 
Insurance, will discuss public rela- 
tions in a talk entitled “In the Shad- 
ow of Public Desire.” 

The Wednesday afternoon seminar 
is an innovation for CPCU since it 
will be open to invited guests, includ- 
ing the press. This one will deal with 
recruiting, training and management 
development programs in the fire and 
casualty field, compared with similar 
efforts in other businesses, 

* 4 - 


The Thursday morning session will 
cover “Practical Application of Insur- 
ance Principles to Your Business.” Dr. 
Irving Pfeffer will present the topic. 
Discussion leaders are A. H. Criddle of 
Ostheimer-Walsh agency, Philadelphia; 
D. M. Witmeyer of Security-Connect- 
icut; A. M. Devroye of Millers Na- 
tional; R. R. Pulton of Poulton & Orr, 
Oakland; J. P. Schwartz of Schwartz 
& Nelson, New Orleans; J. O. Felker 
of the Laclede agency, St. Louis, and 
Robert A. Hedges of University of 
Illinois. This will deal with the effect 
of such things as coinsurance on sales 
of insurance, underwriting, etc. ‘ 

That afternoon wiH be: devoted to 
general discussion, and the meeting 
will close with a banquet and dance. 
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N. J. Assn. Elects 
Franz And Riddle, 
Endorses Road Aid 


New Jersey Assn. of Insurance 
Agents, at its annual meeting Sept. 
5-6 in Atlantic City, elected Henry A. 
Franz, Clifton, president, and Hugh 
Riddle, Atlantic City, chairman of the 
executive committee. Roy H. Mac- 
Bean, Cranford, was renamed state na- 
tional director. 

Mr. Franz, a past president of Pas- 
saic County association, and a member 
of the New Jersey association execu- 
tive committee since 1953, succeeds 
Alan H. Miller, Hackensack, who was 
named to the committee; and Mr. Rid- 
dle succeeds Samuel R. Worthington, 
Camden. Others named to the com- 
mittee are Peter E. Wilhelm, Hacken- 
sack; Sydney DeRoner, Newark; Ira F. 
Weisbart, Jersey City; Norman E. 
Smalley, Plainfield; Robert D. McKee, 
Rumson, and William H. Paul, Mer- 
chantville. Milton H. Grannatt Jr., 
Trenton, and Robert W. Hutchison, 
Vineland, were appointed delegates- 
at-large to the committee. 

Alfred C. Sinn, Clifton, a past pres- 
ident, administered the oath of office 
to Mr. Franz and Mr. MacBean at 
the luncheon ending the convention 
on Friday. Mr. Riddle was not able to 
attend because of illness. 


Approximately 1,500 members, com- 
pany representatives and guests at- 
tended the convention which was one 
of the largest and most important in 
the 64-year history of the association. 
The program was a good one, very 
well organized by Mr. Riddle, general 
chairman, and Charles J. Unger, New- 
ark, secretary-treasurer of the asso- 
ciation. A special ladies’ program was 
directed by Mesdames Miller, Worth- 
ington and Franz. 

Mr. Worthington presided at the 
first general session on Thursday 
morning. It opened with greetings 
from Louis Greenberg, president of 
Atlantic City association, and a word 
of welcome by Mayor Joseph Altman 
ef Atlantic City. Reports were given 
by President Miller, and the chair- 
man of the finance, fire and allied lines 
and education committees. New offi- 
cers were then nominated and elected. 

In the afternoon, the second gen- 
eral session, Mr. Miller presiding, in- 
cluded reports by the chairmen of the 
public relations, legislative and acci- 
dent prevention committees, and a 
report on the safe driving award cita- 
tion program. In reply to a telegram 
received from Gov. Meyner of New 


VICE PRESIDENT 
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$20,000 


Company housed in southern part of country, 
(ideal climatic conditions). kes 
Company specifications: age to 45, minimum 
ten years Home or large Regienal Office, man- 
agerial sales experience. Background with recog- 
nized DIRECT WRITING Automobile-Fire company 
mandatory. Must have extensive managerial 
record directing activities large productive staff 
of Salesmen. 
Duties: Organize and establish Production De- 
partment. Will hire own executive staff to ad- 
minister recruiting and training program. 
Outstanding opportunity fer Sales Manager pre- 
sently in $12,000-$15,000 salary area desirous 
of heading own operation. 
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Jersey, requesting aid in the fight for 
safe driving in the state, the associa- 
tion adopted a resolution pledging its 
assistance. It also adopted a resolu- 
tion reiterating support of the NAIA 
advertising program. 

Following the committee reports, 
Mr. MacBean reported as state na- 
tional director. He said it is expected 
that the federal flood indemnity pro- 
gram which failed to pass Congress 
this year may be more successful next 
year since the recent catastrophe on 
the gulf coast, which emphasized the 
need for such a program. About the 


merger of Multiple Peril Insurance 
Rating Organization and Inter-Re- 
gional Insurance Conference as Mul- 
ti-Peril Insurance Conference, he said 
the move should bring some very de- 
sirable changes and order out of the 
“rather chaotic conditions in the 
dwelling insurance field.” Also, he 
urged association members to report 
immediately to both state and na- 
tional headquarters all cases involving 
special group deals or combinations of 
coverages offered on a group or quasi- 
group basis. He cited the result in 
the recent Dairy Queen case as a good 


example of how well and how fast 
“our organizations can get to work on 
a national problem of this type.” 

Mr. MacBean then participated in 
a panel, “Manual Magic,” with Her- 
bert D. Young, Newark special agent 
of America Fore, and Paul S. Parris, 
Newark resident vice-president of Fi- 
delity & Deposit. The panel was aimed 
at giving the agents present pointers 
on various coverages, including auto 
BI and PDL, workmen’s compensa- 
tion, homeowners, business interrup- 
tion, and bonds, usually not found in 

(CONTINUED ON PAGE 59) 
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“Just when we thought we were going to lose all 
our business to the direct writers, along came 
SAFECO—and saved our automobile customers. 
In fact, since we started with SAFECO, over 
three years ago, we rarely lose a customer to 


“SAFECO has snowballed with us: each new 
customer passes around the good word about our 
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Mt. Vernon, Illinois 


competitive rates and broad coverage. And with 
the Company sharing the cost of advertising, 
we've been able to maintain a newspaper ad cam- 
paign. This has resulted in a stream of new 
customers coming to our office for SAFECO 


“With collections eliminated by direct billings— 
plus all the other SAFECO advantages—no 


wonder we call SAFECO an Agent’s ‘Cinderella’ 
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Dallas Grand Jury — 
Sees BenJack Cage 
As Subpenas Pile Up 


BenJack Cage, president of the now- 
defunct ICT of Dallas, has appeared 
before Dallas county grand jury 
and, with Bruce Jones, Los Angeles 
public relations man who worked on 
ICT promotions, has voluntarily sub- 
mitted to a lie detector test. Results of 
the tests were not disclosed. 

Mr. Cage, who is under indictments 


Strength you can depend upon 


HEN your clients’ shipments are insured 
eat the MARINE OFFICE of 
AMERICA, the resources of its 
outstanding member companies—listed 
here—stand behind that protection. 
Could any shipper ask for more? 
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charging embezzlement of $600,000 
while he was ICT president, has also 
been handed subpenas requiring him 
to appear before Travis county grand 
jury and the general investigating 
committee of the Texas house of rep- 
resentatives. He will appear Sept. 16 
before internal revenue agents in Dal- 
las in connection with federal tax 
liens totaling $260,000 filed against 
him and Jack Cage & Co., management 
firm for ICT, and has also been di- 
rected to confer with Renne Allred, 
attorney for the ICT liquidator, in 
Dallas Oct. 7. 





— OFFICES — 


* The American Insurance Company 

* The Continental Insurance Company 

* Fidelity-Phenix Fire Insurance Company 
* Firemen’s Insurance Company 

* Glens Falls Insurance Company 

* The Hanover Fire Insurance Company 
* Niagara Fire Insurance Company 


Detroit * Indianapolis * Jacksonville * Los Angeles * Louisville 
hmond * St. Louis * Seattle * Stockton * Summit + Syracuse 


S. D. Agents Elect 
Assman President, 
William Wolner V-P 


South Dakota Assn. of Insurance 
Agents at the annual meeting elected 


William Assman, Winner, president; 
William Wolner, Huron, vice-presi- 
dent, and Ray M. Engel, Valley 
Springs, treasurer. Henry Deschmer, 


Aberdeen; A. A. Remmele, Chamber- 
lain, and Marvin P. Jepsen, Rapid 
City, were elected directors, and Her- 


hee 








bert Thrall, Huron, was. appointed 
state national director. G. E. Ahern, 
Sioux Falls, was appointed Midwest 
Territorial Conference representative, 
and A. S. Avery, Huron, was named 
executive secretary. 

Luncheon speaker on the conven- 
tion’s opening day was Commissioner 
Mitchell, who detailed revisions. in 
the state insurance code. Ivar Aas, 
Home, reviewed “What Field Men Ex- 
pect of a Local Agent,” and J. E. 
Cryan, America Fore group, discussed 
the special farm survey and rating 
plan. 

Other speakers were Gordon T. Re- 
foy. Western Adjustment, Chicago, 
who explained recent changes in ad- 
justing procedure, and Paul H. Jones, 
local agent of Tucson, Ariz., and a 
member of the executive committee 
of National Assn. of Insurance 
Agents, who reviewed national asso- 
ciation developments. 





Great American Group 
Surplus Off, Assets Up 


Assets of Great American group, in- 
creased $6,544,875 in the first six 
months and stood at $393,687,801 June 
30. 

Policyholders surplus, however, was 
off $7,353,448 to $217,236,659. Un- 
earned premium reserve’ increased 
from $99,838,191 to $107,712,668. 

On an _ individual basis, Great 
American assets were $258,696,208, 
compared with $255,590,007 the end 
of last year. Policyholders surplus was 
$158,300,712 as against $162,398,018, 
and unearned premium reserve $69,- 
528,335, compared with $65,121,735. 

Assets of Great American Indem- 
nity rose to $76,806,790 from $74,635,- 
948, during the first half. Policyhold- 
ers surplus declined to $25,416,798 
from $27,810,620, and unearned pre- 
mium reserve rose to $20,812,072 from 
$18,433,596. 


leffers Named Assistant 
To President Smith 


Of Continental Casualty 


Donald E. Jeffers has been ap- 
pointed by Con- 
tinental Casualty 
as assistant to 
President J. M. 
Smith. He joined 
the company as 
administrative as- 
sistamt in 1956, and 
has been assistant 
comptroller and 
assistant secretary. 
Previously he was 
a certified public 











accountant with 
Lybrand, Ross 
Donald F. Jeffers Bros., & Mont- 
gomery. 
Allstate Engaged In 


“Greatest Sales Drive” 


The current issue of Aim, the em- 
ploye magazine of Allstate, says the 
company is in the midst of “the great- 
est sales drive in the history of the 
insurance industry.” 

The sales campaign began at the 
end of July with advertising in Life, 
Saturday Evening Post and Readers 
Digest, as well as inserts in several 
Sunday supplements. The climax of 
the advertising is to be Allstate’s spon- 
sérship on network television of “Play- 
house 90,” which reaches an average 
of 11 million homes and 25,300,000 
viewers each week. The magazine ads 
are expected to reach a total reader- 
ship of 80 million and the newspaper 
supplements 105 million persons. 





Dexter Whittle & Co., Seattle local 
agency, has moved to new offices in 
the Northern Life Tower. 
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25.5% Mass. Auto 
Rate Hike Proposal 
Gets Opposition 


Casualty insurers writing business 
in Massachusetts have indicated they 
will file for a 25.5% increase in pri- 
vate passenger automobile liability 
rates in 1958. The boost would raise 
premium revenue approximately $15 
million. 

In particular, class 2 surcharges 
would be increased from the current 
55% to 100% over the basic premium. 
The companies contend that drivers 
under 25 “proved to be more costly 
and destructive in 1956 than in 1955,” 
and that the frequency of claims in- 
volving under 25 drivers climbed to 
nearly three times what it was in 1955. 

Substantial increases would also be 
made in truck, bus and other com- 
mercial vehicle rates. 

Commissioner Humphreys said _ it 
will most likely be the middle of Oc- 
tober before he rules on the company 
figures, and subsequent to that 
a public hearing must be held, he 
said. Earlier this year, the companies 
were granted a 22% hike in rates 
after the state supreme court over- 
ruled disapproval of the boosts by Mr. 
Humphreys. 

. . e 

Massachusetts compulsory auto li- 
ability insurance rates being the po- 
litical “football” they are, reaction to 
the proposed increases was swiftly 
forthcoming from members of the 
state legislature and other state and 
city officials. 

State Sen. Canavan has called on 
the state’s motorists to bombard Mr. 
Humphreys with letters opposing ap- 
proval of the hikes. “I think this 
would be a very effective way of 
fighting the increase,” he said. Sen. 
Corbett, a member of the legislature’s 
special compulsory automobile insur- 
ance investigation commission, de- 
clared the group would if necessary 
use subpoena power to uncover what 
he termed “the real story” behind the 
proposed boosts. He said he would de- 
mand a factual accounting from the 
casualty companies and that they 
show financial statements pertinent 
to loss expenses and profits. 

“It’s about time somebody started 
waving a red flag at the insurance 
companies,” he said. “The new pro- 
posed rates are ridiculous.” 


Snohomish, Wash., Agents 


Elect G. H. Petershagen 


Snohomish County (Wash.) Assn. 
of Insurance Agents has. elected 
George H. Petershagen president; 
Dean Carpenter vice-president; Alvin 
Petershagen treasurer; A. J. Rae sec- 
retary, and Arthur W. Greene and 
Robert Doublas trustees. 


Singer Joins WAB 


Thomas T. Singer has joined the staff 
of Western Actuarial Bureau at Chi- 
cago. He has been with Fire Insurance 











DETROIT BRANCH MANAGER—Stock, Fire & 
Casualty Company—Emphasis on Casualty— 
Have fr> ex sting agency plant. Supervise 
production and underwriting. $8,500 


CLEVELAND—UNDERWRITING & PRODUCTION 
MANAGER—Ohio & Ky. Inland Marine Only. 
Must have 8 to 10 yrs. experience—old 
line stock company with heavy Inland Marine 
writings. $7,50 


Call or Write 


ED. BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. WAbash 
Chicago, III. 2-4800 











Rating Bureau in Milwaukee since 
1953. Mr. Singer isa graduate of 
Illinois Tech in fire protection engi- 
neering. 





Insurance Federation Of 
N. Y. Fetes Press, Sets 


Annual Luncheon Plans 


Insurance Federation of New York 
last week entertained representatives 
of the insurance press at a luncheon at 
the Drug & Chemical Club in New 
York City. Coincident with the lunch- 
eon a committee met to complete 
plans for the annual luncheon to be 


held at the Waldorf-Astoria hotel 
Nov. 7. Joseph A. Neumann, Jamaica, 
N .Y., agent, is chairman, and Clarence 
A. Borst of U. S. Casualty, vice-chair- 
man of the committee. Russell Edgett 
is secretary. 


J. A. Stafford Appointed 
N. Y. Brokerage Manager 
Of New Hampshire Fire 


New Hampshire Fire has appointed 
J. Anderson Stafford manager of the 
brokerage and service department in 
New York City. For the past 12 years 
he has been with the Tuttle, Pendle- 





ton & Gelston agency of Brooklyn. 
Prior to that he was with Home and 
Merchants Fire. 


Aetna Casualty Promotes 


Van Nuise To Indianapolis 


Robert W. Van Nuise has been ap- 
pointed assistant manager of Aetna 
Casualty at Indianapolis. He succeeds 
Alanson Crandall, who has become 
manager at Des Moines. 

Mr. Van Nuise joined Aetna Cas- 
ualty at Newark in 1939. He subse- 
quently was transferred to Syracuse 
and in 1953 was promoted to superin- 
tendent of underwriting there. 





Local agents of the Hartford Fire 
Insurance Company are making 
names for themselves in communities 
all over the country. 


In all these places, they’re recog- 
nized as men who are really “doing 
something” to make their home towns 
safer places in which to live. 


Just what are they doing? 
Sponsoring a public service activity 
that was developed for their exclusive 
use—the Junior Fire Marshal Pro- 
gram, now in its Tenth Anniversary 
year. 


More than 3,000,000 boys and girls 











of grade school age took part in the 
Junior Fire Marshal activity last year 


alone. This kind of instruction, they 
discovered, was unlike anything they'd 
ever known before—it was fun. They 
loved it! 


Thousands of teachers too, 
are enthusiastic. And civic groups, 
fire officials and community leaders 
are unreserved in their praise of what 
they regard the most extensive fire 
prevention and safety education pro- 
sram ever presented to children. 


Hartford Fire Agents look upon 
the Junior Fire Marshal Program as 
an Opportunity to demonstrate their 
traditional interest in the weifare of 
their neighbors and communities. As 
for its value to the agents themselves, 
one of them aptly sums this up in the 








The Junior Fire Marshal Program... 


A heart-warming good will builder 
for Hartford Fire Agents everywhere 


statement: “Money could never buy 
the good will and advertising that the 
Junior Fire Marshal Program has 
brought.” 


Want to find out more about 
the Junior Fire Marshal Program? 
Ask your Hartford Fire fieldman for 
details. Or write us direct: Hartford 
Fire Insurance Company, Hartford 
15, Connecticut, Dept. FNL. 


Year in and year out 
you li do well with the 


HARTFORD 


FIRE INSURANCE 
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The Navy had kept its eye on Jane. 
But when the flash came, “JANE 
ARRIVING OSAKA 1100 HRS”— 
there was no stopping her! 

In four hours she wrecked a mis- 
sion house, smashed three automo- 
biles, destroyed a motion-picture 
theater, a warehouse, two oil tanks, 
and-to top it all — drove a boat into a 
loading dock, demolished the dock 
and breached a sea wall! 

As you may have guessed, “Jane” 
was the curiously gentle name the 
Navy gave to an advancing typhoon! 

It was a severe blow to property 
owners — but not to those who sus- 
tained the damage above. Their 
claims were paid on the spot. They 
recovered every cent — because they 
had American insurance. 

Their policies had been handled by 
brokers in various parts of the U. S., 
through American International 
Underwriters. The brokers needed 


no special knowledge of Japan. They 
simply obtained the same kind of 
information they would for domestic 
risks. AIU specialists drew up the 
coverage required. 

Such policies are subject to U. S. 
courts. Yet they conform to every 
law and insurance regulation of the 
foreign country concerned. Special 
problems are met. Language and 
terms are American, understood by 
your client. 

Claims action is on the spot. Pay- 
ment is prompt, and in the same 
currency in which the premium is 
paid. This includes U. S. dollars 
where local laws permit. 

Many brokers are passing up 
valuable opportunities to enrich their 
portfolio — simply because they do 
not realize how enormously the U. S. 
foreign risk market has grown. Such 
risks are now found in every U. S. 
business community. The first pros- 


The day Jane 
hit town! 


pects to check are your own accounts, 
The results may surprise you! 

Remember, you don’t have to be an 
expert to handle foreign risks. Bring 
them to AIU—and AIU is your 
expert! For full information and 
literature, write to Dept. X of the 
AIU office nearest you. 





AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston Chicago Dallas Denver Detroit 
Houston Los Angeles Miami New Orleans New York 
Portland SanFrancisco Seattle Tulsa Washington 
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NAIA Holds Early Fall Convention 


Liaison Of Agents, 
Insurers Proposed 
To Watch Relations 


AIA To Vote Next Week, 
NAIA To Be Represented By 
Executive Unit, Battles Says 


A proposal will be acted upon at its 
meeting next week by American In- 
surance Assn. to establish a perman- 
ent committee of top insurer execu- 
tives to. confer with National Assn. of 
Insurance Agents on matters con- 
cerning company-agency _ relation- 
ships, Robert E. Battles of Los Ange- 
les, retiring president of NAIA, told 
the first general session of the NAIA 
convention in Chicago. 


The counterpart committee in NAIA 
would be its executive committee, Mr. 
Battles pointed out in his administra- 
tion report. The purpose of the AIA- 
NAIA committee would be this one 
only, of conference on issues bearing 
on company-agency relationships. It 
would consist solely of top level per- 
sonnel, would be organized to main- 
tain inherent continuity of personnel, 
and would distribute information of 
information developed at the confer- 
ences. 


The idea of a top level conference 
committee of company executives and 
agency leaders grew out of the 1954- 
55 administration of Kenneth Ross of 
Arkansas City, Kan., Mr. Battles said. 
That administration became increas- 
ingly aware of the problem, which 
arose in different guises and different 
places, of poor communication be- 
tween companies and their sales force. 
The present administration took up 
the preblem and attempted a solution. 
Officers and executive committee 
members throughout the administra- 
tive year have traveled thousands of 
miles and spent uncounted hours in 
face to face conferences with company 
presidents and senior executives over 
the country. 


In connection with this develop- 
ment, Mr. Battles emphasized the im- 
portance of continuity in problems of 
this and other sorts, and therefore the 
worth to agents of their association. 
Problems in the business rarely reach 
severe stages overnight. NAIA is well 
enough organized and sufficiently in- 
formed that it learns of such matters 
early in their development, and they 
are invariably placed upon the agen- 
da of the executive committee for 
continuing treatment. The association 
thus accumulates a vast stock of in- 
formation upon which to act when the 
time comes. 


He also called attention to the fact 
that NAIA has refused to be drawn 
into public debates, name calling or 
finger pointing during the year. It 
carefully avoided such situations, 
even though sorely tempted at times. 
The reason was the firm conviction 
that this side of the industry must 
present a united front founded on 
close mutual understanding if it is to 

(CONTINUED ON PAGE 22) 
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The retiring and incoming presidents of NAIA: Robert E. Battles of Los 
Angeles, Louie E. Woodbury of Wilmington N. C., the new president, and 
George E. Hanson, executive Secretary and general counsel of NAIA. 





Gird To Push Advertising Program To 
Goal By Year End; Ways, Means Discussed 


The big topic of discussion at the 
NAIA convention in Chicago was the 
proposed national advertising program 
built around the Big I. There had 
been enough response by Sept. 9 to be 
encouraging, with more than $500,000 
in or pledged, but not enough to guar- 
antee its success. Consequently, much 
of the attention of NAIA leaders over 
the country was devoted in Chicago 
to the problem of pushing it to an 
effective conclusion. 

The original target date was around 
Sept. 1, but this now has been changed 
to Dec. 31. It is understood that the 
program will be launched with $1 
million, but NAIA is striving to get 
in a good deal more than that by year 
end. The big push will be in the next 
few weeks as many of the state asso- 
ciations hold their annual conventions. 
It was brought out in the discussion 
that the ideas are still the property 
of Doremus & Co. and must not be 
used by state and local associations 
in their advertising programs until 
NAIA buys them. 

Alan H. Miller of Hackensack, N. J., 
and Franklyn E. Schaffer of Doremus 
& Co., the New York advertising agen- 
cy that has been providing the pro- 
fessional advice and promotion of the 
program, explained the situation to 
National Board of State Directors 
Tuesday. 

Mr. Schaffer pointed out that in 
recent months the direct writers have 
stepped up their advertising—they are 
winning the advertising battle by de- 
fualt. He emphasized what the con- 
tributing agent will get in way of tie- 
in material before any advertising ap- 
pears. This includes mailing pieces, a 
booklet on how to use the tie-in ma- 
terial, newspaper mats for tie-in ad- 
vertising, radio commercials for local 
use, outdoor ad copy, book matches, 
Reader’s Digest articles of interest to 
home owners with reprint of the Big 
I advertising, key cases, window dis- 
play pieces, etc. 

Mr. Miller said that at date of the 
NAIA convention five states had not 
okayed the first collection letters and 


had done little on the campaign but 
most of them plan to take up the mat- 
ter at their fall conventions. Fifteen 
state associations will feature the ad 
program on their conventions; 200 
slide films presenting the story of the 
program are in use over the country 
and have proved quite effective. 

In the last two or three weeks the 
second collection letter has gone out 
to members of state associations that 
okayed its sending and returns from 
that letter show it is effective, Mr. 
Miller said. 

“We are well on our way and are 
sure the goal will be reached,” he 
stated. The figures are not complete, 
but more than $500,000 in cash and 
pledges were in as of Sept. 9. The 
score, not up to date, was New York 
$50,000, California $41,000, Louisiana 
$31,000, North Carolina $25,000, etc. 
Louisiana led in percentage, with the 
Carolinas close. 

If 75% of NAIA members contrib- 
ute the average dollar contribution 
up to date, $80, the $2 million goal 
will be reached, he said. He urged 
each agent to get three other agents 
to contribute. Workers are needed in 
every area and town. Stronger em- 
phasis should be placed on the fact 
that non-contributors will not bene- 
fit from the campaign. Past presidents 
of boards and associations can help, 
state association magazines should 
play it up with listings of members 
who have contributed, etc., and state 
association secretaries can be of real 
help. This is, he said, a form of in- 
surance for the local, independent 
agent at a ridiculously low price. 

Morton V. V. White of Allentown 
said the Pennsylvania campaign, 
which got under way late, enlisted 
in the cause agents who can sell and 
divided them up into teams to con- 
duct a real promotion effort through- 
out the state. As a result the state’s 
contributions went quickly from $9,- 
000 to $26,000 and the movement is 
beginning to roll. It is no different 
from any other drive, he said. 

R. S. Brantley, executive secretary 

(CONTINUED ON PAGE 16) 


Parley Draws F ewer 
Than Usual, Elects 
Woodbury President 


Sales, Agency Continuity 
And Advertising Comprise 
Big Share Of Program 


By KENNETH 0. FORCE, 
JAMES C. O'CONNOR, 
BERNARD P. McMACKIN Jr. 


The annual convention of National 
Assn. of Insurance Agents in Chi- 
cago drew a smaller attendance than 
usual, about 1,600, compared with 1,- 
900 to 2,100 in recent years. This was 
at least partly due to the earliness of 
the dates, which coincided with the 
opening of school in many areas of the 
country. Consequently, many wives 
and undoubtedly a number of agents 
did not attend who might customarily 
have done so. 

However, aside from the national 
advertising, the program of the con- 
vention as a whole did not present 
any critical or controversial issues. 
Most of it was built around the work- 
shops on sales and agency continuity 
and vitalization. 

But the real drama this year is 
with the companies, which are bleed- 
ing red ink, and while there were sym- 
pathetic references to insurer prob- 
lems in some of the talks at the 
agents’ convention, it was obvious 
that the agents themselves are not 
suffering in that way. News of the 
companies’ difficulties and efforts to 
ease them was reflected in corridor 
and headquarter conversation. Rum- 
bles could be heard of the situation 
in New York, where the automobile 
insurers have asked for badly needed, 
substantial rate increases, where the 
department has declined to approve 
anything but a nominal rise, and 
where, as a consequence, commissions 
are being discussed as they were in 
Massachusetts 30 years ago. 

Louie E. Woodbury of Wilmington, 
N.C., was elevated to the presidency 
of the association, to succeed Robert 
E. Battles of Los Angeles, who, in 
spite of a bad cold, did a highly com- 
petent job in administering a large, 
complex and time-pushed program. 


Joseph A. Neumann of Jamaica, 
N.Y., past president and head of the 
special auto committee for several 
years, was presented the Woodworth 
memorial award for outstanding serv- 
ice to the association. Florida won the 
Sparlin cup and New Jersey the Bow- 
en public relations award. Nevada 
won the Connecticut membership cup. 
The Bennett award, presented for the 
first time, went to Modesto, Cal.; the 
attendance prize to Ohio, and the mile- 
age cup to Florida. 

National Board of State Directors 
voted to incorporate the association. 
As Mr. Battles pointed out, this step 
was considered advisable in view of 
the increase in amount and variety of 
NAIA activities. George R. Cross, as- 
sistant general counsel, described the 
advantages of incorporation, which, 
in addition to limiting the liability 

(CONTINUED ON PAGE 16) 
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Bureau Auto Class 
Plan Has Improved 
lis Market Status 


Cahill Predicts Readier 
Market For Poorer Risks 
As Each Class Pays Own Way 


A classification plan that measures 
important differences in hazard be- 
tween risks is es- 
sential if the stock 
agency companies 
and their produc- 
ers are to be able 
to compete with 
the specialty com- 
panies for pre- 
ferred classes of 
risks and also be 
able to provide a 
market for the 
more hazardous 
risks from the un- 
derwriting vie w- 
point, James M. Gahill, secretary of 
National Bureau of Casualty Under- 
writers, told the rural and small lines 
agents’ breakfast during the annual 
convention of National Assn. of Insur- 
ance Agents in Chicago. 

e e . 


For example, he said, in many states 
the present rates for classes 1A and 
1B differ by only a dollar or two from 
the rates in effect five years ago for 
class 1—despite the effect of inflation 
and the several rate revisions in the 
various states. Thus, because of the 
introduction of a six classification 
plan in lieu of the three classification 
plan in effect in 1952, it has been pos- 
sible to establish rates for the large 
number of risks classified 1A or 1B 
which are not much higher than those 
risks paid five years ago. This is im- 
portant in a competitive market be- 
cause these risks comprise more than 
75% of all private passenger car risks. 

The market situation has improved 
since the introduction of the six classi- 
fication plan, he said—particularly be- 
cause of the changes made in rate 
relationships which are designed to 
make class 2 risks, as other classes, 
pay their way and not be subsidized 
by other classes. When underwriters 
are convinced that classes 2A and 2C 
are adequately rated on the average, 
there should be much less reluctance 
to write these as new business. 

Yet, he added, classification is not 
over-refined. National Bureau has 
only six classifications for private pas- 
senger cars plus three comparable 
ones for farmers. Many specialty com- 
panies which can control the selection 
of business through captive agents use 
more than six classifications. One spe- 
cialty company, for example, has 14 
classes of private passenger cars and 
eight comparable classes for farmers. 

The present classification plan re- 
flects the principle that the different 
rating elements should be factual in 
character and easy to determine. 

& - : 

The present classification plan has 
been in effect sufficiently long to ac- 
cumulate a substantial volume of ex- 
perience indicative of the proper rate 
relationships between the classes. Oc- 
casionally, producers have questioned 
the logic of having class 1B rated 
higher than class 1A in urban areas; 
whether there should be a class 1C 
and whether it is not rated too high, 
and whether the high rate relation- 

(CONTINUED ON PAGE 24) 
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Tells How Agents 
Can Meet Direct 


Writer Competition 


Harold R. Silvey of Los Angeles, 
who has spent five years with a direct 
writer and five years as an independ- 
ent agent, gave the sales workshop of 
NAIA a sharply critical picture of the 
direct writer and its captive salesmen. 
However, he warned agents not to kid 
themselves—this is a war of survival, 
and feather dusters will not win the 
battle. 

There are many weaknesses inher- 
ent in the direct writing method, he 
said. The direct writer policy buyer 
attempts to diagnose his insurance 
needs and hopes that the direct writer 
hand-me-down policy will fit. Quite 
often he doesn’t learn that he has cut 
the pants too short until it binds him 
in the crotch. As the direct writer 
peddler has only policies issued by. his 
company to sell, he becomes a party 
to this sort of misfitting. 

° 7 e 

Recently several large billboards 
were put up by a prominent direct 
writer, advising the public to phone 
directly into its office for low cost 
auto insurance. This might be called 
direct direct writing, Mr. Silvey said, 
for it even eliminates the direct writ- 
er’s own salesman. They didn’t like 
that at all, and one became so incensed 
he quit, without notice, to go back to 
selling cemetery lots. 

Direct writers, he said, are by no 
means paragons of efficiency. They 
have their share of inefficiency and 
political intrigue. They differ some- 
what in production methods. One has 
both full-time and part-time agents. 
The part-timers are a_ particular 
scourge on the innocent public, he de- 
clawed, for they sell insurance on the 
side to make a fast buck and get out. 
They usually quit after they have sold 
their relatives and friends. They do 
not care two cents about the buyer. 

Another direct writer has only full- 
time “captive clerk-peddlers.” They 
sell over the counter, door to door, and 
catch as catch can, he declared. They 
are hired to sell and nothing else. 
There is no personal service after the 
sale. “This captive is filled with tape 
recorded sales talks and then flogged 
into making stiff sales quotas. Though 
well paid, these salesmen leave the 
direct writer in droves, mainly because 
they cannot stand the pressures.” 

Another direct writer has captive 
salesmen it calls independent agents, 
but they are not independent of the 
company’s domination and _ control, 
“but are merely independent to 
starve,” he said. 

Another company is a semi-direct 
writer since it obtains its business both 
from captive salesmen and independ- 
ent brokers. This insurer has a sizable 
account in the home office for special 
friends who can thus buy super-super 
direct. This sort of thing naturally 
leads to many conflicts of interest. 
When a broker moves a piece of busi- 
ness from this company, it often sends 
its captives right in to try to retain 
the business. 

For the most part, the balance of 
the direct writers deal only through 
their own full-time salesmen. 

Mr. Silvey suggested ways to meet 
direct writer competition: 

Price—many agents fall into the trap 
of trying to meet the direct writer on 
his own ground. There is no common 
denominator to make a price compari- 
son mean anything. The proper and 
full service of insurance today is as 


Byrne Succeeds Lederer As Midwest 
Conference Head, Much Ground Covered 


B. W. Hopkins, Des Moines, steered 
the Midwest Territorial Conference of 
National Assn. of Insurance Agents 
through a full and productive session 
during the NAIA meeting in Chicago 
without waste of time and adjourned 
it on schedule. The session, among 
other things, marked the final report 
of E. L. Lederer, Chicago, as chairman 
of the conference committee. Mr. Led- 
erer, who closed his report with a sin- 
cere plea for agents to understand and 
support their companies during these 
trying days, was given an ova‘ion for 
his three years of outstanding service. 

R. M. Byrne, Omaha, was appointed 
to succeed Mr. Lederer as conferete 
committee chairman, with H. W. Mul- 
lins, Rockford, Ill., as vice-chairman 
and G. A. Timm, Kenosha, Wis., sec- 
retary. A. H. Case Jr., Marion, Kan., 
continues as chairman of the farm con- 
ference subcommittee, with C. D. Fri- 
day, Osceola, Ia., as vice-chairman. 

Reporting on the last conference 
with company representatives, Mr. 
Lederer said that the agents had the 
smallest agenda in a number of years, 
many old matters having been closed. 
Some requests of agents were clearly 
impossible of consideration now, due 
to the bad underwriting situation, such 
as inclusion of vandalism and sonic 
boom protection in extended coverage. 
The companies are still opposed to the 
agents’ ideas on multiple company pol- 
icies, either an agency policy in which 
company names could be filled or a 
subscription type policy, but did prom- 
ise to study the matter of agency re- 
insurance and hope to come up with a 
workable plan which will enable an 
agent to write a large risk under a 
single policy. 

The agents got replacement cost cov- 
erage broadened to permit relocation 
of schools, churches and public build- 
ings after loss, but the companies 
would not go along with other sugges- 
tions for broadening the cover. The 
companies showed no interest in su- 
perior risk treatment or multiple loca- 








technical as the practice of law. The 
agent must inject into any discussion 
of price the worth of his own services, 
before, during, and after the sale. To 
the direct writer, he said, insured is 
a file number. To his agent, he is John 
Jones, an individual with particular 
problems and insurance needs. The 
agent must show that a quality service 
and product cannot be bought in the 
bargain basement. 

Another way to meet direct writer 
competition is to tell the story of the 
independent vs the captive agent. No 
direct writer has ever made any claim, 
Mr. Silvey believes, that its captive 
salesman is in any way insured’s rep- 
resentative. 

On a question of coverage intent, a 
direct writer salesman, thinking of his 
pension right, might tend to lean to 
the company’s interest rather than in- 
sured’s, he suggested. The local agent 
can make local claim service a potent 
reality by giving it. Mr. Silvey recalled 
that a number of years ago a direct 
writer advertised: “Wanted—Claims 
man who can settle 3rd party claims 
at 50 cents on the dollar and will work 
for $200 per month.” 

Direct writers all are suffering from 
climbing loss and expense ratios, Mr. 
Silvey said. This is not their exclusive 
right. But they have another worry, 
high turnover of salesmen. Some direct 
writers have 100% annual turnover in 
some areas. In his area, he said, many 
of the outstanding agencies are com- 
posed entirely of direct writer captives. 


tion credits for public buildings, despite 
the hot competitive situation, partic- 
ularly with Factory Mutuals. Neither 
were they receptive to the proposal to 
require statements of values on agreed 
amount covers only on expiration, in 
case of term policies, insisting that an- 
nual reports, regardless of policy term, 
are essential to get insurance to value. 

On the credit side, Mr. Lederer ex- 
pects that an enabling rule which will 
permit published rates on unprotected 
suburban property will be in force in 
most states soon. On the problem of 
multiplicity of loss drafts, particularly 
where a large risk, insured in many 
companies, has a small loss, the com- 
pany representatives said they had no 
objection to an adjustment bureau is- 
suing a single draft and apportioning 
the loss among the companies involved. 
Both Western Adjustment and Under- 
writers Adjusting answered complaints 
about the detail and time involved in 
settling business interruption losses 
with the statement that any such loss 
is inevitably complicated and cannot 
be settled properly without requiring 
much detail, even though a particular 
loss is not large. The companies cannot 
do anything about not including mort- 
gagees as payees in small loss drafts, 
because mortgage institutions are en- 
titled to this by contract and only they 
can waive this requirement. 


Several other items had to be held 
over because of inconclusive experience 
or because more time is needed for 
study. This list includes rates on mo- 
bile homes, increase of allowable im- 
provements and betterments cover un- 
der the contents form, elimination of 
special charges on wood _ shingled 
dwellings and making all four family 
dwellings uniformly eligible for the 
broad and special forms. The agents 
want additional extended coverage 
abolished, but Mr. Lederer said the 
form is dying a natural death and is 
not worth worrying about. The market 
for earthquake insurance on commer- 
cial properties remains thin and un- 
reliable, due to reinsurance complica- 
tions. 

Mr. Hopkins asked each state to re- 
port on its progress with the NAIA 
advertising fund campaign. The reports 
varied from considerable progress to 
hopes, but no state spokesman showed 
any pessimism. Most of the states in 
this territory will hold their annual 
conventions within the next month or 
so and a number of them are planning 
to start their drives in earnest at that 
time. 

The meeting opened with the new 
film on automobile insurance prepared 
for the California association. It at- 
tracted a lot of interest and copies will 
probably be obtained for a number of 
midwest states. Mr. Hopkins an- 
nounced that Ivan Anton of Des 
Moines will be program chairman for 
the spring conference, which will be in 
Des Moines Mar. 30-April 1, and urged 
all to attend. At the meeting at French 
Lick last spring, the conference author- 
ized the treasurer to lend the host state 
association up to $2,500, if needed, for 
advance convention expenses. Mr. 
Timm, who is conference treasurer, 
reported on this and was given author- 
ity to sell bonds of the conference, if 
this should be necessary to provide 
cash for this purpose. 





Harleysville Mutual Casualty has 
appointed Leonard G. Tusing district 
claims manager at Huntington, W. Va., 
and Dale Bennett field representative 
at Richmond, Va. 
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Audrey was here... storm-battered home in Lake Charles, La. 


A blueprint-for-disaster drawn by Kemper Insurance a 
year ago paid off for agents and policyholders when Hurri- 
cane Audrey struck western Louisiana June 27. A special 
18-man claims team rushed to the scene and by July 13— 
two weeks and two days after the storm—was completing 
the handling of 800 claims. 

Major factors in the new Kemper Disaster Plan were 
the training of casualty claims men in handling fire claims 
and the preparation of disaster supply kits in key locations 

Pp ROVI DES TEST —thus readying men and materials for instant action 
anywhere. 


FOR NEW KEMPER If you are interested in seeing a folder giving more de- 


tails about “Operation Audrey”’, or in representing one of 
these progressive companies, write B. S. Weyforth, vice 
DIS ASTER PL AN : president, at the Home Office. 


LumbermenS (GUL) UY 


LN 271€0(COUN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS mutuat INSURANCE COMPANY 


Divisions of Kemper Insurance . . . Chicago 40 


Handle 800 claims 
in 17 days 
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Herndon Surveys 
Washington Scene 


Promoters of the plan to get more 
national banks into the insurance 
business as local agents are now at- 
tempting to force the House to amend 
the national bank act, Maurice ‘3. 
Herndon, NAIA Washington repre- 
sentative, told National Board of 
State Directors. They want one of 
the following: 

Where state banks are allowed to 
function as insurance agents, the na- 
tional bank act should be amended 
to allow national banks to do like 
wise; or, in towns where national 
banks are now functioning as local 
agents (present banking law allows 
this in towns where last, 1950, federal 
census showed population of 5,000 or 
less), the federal law should be 
amended to allow national banks to 
continue this insurance business even 
when the 1960 federal census shows 
population in excess of 5,000; or, 
change to 10,000 or 15,000 the popula- 
tion limit of townships in which na- 
tional banks can conduct an insur- 
ance business. These amendments 
have the endorsement of the Ejisen- 
hower administration and national 
banks. 

t e . e 

The House banking and currency 
committee will resume hearings on 
the subject in January. 

Senator Monroney, chairman of the 
subcommittee on automobile market- 
ing, is not satisfied with the result of 
refunding of automobile collision in- 
surance premium overcharges by cer- 
tain automobile finance insurance sub- 
sidiaries, Mr. Herndon commented. 
However, there is still only an out- 
side chance that the subcommittee will 
propose any legislation. But the sub- 
committee will come out with a very 
strong report which will get wide dis- 
tribution. 

The new atomic insurance bill con- 
tains the language, “the (Atomic En- 
ergy) Commission shall use, to the 
maximum extent practicable, the fa- 
cilities and services of private insur- 
ance organizations, and the commis- 
sion may contract to pay a reasonable 
compensation for such services .. .” 
This provision, proposed originally by 
AEC and actively supported by the 
NAIA, gives AEC authority to use the 
services of local agents and their cr- 
ganizations. 


Some Washington observers are 
amazed that the demise of the federal 
flood indemnity program apparently 
has caused little or no reaction across 
the country, he said. However, once in 
a while an individual Congressman 
plugs a flood insurance program. The 
Senate and House banking and cur- 
rency committees, which originally en- 
acted the legislation, state that they 
plan no further action on the matter. 











Robert Poellnitz of Tuscaloosa and 
Wilbur K. Allen of Birmingham. 


Problems In Fighting 
Fictitious Group Plans 


Fictitious group insurance plans 
continue to show up, Morton V. V. 
White of Allentown, Pa., member of 
the executive committee of NAIA, 
told the National Board of State Di- 
rectors. He said NAIA would like 
more information on American Boat 
Builders & Repairers Assn., which 
issued a memorandum to members 
suggesting possible savings from group 
workmen’s compensation arrangements. 

This organization was difficult to 
identify and locate, he indicated. How- 
ever, eventually it was learned the 
unit began under another name and 
is a limited organization for which an 
attorney, acting as secretary, is so- 
liciting insurance. Completion of his 
questionnaire to members develops 
valuable underwriting information, 
Mr. White observed. 

Causes of the fictitious group insur- 
ance plague are many, he said. Many 
are born of an ambitious secretary’s de- 
sire to promote membership. Next 
most frequent stimulus is a franchise 
agreement between the supplier and 
a retail outlet. Absence of common 
ownership or lack of equity is over- 
looked by the promoters. In 90% of 
the cases the whole program is aimed 
at reducing insurance costs to mem- 
bers. Rarely does the plan involve 
better coverage—in many instances 
better coverage is available through 
normal channels. 

Membership in a business or fra- 
ternal organization may influence the 
degree of moral hazard but that is 
significant only to the underwriter, 
Mr. White said. He suggested agents, 
in attempting to obtain legislation or 
department rules against such groups, 
should be alert to possible company 
opposition. The law in Florida is a 
good one, he said. Washington passed 
a similar law. In Connecticut the ef- 
fort failed, as it did in Pennsylvania, 
because of “behind-the-scenes com- 
pany opposition.” 
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Good Crowd At Early 
Session On Education 


A new automobile insurance text- 
book is the impressive first offering 
of the new educational director of 
National Assn. of Insurance Agents. 
L. F. Smith, who took over this im- 
portant staff post late in 1956, when 
T. I. McKernan left to become a mem- 
ber of Inter-Regional Insurance Con- 
ference, and the chairman of the edu- 
cation committee, J. Norvell Trice, 
Richmond, passed out information 
about their activities at a breakfast 
session held during the association’s 
Chicago convention for state and local 
board secretaries. 

The new book will be available for 
distribution in a few weeks. Next in 
line for complete revision is the book 
on general liability insurance and the 
new assistant educational director, C. 
W. Barnard, will be bringing out a 
new book on marine insurance, com- 
bining the features of the old inland 
and ocean texts. 

Mr. Trice emphasized that the au- 
tomobile book is written from the in- 
surance agent’s point of view. Future 
books will take the same approach. 
There is more material on rating and 
selling information has been made an 
integral part of the presentation. 

Mr. Smith stated that he hopes to 
have American Institute for Property 
and Liability Underwriters put the 
new automobile book on the recom- 
mended reading list for CPCU aspir- 
ants. 


Hospitality Suites 
Relfect Generosity, 
Not Losses At NAIA 


The number of hospitality suites 
maintained during the NAIA conven- 
tion in Chicago indicated that com- 
panies are still competitive, even if 
the experience on the business they 
get is in the red. Among the companies 
and organizations that maintained 
convenient facilities for fraternizing 
were: 

Aetna Casualty, Aetna Fire, Agri- 
cultural, American Casualty, Ameri- 
can Home, American, American Re, 
American Surety, Appleton & Cox, 
Atlantic Mutual, Atlas. 

Also, Bowes & Co., George F. Brown 
& Sons, Buffalo, Chubb & Son, Com- 
mercial Union, Continental-National, 
Corroon & Reynolds, Eastern Under- 
writers Assn., Employers, Fireman’s 
Fund, General Accident, Glens Falls, 
Great American. 

Also, Hanover, Hartfords, Home, 
Leonhart & Co., London Assurance, 
London & Lancashire, Maryland Cas- 
ualty, Merchants of N.Y., Wm. H. 
McGee & Co., Millers National, Na- 
tional Union, New Amsterdam, New- 
house & Hawley, New York Life, New 
York Underwriters, North British, 
Norwich Union. 

Also, Pacific of New York, Pacific 
National, Peerless, Phoenix of Hart- 
ford, Phoenix Assurance, Providence 
Washington, Royal Exchange, Royal- 
Globe, St. Paul, Seaboard Surety, 
Southeastern Underwriters’ Assn., 
Springfield F.&M., Standard Accident, 
Stewart-Smith (Ill.), Travelers, U.S. 
Aviation Underwriters, U.S. Casualty, 
U.S.F.&G.., Western Underwriters 
Assn., Yorkshire, and Zurich. 


Western Agents Praise 


Sullivan Comments 

The Far West Agents Conference of 
National Assn. of Insurance Agents 
was delighted with the talk of Com- 
missioner Sullivan of Washington be- 
fore the Zone 6 commissioners meet- 
ing, in which he strongly opposed any 
attempts to regulate commissions, 
maintaining that the matter is properly 
one of private contract. The group sent 
a telegram of thanks and best wishes 
to Mr. Sullivan, who was attending 
the zone meeting at Seattle at the 
time. 

The William H. Menn award for 
outstanding public relations work by a 
state association went to the Utah as- 
sociation. It was presented during the 
session and accepted by G. R. McClure, 
Salt Lake City, who is both state na- 
tional director for Utah and chairman 
of the Far West conference. 





Three guests attended the meeting 
of Southern Agents Conference during 
the NAIA convention—Commissioner 
James H. Horn of Alabama, T. J. Mims 
president of Canal Ins. Co., and Jason 
Woodall, manager of Southeastern Un- 
derwriters Assn. 


Neumann Sees UM As 
Hope vs Compulsory 
Tells Of N. C. Defeat 


In his report as chairman of the 
special automobile committee, J. A. 
Neumann, Jamaica, N. Y., past presi- 
dent of the National Assn. of Insurance 
Agents, emphasized the importance of 
the uninsured motorist coverage and 
of agents merchandising it as the al- 
ternative to unpalatable and unwork- 
able compulsory. 

He noted that in New York UM has 
been sold at a flat rate statewide but 
elsewhere substantial differentials, 
territorially established were em- 
ployed. A level average reduces over- 
all sales resistance, it has been sug- 
gested. There has been a good deal of 
urging that UM be included in the 
basic automobile contract and _ this 
came about by law in New Hamp- 
shire, with the backing both of agents 
and the governor. 

Mr. Neumann suggested that the 
setback in North Carolina resulted 
from the well-intentioned efforts of 
the stock companies. Had there been 
proper communication between the 
companies and the North Carolina as- 
sociation, he thinks, the result would 
have been different. The battle of 
compulsory must be fought at the state 
level. Agents are best qualified to 
spearhead the attack. Companies can 
aid materially, but there must be con- 
stant communication and united, not 
divided, command. The latter leads to 
defeat, as in New York and North 
Carolina. 

As a closing personal observation, 
Mr. Neumann said the philosophy of 
agency stock companies is to oppose 
compulsory and unsatisfied judgment 
funds, but, if forced to choose between 
the two, to take the latter. Such a 
policy is not positive. It is impossible 
to proceed in a forward direction on a 
seesaw. 

In many states, Mr. Neumann ob- 
served, agents and their state secre- 
taries defeated compulsory. This was 
a true public service. In New York, 
he said, revocations of registrations 
are piling up, 85,527 in the first five 
months of the law’s operation, of 
which about 25% were rescinded. 
Neighboring states seem to be profiting 
taxwise at New York’s expense. At a 
proposed conference with bordering 
state officials, the registration of New 
York cars in adjacent states is to re- 
ceive attention. In New Jersey at a 
single department store counter main- 
tained by the motor vehicle bureau, 
50 to 100 licenses were being issued 
every day to New York motorists. 

Mr. Neumann indicated that he is 
not a candidate to head the committee 
again. 





Frank W. Munson of General Rein- 
surance Corp. will discuss casualty 
reinsurance at the September meet- 
ing of New Jersey chapter of CPCU 
at the Robert Treat hotel in Newark. 





Mrs. Brunk, 
William C. Brunk 
of Ottumwa, Ia., 
and James P. Jana 
of Hanoverat 
NAIA. 
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How N.C. Bungled Into Compulsory Auto 
Told SAC, Status Of Changes Listed 


A feature of Southern Agents Con- 
ference during the NAIA convention 
in Chicago was the story of how com- 
pulsory auto was passed in North Caro- 
lina, told by William E. Webb of 
Statesville, N. C. In addition, J. O. 
Hatch of Savannah told how the cas- 
ualty committee has fared in its nego- 
tiations with bureaus and companies 
for changes agents have asked; Ber- 
nard Olasov of Charleston, S. C., out- 
lined the work of the property com- 
mittee; Nathan Swayze of Yazoo City, 
Miss., described the public relations 
program of SAC, and R. S. Brantley 
of the North Carolina association, 
urged attendance at the SAC meeting 
next April 24-26 at the Fontainebleau, 
Miami Beach, in connection with the 
midyear meeting of the National Board 
of State Directors. 

“How North Carolina bungled its 
way into compulsory” was detailed by 
Mr. Webb, who assigned the major re- 
sponsibility for the result to the fact 
that the insurance business was badly 
divided in its approach to the problem. 
First he corrected the statement that 
the North Carolina agents were divided 
on the issue of compulsory and un- 
satisfied judgment fund. That is not so. 
They were solidly against both and 
remained so throughout with the ex- 
ception of one outstanding agent. 


Agents thought they were in a par- 
ticularly good position to defeat com- 
pulsory because of the composition of 
the insurance committees in the legis- 
lature. They thought they had both 
bills defeated. They did feel that com- 
pulsory was better than UJF, he de- 
clared, but they liked neither. 

Assn. of Casualty & Surety Compa- 
nies favored UJF. They opposed com- 
pulsory. American Mutual Insurance 
Alliance, along with the agents, op- 
posed UJF. The alliance hired lobbyists 
to oppose UJF and advocate compul- 
sory. Assn. of Casualty & Surety Com- 
panies began actively to support UJF, 
and its member companies wrote field 
men to get agents to contact legislators. 
The legislators began to back away 
from their commitments to vote against 
compulsory. Agents continued to op- 
pose both compulsory and UJF. 

No statement was made by Assn. of 
Casualty & Surety Companies that 
there was on file in the state the unin- 
sured motorists endorsement and that 
it could be incorporated in all con- 
tracts for an added premium. 

The business was hopelessly divided, 
Mr. Webb declared. If it had been 
united against both bills, both could 
have been defeated, he believes. He 
said he didn’t intend to criticize the 
companies or others who were sincere 
in their beliefs, but division could not 
win. Perhaps knowing this, agents in 
other states can take the steps neces- 
sary to defeat compulsory, he sug- 
gested. One thing is certain, he added, 
agents don’t know they have problems 
until they get compulsory. 


In response to a question, he said he 
believed if UM were part of the auto 
contract as in New Hampshire, both 
bills could have been beaten. About 
65% of automobiles in North Carolina 
are insured, he said. He also indicated 
that the alliance is consistent country 
over in its opposition to UJF; it prefers 
compulsory, though it doesn’t like it, 
to UJF. 

The casualty committee has had 
seven subjects under negotiations with 
bureaus, Mr. Hatch said. For the 

Georgia association the committee 


sought to have National Bureau of 
Casualty Underwriters read into the 
family auto policy the increased limits 
under Georgia’s amended financial re- 
sponsibility law. This was done, but 
the bureau felt it could not do it at 
the same rates—until experience in- 
dicated the proper rates—so filed for 
a temporary increase. 

The committee sought an optional 
rate on open stock theft coverage with- 


out a deductible, on which the loss 
ratio has been low. On this it has not 
yet been successful, but it will contin- 
ue discussions, Mr. Hatch said. 

For Alabama the committee sought 
uniform three year installment factors 
but has been unable to get them. Mr. 
Hatch said the committee members feel 
they are entitled to more explanation 
on this one. 

For Alabama the committee sought 
to get eliminated the surcharges on 
liability limits above 100/300/50. It 
asked for a revision of the rates for 
the table or use of minimum premiums 


to achieve this objective, but the bu- 
reau turned down the request. The 
bureau also asked for advance notice 
on form, rule, etc., changes from Na- 
tional Bureau, since certain states now 
get such notice, but did not get the 
nod. 

The committee also was turned down 
on two requests to National Council 
on Compensation Insurance. The com- 
mittee asked it to authorize designa- 
tion of agent of record on assigned 
workmen’s compensation risks. The 
committee, Mr. Hatch said, did not ask 

(CONTINUED ON PAGE 16) 








WESTERN INSURANCE POLICIES are subject to 


constant change, meeting the condition of the times 


possible rate. 


But there is a Western policy, just as important, that 


and providing better protection, always at the best _ : 


never changes. For forty-five years we have made 


one of our primary policies that of friendly help- 


fulness to our agents . . . and service second to none. 


This is our unchanging “Policy” for agents! 


Operating In 37 States With Nation-Wide Claim Service 


THE WESTERN companies 


THE WESTERN CASUALTY AND SURETY COMPANY 


THE WESTERN FIRE INSURANCE COMPANY 


EXECUTIVE OFFICES 
916 Walnut, Kansas City 6, Mo. 





HOME OFFICE 
Western Blidg., Fort Scott, Kansas 
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Camera View Of NAIA Rally 


At NAIA regis- 
tration desk: Mar- 
ion Laning, Frank 
Pocquette of Pa- 
cific of New York 
group, Chicago, 
and Simpson 
Stoner of Green- 
castle, Ind. 


At NAIA: Harry Minister of Columbus, O., Arthur L. Schwab of Staten Is- 
land, Harry W. Poulson of Boise, Guy T. Warfield of Baltimore, and Craig 
Thorn Jr. of Hudson, N. Y. 


| : = ETS A. L. Williams 
J. C. Gardner of Fidelity & Deposit, C. C. Clarke of Assn. of Casualty & ©f Nashville, Mrs. 


Surety Companies at Chicago, and Julian Neal of F.&D. at Chicago, and Donald Frank Pocquette, 


L. Buckler of F.&D. at Chicago. wife of the vice- 
president of Pa- 


cific of New York 
group at Chicago, 
and S. G. Amer- 
man, executive 
vice-president of 
Pacific of New 
At NAIA: Cooper et York. 

Cubbedge of Jack- , 4 

sonville, Tom C. 

Johnson, manager 

of the Florida as- 

sociation, and S. 

W. Johnson of Fort 

Myers, Fla. 


R. E. Miller and R. S. Robins of North America, Frank Bell Sr. of Charleston, Herbert S. Brewer of Lockport, N. Y., Al M. Wagner of Chicago and James 
W. Va., and R. G. Osgood and F. A. Lewis of North America at NAIA. H. Vey of New York both with Hanover, and Mrs. Brewer, at NAIA. 
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Suggests Ways Of 
Continuing Agency 
Where Agent Kaputs 


No agent would use a stack of 3,000 
$10 bills as a doorstop in his agency, 
but many agents are just as careless 
about the asset of agency goodwill 
which could easily extend into the 
next generation, Dr. John D. Long, 
associate professor of insurance at In- 
diana university, told the NAIA work- 
shop on agency perpetuation, expan- 
sion and vitalization. 

“What are you doing to preserve the 
value of your agency beyond the time 
of your retiremer.t or death,” he asked. 
He then out!ined the important con- 
siderations that deserve the serious 
consideration of agents. 


1. Does the agent want his agency 
to outlive him? Longevity has its price 
in terms of perhaps foregoing some 
current income. Even if the agent is 
willing to pay the price, he has to 
have a continuation plan. That plan 
requires someone to run the business 
after the agent’s death and a means 
by which such person or persons can 
come into control of the business. 

2. Who is going to own the business 
after the agent’s retirement or death. 
Ultimately, the choice is to sell it or 
give it away. In either case the suc- 
cessors, in a practical sense, are lim- 
ited to surviving employes, partners, 
stockholders, or friendly competitors. 
The plan of continuity must provide 
a way for such person or persons to 
accede to the ownership and manage- 
ment of the business. 

3. When will the agency interest 
have to be passed to someone else? 
Maybe the agent knows the maximum 
period he will retain his ownership, 
but what about the minimum? 

4. How long can the agent safely 
postpone putting his house in order? 
Until he formulates his agency contin- 
uation plan, the agency is not pre- 
pared to outlast the agent—even if he 
owns a part of it. To preserve the 
maximum agency value for his family 
and his business survivors, he needs 
to have his house in order, Mr. Long 
declared. What is the earliest possible 
time the plan might be required? 

5. Where will the money come from 
the agent wants his family to receive 
from the agency? Alternatives are sav- 
ings, earnings, and life insurance pro- 
ceeds. In this age of high taxes and 
installment credit, savings are not a 
likely source. Dependency on earnings 
obtained from the business by the 
agent’s successor ties the welfare of 
his family to the welfare of the busi- 
ness. Sometimes, however, this is the 
only source. When life insurance is 
usable, it may provide the most nearly 
infallible source of funds at the cheap- 
est rate to finance the transfer. 

6. How much in taxes will have to 
be paid on the agency interest? Prob- 
lems of federal estate, federal gift, and 
federal income taxes may arise. The 
agent might be able to reduce some 
death taxes by giving away some or 
all of his business during his lifetime. 
The interest he retains at death will 
be a part of his estate for estate tax 
purposes. He might shudder to realize 
the optimistic view of his agency the 
tax authorities could take for valua- 
tion purposes. The value will include 
perhaps a tidy sum for goodwill. The 
agency may be valued on the capitali- 
zation-of-earnings method which can 
produce values that can be substantial. 
While valuation is always an open and 
unpredictable matter, certain types of 
provisions in agency buy-and-sell 


At NAIA  di- 
rectors’ meeting: 
Howard N. Ful- 
lington of Wichita, 
chairman of the 
casualty commit- 
tee; Archie Slaws- 
by of Nashua, 
N. H., executive 
committe e- 
man, and George 
A. Timm of Ke- 
nosha, Wis., chair- 
man of the propet- 
ty insurance com- 
mittee. 





Frank D. Moses, 
executive secretary 
of Pennsylvania 
association, M a u- 
rice Hartson of 
New Orleans and 
Morton V. V. 
White of Allen- 
town, Pa., the lat- 
ter two executive 
committeemen. 





H. J. Noyes and 
George V. Whit- 
ford of Reliance 
and J. L. Ashton of 
Milwaukee. 








agreements may serve in helping to 
peg the agency value for estate tax 
purposes. In respect to income taxes, 
no taxes are levied on life insurance 
proceeds payable by reason of death 
in financing agency transfers. If an 
agency is paid for out of earnings, 
somebody has to pay an income tax 
on those earnings. Whether the buyer 
or seller pays the tax depends on the 
intent of the parties to the agreement. 
The courts apparently will honor an 
agreement of either type. In any case, 
use of the earnings method to finance 
the transfer of an agency is an ex- 
tremely expensive affair, taxwise. 

7. Can creditors seize the agent’s in- 
terest at time of transfer? If the busi- 
ness or the estate has debts, the credits 
might be able to thwart whatever plan 
the agent has and take possession of 
the business. What steps is the agent 
taking to assure sufficient liquidity? 

8. Can the agent use a split-dollar 
arrangement, Mr. Long asked. He sug- 
gested that agents investigate the tax 
and financing features of the life in- 
surance plan, whereby the younger 
party to the agreement buys life in- 
surance on the older party to the 


agreement under the split-dollar plan. 
The older party pays that part of the 
premium represented by the increasing 
cash value in the policy. His estate is 
the beneficiary to that extent. The 
younger man pays for the pure insur- 
ance part of the policy and receives 
the face of the policy minus the cash 
value. According to a fairly recent 
revenue ruling, the younger man is 
not taxed on the premiums paid by 
the older man. Also, apparently only 
the cash value part of the proceeds 
are included in the estate of the older 
man. The estate is sure to receive an 
amount equal to premiums paid by 
the deceased older man. This interest- 
ing arrangement amounts to a loan. 


9. What about a buy-and-sell agree- 
ment? This binds one or more survi- 
vors to buy the agency interest of 
some person at his death and the es- 
tate of that person to sell such interest 
at his death. By creating a market for 
the agency interest before the death 
or retirement of the agent, this method 
should be applied to every agency 
which is being sold. 


Opportunities And 
Problems Ahead In 


Farm Underwriting 


Outmigration from the farms to the 
cities and towns, which has been going 
on since Revolutionary days, and the 
reasons for it have their bearing on 
the underwriting of farm business, B. 
R. Walinder, secretary of America 
Fore in Chicago, told the breakfast 
meeting of the rural and small lines 
agents of National Assn. of Insurance 
Agents during its convention in Chi- 
cago. 

In the war years, when prices were 
rising and materials were scarce, and 
farmers were feeding the world, the 
underwriting experience was good, he 
said. This continued several years af- 
ter the close of the war, but a turning 
point came about 1950. Observation In- 
dicates that outmigration has been 
considerable in the past seven years. 
In 1920 a total farm population in the 
U. S. of 32 million supported the na- 
tion’s population of 109 million. Today 
a farm population of only 22 million is 
supporting a population of 169 million. 

Mr. Walinder does not believe the 
movement of people off the farms is 
finished. The submarginal farmer 
‘nust find a way to produce a decent 
living for his family or go to town 
and find a job. The attraction of in- 
dustry alone is not responsible for 
outmigration, Mr. Walinder comment- 
ed. Acreage controls exert their influ- 
ence. A farmer must have sufficient 
acreage to earn a living, so he buys 
the neighboring farm. A farmer with- 
out modern machinery is fighting a 
losing cause, but if he has the mach- 
inery, he needs sufficient acreage to 
derive the maximum benefits from it. 
Again the solution seems to be to 
buy the farm adjoining. This is prog- 
ress, but it creates a serious problem 
for the farm underwriter. 

When two farms become one, some 
of the buildings are vacated and lose 
their utility value; if destroyed, they 
are not replaced. The insurers are 
reluctant to insure vacant farm build- 
ings because they deteriorate rapidly. 

To make vacant buildings more pal- 
atable to the underwriters, a so-called 
deferred loss payment clause was in- 
troduced in the midwest, which allows 
a reduction of around 20% in the fire 
rate and provides only 60% of the in- 
surance amount will .be paid unless 
the destroyed building is replaced in 
a year and within 300 feet of the orig- 
inal building site. This clause is not 
for vacant property alone but should 
be used for any building where the 
utility value can be questioned, he 
said. Some agents use it quite gener- 
ally, others not at all. 

The future of successful farm un- 
derwriting lies in writing the better 
type of farm for the successful farmer, 
one who has the necessary capital 
and who knows his business, Mr. 
Walinder said. Agents should seek 
that class. They have a preferred rat- 
ing plan in the midwest to do so. In 
connection with farm coverages, Mr. 
Walinder urged agents to write hail 
on growing crops. The premium vol- 
ume is growing each year. If the 
agent writes fire and extended cov- 
erage on a farmer’s building and per- 
sonal property, failure to insure his 
crops may let a competitor get his 
foot in the door. This could mean the 
loss of the entire line, he said. He also 
noted the premium potential of the 
multiple peril crop policy being de- 
veloped by Crop Hail Insurance Ac- 
tuarial Assn. 
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Robert E. Brown Jr. of Aetna Casualty, Roesser Long Jr. Fayetteville, Ark.; 
Tom C. McHenry, manager of the West Virginia association, Wilbur K. Allen 
of Birmingham and William J. O’Meara of Aetna Casualty. 





Secretaries Discuss 
Many Topics, Elect 
Johnson Chairman 


Secretaries and managers of state 
associations held their usual meeting 
Sunday afternoon preceding the formal 
opening of National Assn. of Insurance 
Agents’ convention in Chicago, with 
George L. Goss, Nashville, presiding. 
Tom C. Johnson, Tampa, was elected 
chairman at the close of the meeting 
and will be responsible for next year’s 
conference. 

There was a heavy schedule of top- 
ics, which Mr. Goss steered skillfully. 
The group is an informal one, passes 
no resolutions and commits no one to 
anything. Its sole purpose is to give 
the secretaries the benefit of each 
other’s experience and ideas. 

Topics discussed included the “Road 
Aid” project, proposed uniform rates 
in automobile assigned risk plans, 
membership development, the NAIA 


How N. C. Bungled In 
Compulsory Auto Told 


(CONTINUED FROM PAGE 13) 

for commissions on such risks. Agents 
feel they should have this designation 
so they can know when a policy has 
been issued. The council was adamant 
in opposition. Yet it has authorized 
agent of record and the payment of 
commission on assigned risks in Mis- 
sissippi and some other states. Also, 
there is recognition of agent of record, 
plus commission, on auto assigned 
risks written by many of the same 
insurers who are members ef the coun- 
cil. 

The committee has written each 
state association asking it to negotiate 
with its insurance commissioner to get 
him to negotiate with the council and 
if that doesn’t work to write the com- 
panies. This is important and agents 
intend to keep on trying to get the 
change made; he declared. For Ala- 
bama the committee sought to get from 
the council authorization of an addi- 
tional interest endorsement for use 
with WC policies, but didn’t get it. 

About 125 attended the SAC con- 
ference, which was ably directed by 
Chairman James P. Walker of Augusta, 
Ga. The three working committees of 
the conference, property, casualty and 
public relations, will meet 14% days at 
Atlanta Dec. 5, Mr. Walker announced. 
He named a committee to study the 
constitution and by-laws of the con- 
ference to make some _ suggested 
changes. Frank R. Bell Jr. of Charles- 
ton, W. Va., is chairman, with Wilbur 
K. Allen of Birmingham and Haynes 
Giover of Greenville, S. C., members. 








advertising program, with emphasis on 
handling it at the state level and point- 
ing out its advantages to agents, and 
place mats and coasters with the NAIA 
emblem. A. L. Lind of Minneapolis, 
whose firm handles plastic advertising 
devices, showed the secretaries a new 
illuminated sign featuring the new “in- 
dependent agent” symbol. 

Urban Krier, Milwaukee, now assist- 
ant manager for U.S.F.&G. there, who 
was chairman of the state secretaries 
group when he was secretary of the 
Wisconsin association, was a guest at 
the meeting. 


Highway, Fire Awards 
Won By Fla., Hawaii: 
Six Agents Honored 


The Florida association won the Na- 
tional Assn. of Insurance Agents’ high- 
way safety award presented by Assn. 
of Casualty & Surety Companies at 
the annual convention in Chicago. The 
Hawaii association won the fire safe- 
ty contest and was presented with the 
National Board’s award by F. W. West- 
ervelt of that organization. 

Six local agents were honored at 
the same session by President Robert 
E. Battles with citations for bringing 
prestige and credit to the American 
agency system during the year. They 
were Alan H. Miller of Hackensack, 
N. J., chairman NAIA advertising 
committee, Albert E. Mezey of New 
York, Jack C. Schroeder of Chico, Cal., 
Harry M. Carter of Savannah, George 
J. Margraff of Philadelphia, and Jo- 
seph F. Prola of Springfield, Ill. 

In addition to the state association 
award for highway safety there were 
six awards for outstanding safety 
work done by local boards, divided 
by population groups. These winners 
were Grand Ledge, Mich., a perennial 
winner; Whitley county, Ind., Talla- 
hassee, Orlando, Sacramento and Den- 
ver, 


Barnes Is Chairman Of 
Local Board Managers 


R. W. Barnes, Louisville, was elected 
chairman of the loca] board managers 
conference at the meeting of that group 
Sunday afternoon during the National 
Assn. of Insurance Agents convention. 
He succeeds W. W. Krom, Chicago. 
J. L. Curtis, Dallas, is the new secre- 
tary. The group informally discussed 
virtually every feature of a local sec- 
retary’s job, including the NAIA ad- 
vertising campaign, programs, meet- 
ings, membership development, how to 
promote attendance and financial prob- 
lems. 


Parley Draws Fewer Than 
Usual, Elects Woodbury 


(CONTINUED FROM PAGE 9) 

of members individually and several- 
ly, adds stability, increases the chances 
of survival in event of internal dis- 
turbance or financial difficulty, etc. 
The present constitution and by-laws 
will continue as the organized law of 
the association, he pointed out. The in- 
corporation will be under New York 
law. 

From start to finish, the competitive 
situation in general and the aggres- 
sive advertising plans of NAIA dom- 
inated the interest of almost everyone. 
The agents are by no means smug, 
but neither are they in a state of 
panic. Every speaker who touched on 
the competitive situation emphasized 
that competition, particularly from di- 
rect writing or non-vested agency type 
companies, is bitter and cannot be 
laughed off, but that agents are not 
going to be put out of business unless 
they fail to take action. No longer do 
the agents seem to be afraid of losing 
business—the whole theme of the 
meeting was “a bigger share of the 
market.” Every session which touched 
on sales and promotion was jammed 
to the overflowing and the crowd 
stayed from start to finish. 


There was, inevitably, much inter- 
est in the compulsory automobile in- 
surance situation, with North Caro- 
lina having joined New York in this 
category since the last meeting. The 
position of the agents has not changed. 
They will fight compulsory to the last 
ditch. Those from a few states, par- 
ticularly New Jersey, like the unsat- 
isfied judgment fund approach, but 
they are very much in the minority. 
There was much criticism of the way 
the stock companies have handled 
these legislative problems and some- 
what of a tendency to blame the re- 
verse in North Carolina on them. 

Commissioner Joseph A. Navarre of 
Michigan, president of National Assn. 
of Insurance Commissioners, who had 
been scheduled to give the closing ad- 
dress of the convention, “The Basis 
of the American Agency System,” was 
prevented from appearing by an ul- 
cerated tooth. 

He designated Commissioner Arch 
Northington of Tennessee, vice-pres- 
ident of NAIC, to present his paper. 





America Fore Ads Tie 
In With NAIA Parley 


Agents attending the NAIA con- 
vention in Chicago were impressed by 
the full page newspaper advertise- 
ments plugging the local, independ- 
ent agent and the Big I insignia which 
America Fore bought in the Chicago 
newspapers. Copies of the papers were 
delivered by the group to hotel rooms 
during the convention. 

In addition, the convention, NAIA, 
and the independent agent were the 
subject of discussion on the WBBM 
radio program of Tony Weitzel, Chi- 
cago Daily News columnist, Monday 
evening. Robert E. Battles of Los An- 
geles, retiring president of NAIA, 
appeared on the program. 

As is customary, America Fore also 
distributed its convention registration 
booklet. 





F. J. Ludolph, secretary of San Anto- 
nio Assn. of Insurance Agents, went 
to Chicago the long way around. He 
left home Aug. 10, going on a vacation 
trip to Alaska via San Francisco and 
Vancouver and then returned from 
Vancouver to Montreal, thence to Chi- 
cago. He will return to San Antonio 
after the NAIA meeting. 


Gird To Push NAIA 


Advertising Program 
(CONTINUED FROM PAGE 9) 

of North Carolina association, said his 
pledged with more than 80% in sight 
at a $90 average collected in July and 
August. The result has been, inter- 
estingly enough, an increase in pay- 
ment of regular dues and more in- 
terest in the association. He expects 
to get in 100% of the North Carolina 
contribution in short time. 


Valmore Forcier of Danielson point- 
ed out that the Connecticut association 
has been advertising heavily for three 
years, but with summer meetings of 
local boards the program has achieved 
real momentum in his state. News- 
papers asked why they weren’t in- 
cluded in the program, and the Con- 
necticut association met with the 
newspaper association to explain how 
the NAIA program will result in sub- 
stantially increased newspaper adver- 
tising. 

In Kansas Paul C. Yankey Jr. of 
Wichita said one idea alone is enough 
to sell the program, the fact that local 
agents can get national advertising 
agency quality they could not other- 
wise afford. In addition, the program 
has given agents something positive 
to say and sell—whereas customarily 
over the years they have been on the 
defensive. 

James P. Bennett of Los Angeles 
described how the program is going 
in his state, and Maurice J. Hartson 
Jr. of New Orleans described how 
Louisiana has reached 82% of its 
quota. 


E. K. Dietz of Little Rock told how 
an “insuror” state has integrated the 
insuror promotion with that of NAIA. 
He said Arkansas didn’t wait for the 
NAIA collection letter but sent out 
its own. It made film presentations 
of the program over the state then 
sent out another collection letter. It 
enlisted the aid of field men in sell- 
ing the plan, and they have really 
helped. The state now plans to write 
non-contributing members a_esemi- 
nasty letter, then have someone call 
personally on each one and get a report. 

Craig Thorn Jr. of Hudson, N.Y., 
stressed the importance of calling on 
field men to help. As the campaign 
progresses, he said, personal solicitation 
will be necessary. 


Past Presidents Of 
NAIA Are Recognized 


Past presidents of National Assn. of 
Insurance Agents were entertained by 
the executive committee, as usual, at 
the annual dinner Sunday evening. 
There were 14 present at Chicago, most 
of whom also took a bow at the opening 
convention session Monday. F. R. Bell, 
Charleston, W. Va., was senior in point 
of service, having been elected at Buf- 
falo in 1923. Others present were C. 
C. Jones, Kansas City; W. E. Harring- 
ton, Atlanta; C. L. Gandy, Birmingham; 
A. I. Wolff, Chicago; S. O. Smith, 
Gainesville, Ga.; D. A. North, New 
Haven; G. T. Warfield, Baltimore; O. S. 
Johnson, Clarksdale, Miss.; M. J. Mil- 
ler, Ft. Worth; W. M. Sheldon, Chicago; 
E. J. Seymour, Monroe, La., and newest 
member of the group, Kenneth Ross, 
Arkansas City, Kan. 








Craig Thorn Jr. of Hudson, presi- 
dent of the New York association, and 
Mrs. Thorn were being congratulated 
at the NAIA convention in Chicago 
on the birth of their first grandchild to 
their daughter and son-in-law, Mr. and 
Mrs. Brett Douglas of Ardsley, N. Y. 
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TO THE NATIONAL ASSOCIATION OF INSURANCE AGENTS ON ITS 
Agents, in recognition of their obligation to the public, stand for and firmly advocate the principles of the American 
Agency System and the sale of sound capital Stock company indemnity. Only through upholding these highest prin- 





ciples of insurance will they enjoy greater prestige and security for capital Stock insurance. 


a 


e 
reeling THE WESTERN MANAGERS whose names appear on this page believe in and endorse the principles of the American 
Agency System and represent companies that. of course, offer only sound capi’al Stock insurance protection. Through 
their close contact with agents they offer their facilities and services in the proper conduct of the business, and through 


this medium send greetings to the National Association of Insurance Agents. 





Rush W. Carter 


Vice President 


AETNA INSURANCE GROUP 


PARK RIDGE, ILLINOIS 


Paul H. Barr 


Vice President 


THE HANoverR Fire INSURANCE Co. 


FULTON INSURANCE Co. 
CHICAGO, ILLINOIS 


C. L. Zook 
Vice President 


NATIONAL OF HarTFOoRD Group 
CHICAGO, ILLINOIS 





E. A. Henne 


Vice President & Manager 


AMERICA ForE INSURANCE GrRoUP 
CHICAGO, ILLINOIS 


P. S. Beebe 


Manager 


HARTFORD Fire INSURANCE Co. 
Citizens Ins. Co.or N. J. 
CHICAGO, ILLINOIS 


George H. Garner 
Vice President 


Paciric NATIONAL Fire Ins. Co. 
MANUFACTURERS Cas. INs. Co. 


PARAMOUNT Fire Ins. Co. 
SKOKIE, ILLINOIS 





Frank L. Ludington 


AtTLas Group 
CHICAGO, ILLINOIS 


Karl Weipert 


Manager Mid-W est Department 
THe Lonpon Group 
THE LonNpDON AssURANCE 
THe MANHATTAN Fire & MARINE 
Ins. Co. 


GUARANTEE INSURANCE Co. 
CHICAGO, ILLINOIS 


Ross E. Coffin 


General Manager 


PROVIDENCE WASHINGTON Group 
CHICAGO, ILLINOIS 





W. A. Eakin 


THE EmMpLoyer’s Group 


Insurance Companies 
CHICAGO, ILLINOIS 


Charles E. Dox 


LonpDON & LANCASHIRE GrRouUP 


CHICAGO, ILLINOIS 


M. E. Peterson 


Vice President 


SPRINGFIELD Group 
CHICAGO, ILLINOIS 








Earl R. Sanborn 


Vice President 


GREAT AMERICAN GROUP 
CHICAGO, ILLINOIS 





H. A. Clark 


Vice President 


LoyaLty Group 
CHICAGO, ILLINOIS 





Chas. W. Ohlsen 


THE SuN Group 


CHICAGC, ILLINOIS 
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CHICAGO AGENCIES SALUTE 





THE ROCKWOOD COMPANY 
Established 1896 


FIRE —- CASUALTY — SURETY — LIFE 


LLOYD'S UNDERWRITERS 
135 South LaSalle Street ¢ Chicago 3, Illinois 


CEntral 6-5313 
TWX—CG 715 


CABLE—Rockfound Kansas City 








FRED. S. JAMES & CO. 


A Nationwide Service for 
American Business and Brokers 


Since 1858 
Financial 6-3000 


ONE NORTH LA SALLE ST. 


CHICAGO, ILL. 
LOS ANGELES PHILADELPHIA SAN FRANCISCO 
NEW YORK BUFFALO SEATTLE 
PITTSBURGH MINNEAPOLIS PORTLAND 








[ SERVING AGENTS AND BROKERS EXCLUSIVELY | | 


Ge A. MEAVON & CO. 
Trauranee Company Managers for the State of TMinois 








CHICAGO + INSURANCE EXCHANGE BUILDING 
PEORIA + 206 LEHMANN BUILDING 


Wm. C. DANNE & CO. 


ESTABLISHED 1914 
eo . 
PERSONAL INSURANCE SERVICE 
€ 
175 W. Jackson Boulevard 
Chicago, Illinois 














Tavs COMPANY 


INCORPORATED 








135 SOUTH LA SALLE STREET - CHICAGO 
CENTRAL 6-6780 

Teletype CG 1122 

99 JOHN STREET - NEW YORK 


CORTLAND 7-863! 
Teletype NY 1-3657 


nepresentinc [|oyd's of London 











HOMER GWINN & COMPANY 
Ray J. Pfordresher JUST Insurance Almeda Will 


for unexcelled agency service in all lines of insurance 
Telephone HArrison 7-8800 


175 W. Jackson Blvd. Chicago 4, Ill. 








CHICAGO INSURANCE AGENCY, we. 


ARTHUR G. HAILAND, 








941 Insurance Exchange Building 
Telephone WAbash 2-0173 











President 
90th Year 
SrewanrKeator(esspencer® [epereRs || R. W. HOSMER & COMPANY 
Philip B. Hosmer sanuitets John J. Dwyer 
Paul W. Oliver AGENCY John J. Dwyer Jr., C.L.U. 
& Phone: WAbash 2-3910 Insurance Exchange CHICAGO 
Surety - Casualty - Fire - Life 
* 


Critchell- Miller Insurance Agency 


“Our 89th year’ 


1868 1957 








ASSOCIATED AGENCIES 


(Incorporated) 
1637 Insurance Exchange 


CHICAGO, ILL. 
Telephone WAbash 2-1780 














BARTHOLOMAY & CLARKSON 


General Agents 
A-1630 Insurance Exchange 
Telephone WAbash 2-0163 
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Starkweather & Shepley, Inc. 
INSURANCE 


Established in 1871 


Intelligent Service and Co-operation 


CHICAGO =8©6NEW YORK — PROVIDENCE 





MEEKER - MAGNER COMPANY 
Established 1902 


Insurance Underwriters 


WeEbster 9- 5500 


175 W. Jackson Blvd., Chicago 4 














LANNAN & CO. 


Insurance 
Chicago New York 
Pittsburgh Minneapolis 


141 W. Jackson Blvd., WAbash 2-7187 











Agency Specializing in the 
Development of Business 
Through Brokers. 


ESTABLISHED 1855 


2 ee 
V 





WA ALEXANDER & co. 


a3 


13S SOUTFr 


Se 4 


LASALLE STREET+Cr 








GREAT LAKES AGENCY 
Incorporated 
L. C. Thoelecke Carl E. Herbst __ Bert F. Jacob 


ALL LINES—ANYWHERE 


Insurance Exchange Building Chicago 








Nothing But The Best 


J. Jack Johnson & Sons, Inc. 


Representing Leading Stock and Mutual Companies 
Earl Johnson Richard D. Johnson 
Jay Paul Johnson John F. Langhoff 





. 


Our Sixty-Fourth Year 


Ypie Wb. 


y Splie Agents 
CASUALTY « SURETY 


e CHICAGO e WAbash 2-1220 





FIRE e 
INSURANCE EXCHANGE BLDG. 














EMMET GRANNAN & CO. 
General Insurance 


A-1648 Insurance Exchange Building Telephone HArrison 7-0090 











John Naghten & Co. 


Metropolitan Supervising Agents—Established 1863 


COMPLETE INSURANCE SERVICE 


1903 Insurance Exchange Building Telephone WAbash 2-1120 


INSURANCE AGENCY INCORPORATED 


General Agents 
Surety — Casualty — Fire — Life 
Insurance Exchange Building — Chicago 
Insurance Exchange Building — Glenview 


Edward V. Dinneen, President 








ROSE-TILLMANN CO. 


C. H. TILLMANN, PRESIDENT 
INSURANCE—ALL LINES NATIONWIDE COVERAGE 


a 
Telephone HArrison 7-2183 Insurance Exchange Chicago, Illinois 














H. DALMAR & CO. 


(INCORPORATED ) 
Unexcelled Service to Brokers and Agents 
FIRE - MARINE - CASUALTY - SURETY 
208 S. LaSalle St. DEarborn 2-5950 
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It’s Fun To Be An Agent In A Small Town 


Frank E. Kinzer of Covington, Va., 
told the NAIA workshop on sales how 
much fun he has selling insurance in 
a small town. Being a small town agent 
is stimulating, satisfying, and educa- 
tional. He deais with neighbors, 
friends, and the man down the street 
—not with an impersonal policyhold- 
er. He now is insuring the children of 
his first customers. 

He is close to his prospects. But 
while he is studying them as prospects 
for a sale, they are scrutinizing him as 
an agent. So he has to sell himself as 
well as his policy. They want the 
agent to be a good insurance man— 
one who knows his business and looks 
after their needs. They are quick to 
sense if the agent has a _ superficial 
knowledge of the business and an in- 


terest in selling them any type of 
coverage only in order to collect a pre- 
mium. They are quick to challenge 
his shortcomings. 

e o . 


The location of the agent’s office has 
much to do with the success of his 
business, Mr. Kinzer has found—es- 
pecially in a small town. Main street is 
the center of activity and the big at- 
traction to country folks. It pays to 
be in the center of things, readily 
available at all times. His own space 
is on Main street, across from the 
largest bank and near the courthouse. 
One building away is the post office. 
Almost everyone in Covington who 
has business to attend to passes his 
office during the day. 

His office has a large picture win- 
dow he uses for advertising himself 
and insurance, and it is used by many 
others—children for a home talent 
play, sponsors of an ice cream supper 
at Dark Hollow or an oyster stew at 


the church, local sororities with hand 
dressed dolls to be raffled for the club 
treasury, the high school athletic de- 
partment with football gear to stimu- 
late season ticket sales, the Boy 
Scouts, etc. This makes friends. 

At Christmas he decorates the win- 
dow suitably to the season. Last 
Christmas the window contained a 
decorated tree with an electric train 
running full tilt beneath the branches. 
This attracted a great many persons 
including children. Anything that at- 
tracts attention and brings people to 
the office is good business. 

os . 

Mr. Kinzer also develops centers of 
influence, the banker, deputies in the 
clerk’s office, salesmen at the several 
good garages, and lawyers at the 
courthouse. 

Service is a good way for the agent 
to sell. All agents advertise service, 
but they do little about it, he de- 
clared. Yet the public has been con- 
ditioned to expect service, and they 
demand it. Gone are the days when 
servicing a policyholder meant selling 
the policy and collecting the premi- 
ums. That is about all the cut raters 
do. If the agent has made his office 
handy and himself available for sell- 
ing insurance, he is vulnerable for 
quick service. Customers can get to 
him quickly with claims, and they will 
demand attention. They will worry 
the agent until he wishes he had set- 
tled the matter. 

A good insurance plan, well thought 
out and explained, is an essential part 
of the agent’s service. Insured doesn’t 
know what type of insurance is best 
for his particular needs, he is not in- 
formed on the newest coverages, he 
does not understand policy terms, he 
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HEARTY WELCOME 


N. A. 


TO CHICAGO 


I. A. 
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Our best wishes 


for a_ successful 


convention and 


THE NORTHERN ASSURANCE 
COMPANY LIMITED 


AMERICAN MARINE & GENERAL 
INSURANCE COMPANY 
150 William Street, New York 38, N. Y. 
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is suspicious of fine print, he is an- 
tagonistic to high pressure selling. He 
only knows he needs adequate protec- 
tion. 

Policyholder service to Mr. Kinzer 
means selecting and thoroughly ex- 
plaining the proper coverage in the 
first place, satisfying arrangemen's to 
pay the premium, and impressing on 
the policyholders that he may call 
Mr. Kinzer night or day if he has a 
loss. All types of claims require serv- 
ice, but the agent can give more visible 
service to an auto policyholder than 
any other. 

When a policyholder calls to report 
a loss, Mr. Kinzer does his best to 
take care of the matter. If it can be 
handled by phone, Mr. Kinzer tells 
him what to do; if not, he drops ev- 
erything and goes. Policyholders want 
someone to hold their hands when 
they have a claim. They are unnerved 
by the calamity that has befallen 
them, they don’t know the best thing 
to do, they are in awe of the law if it 
is an auto wreck. They want and ex- 
pect the agent to be on hand even 
though he can do nothing until the 
immediate problems have been met. 

This personal service is not always 
easy to give. It means leaving dinner 
parties and bridge games, being called 
late at night, early in the morning 
and on week-ends and holidays. with 
an auto accident Mr. Kinzer not only 
visits the scene and reminds the vic- 
tim he is covered but also sees the 
cars or cars are taken to the best gar- 
age and the work done promptly. This 
is an advantage over cut raters. 
Agents can make their own adjust- 
ments, subject to approval of adjust- 
ers, in some cases, and they have bet- 
ter service from adjustment bureaus. 

The cut rater has to wait for an 
adjuster to come by to make an esti- 
mate and during that time the policy- 
holder is becoming more and more ap- 
prehensive and more and more sus- 
picious until, when the estimate fin- 
ally is completed, he is so upset not 
even the fairest adjustment seems ad- 
equate. 

Part of service is to sell the policy 
best fitted to a person’s needs. The 
companies have provided two of the 
finest policies in the history of the 
business—homeowners and family au- 
tomobile policy. Mr. Kinzer doesn’t 
see how agents got along without 
them. 

An agent who writes a large volume 
of auto should make friends with the 
owners of a couple of good garages 
and their mechanics, ones who do 
their own auto sales financing. 

Cut raters don’t give this kind of 
service because they have to be about 
the selling of new business all the 
time, he said. They have to produce 
new business to keep afloat because 
they do not get renewal commissions. 

Mr. Kinzer has several devices and 
ideas helpful in giving service to his 
policyholders: By making it easy for 
people to reach him to buy a policy or 
settle a claim; by maintaining an at- 
tractive. comfortable office where 
friends and policyholders are wel- 
come; by having a friendly office 
worker who meets the public well and 
is willing to help with extra services; 
by notarizing papers for policyholders 
and public free; by filling out neces- 
sary claim and report blanks when a 
policyholder has a claim; by being ac- 
tive in church and civic affairs; by 
dabbling in politics, such as serving 
as a judge at elections, and by making 
every opportunity to keep in touch 
with customers, friends, and acquaint- 
ances—remembering birthdays, anni- 
versaries, and writing letters on im- 
portant occasions. 





Maxwell Tells How 
To Build An Agency 
And Perpetuate It 


A thoughtful discussion of the opera- 
tion of an agency and how it can be 
continued was pre- 
sented to the agen- 
cy perpetuation 
expansion and vi- 
talization work- 
shop during the 
NAIA convention 
by Robert Maxwell 
of the Offenhau- 
ser & Co. agency 
at Texarkana. 

The agency has 
to have a backlog 
of solid, profitable 
business before it 
is worth perpetuating, Mr. Maxwell 
commented. His agency has_ used 
planned production to attempt to de- 
velop this kind of a business. 

Offenhauser & Co. is a co-partner- 
ship with nine partners, and this year 
is celebrating its 75th anniversary. It 
has 46 employes—nine active part- 
ners, nine solicitors and 26 others— 
and it occupies a small three story 
building in the heart of the business 
district. The ground floor is used to 
serve customers and for their con- 
venience in paying bills, with the 
second and third floors of the building 
devoted to the other functions of an 
agency office. The firm is in insur- 
ance exclusively. It does not sell real 
estate, conduct a banking business or 
a loan office and it does not sell even 
life insurance. Texarkana is a town of 
approximately 50,000. 

The agency is ready to employ a 
new solicitor if his qualifications 
clearly indicate he is ready to become 
a producer, Mr. Maxwell said, “for we 
know he will pay his own way from 
the pattern produced and experience 
gained with other solicitors.” But a 
sales manager, not engaged in per- 
sonal production, but in supervising 
the production of others, is another 
story. It takes farsighted planning to 
foresee that such expenditures, in the 
long run, enable the individual pro- 
ducers to do the job they should do. 
Or, take a fire protection engineer 
whose personal production will be rel- 
atively small and who will principally 
assist solicitors to rate and appraise 
the business they write or accounts 
they handle. But an agency has to 
spend money to make money, and it 
needs not only trained producers but 
also people who can rate and write 
policies properly. 

Mr. Maxwell said his agency has 
been able to maintain a relatively low 
rate of turnover on solicitors in spite 
of the shortage of manpower largely 
due to the experience over the years 
in selecting and training men, and to 
planning their production program. 

The years have shown that the high 
powered, fast talking high pressure 
salesman has no place in the agency, 
he said. It tries to pick men who have 
had to work for a living, preferably 
those who have had to work their 
way through school. Local residents 
are better than out-of-towners. At 
time of employment, the agency 
makes clear the necessity of making 
evening calls at times and working on 
Saturday. 

Breaking in a new solicitor is’a dif- 
ficult job. The agency has him work 
several weeks with the other solici- 

(CONTINUED ON PAGE 23) 


Robert L. Maxwell 

















— ee 





September 12, 1957 





HteNATIONAL UNDERWRITER 


NAIA CHICAGO CONVENTION 


21 





Fergason Offers Practical Suggestions 
For Getting Young Men Into Agencies 


In 1954 rarely a week passed with- 
out an agency asking, “How can we 
bring younger men into our agency?” 
A year later, the same problem faces 
agency owners—of getting, fraining, 
and integrating a new crop of man- 
agement candidates. It is still a key 
problem, Guy Fergason of Fergason 
Personnel, Chicago, told the agency 
perpetuation workshop at the NAIA 
convention. 

As owners discuss ideas for attract- 
ing competent understudies, one idea 
seems to prevail—‘sell them a piece 
of the business.” But they never get 
around to putting their plan into op- 
eration, Mr. Fergason observed. Pro- 
crastination, coupled with the job of 
handling daily details, keeps pushing 
the decision to do something about the 
agency management farther and farth- 
er into the future. 

Mr. Fergason’ gets’ applications 
weekly from former special agents who 
have been in local agencies for two or 
three years asking for help to get back 
into company ranks. 

e . 7 

Agencies are subject to the same 
growth factors as are other types of 
business and industry, he said. The 
country’s economic growth averages 
about 3% a year. Agencies ought to 
grow with the times. 

Agencies should have a definite pol- 
icy specifying the functions of the 
agency for which each partner is re- 
sponsible. With more internal coopera- 
tion, an agency is not so apt to be dis- 
solved upon the death of one of the 
owners, who kept all the operations 
under his thumb. 

If there is a definite training pro- 
gram and each partner cooperates in 
the program, persons can be found who 
will enter agencies to learn, and buy 
into, the business. 

An employe should not be a partner 
when he first enters the agency. But 
in two or three years a small interest 
with an opportunity to participate in 
the profits will be an effective incen- 
tive. Even a one man agency has to be 
properly managed if it is going to grow 
and be successful. This becomes more 
important as the agency increases in 
size. One person cannot perform ail 
functions—they must be delegated, at 
least in part. The average agency is 
often started and promoted as a one 
man operation, by a salesminded but 
not an administration person. Sales 
ability and promotional drive may be 
lost as administrative and managerial 
responsibilities increase. The ability 
successfully to perform in a specialized 
occupational field is not a guarantee 
that a person can perform as well in 
other fields. 

Training takes time and patience, 
attention to details, planned explana- 
tions of the operations of a business, 
etc. Training is a difficult task, but 
the hardest part is to activate manage- 
ment to do it. 

One case Mr. Fergason has watched 
15 years. A very successful agency, 
with an excellent reputation extending 
over 50 years, was owned by four 
partners ranging from 50 to 75 years 
of age. The agency had been managed 
by the senior partner, a strict disci- 
plinarian. The partners had a buy and 
sell agreement. At various times one 
or the other partner discussed bringing 
a younger assistant into the business. 
Three times they hired a promising 
young man, but each one left after a 
short period. 

With the sudden death of the senior 


partner friction developed. Each re- 
maining partner felt he should head 
the agency. The original senior partner 
had not delegated authority or named 
anyone to carry on in his absence. In 
two years so much friction developed, 
the buy and sell agreement was exer- 
cised. Each remaining partner, in ad- 
dition to one employe, opened his own 
agency. These men are not doing as 
well separately as they did together. 
But even after this experience, the 
men have done nothing to perpetuate 
their present agencies and their man- 
agement. 
. 7. o 

He suggested as one satisfactory ar- 
rangement, because it adequately com- 
pensates the salesmen as well as re- 
duces turnover of salesmen and ac- 
counts, is to give the salesmen drawing 
accounts justified by their past records 
plus a split commission on all their 
business. These men as a rule produce 
a minimum of $25,000. The accounts 
and any new business they secure be- 
come the business of the agency. New 


accounts are registered in the sales- 
man’s name and he gets full credit for 
all renewals and increases in these 
accounts. The agency splits the com- 
mission 50-50, and the salesman’s 
drawing accounts are deducted from 
the commissions earned, with the bal- 
ance being paid to the salesman. He 
is also given car and entertainment 
allowances. 

Say a salesman is assigned $50,000 
of premiums and assume he will pro- 
duce $25,000 of new business. (Direct 
writing insurers set quotas well above 
this figure.) On this basis, the sales- 
man would receive commission on 
$75,000 of business the first year. The 
average annual commission being 20%, 
there would be a gross commission in- 
come of $15,000. The company divides 
the commission on a 50-50 basis so 
that the salesman would receive $7,500 
the first year. On the same basis, with 
a $35,000 increase the second year, the 
commission would be $10,000 and the 
third year $12,500. The average sales- 
man or agent can properly serve from 
$100,000 to $150,000 of annual premi- 
ums. 

Some agencies give their good pro- 
ducers a bonus or share of the profits 


which is usually based on production, 
paid at the close of the business year. 
Agencies with profit sharing plans 
usually set aside a certain percentage 
of the new profit for department heads 
and producers. A small agency can use 
the bonus or profit sharing plan as 
well as a large agency. Many of them 
do. In some instances the profit shar- 
ing is used to purchase an interest in 
the agency. If, at the time of employ- 
ment, an opportunity to buy an inter- 
est in the agency is promised, usually 
a waiting period of from one to three 
years is recommended. A man might 
start out with a lot of enthusiasm, but 
lose interest when the novelty wears 
off. 

In selling partnerships to men who 
have helped build agencies, generally 
in such a sale the owner wants to keep 
controlling interest, but a definite 
agreement should be in writing, stating 
that the remaining partners have the 
first opportunity to buy the owner’s 
interest on his retirement or death and 
at a stipulated price. 

The owner of a large metropolitan 
agency had been dividing the net prof- 
its between two of his top employes. 
Since he was 60 years old, but very 
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active in the business, he realized that 
he would have to turn over some of 
his work to others. He increased the 
percentage of profit distribution which 
the top employes used to buy the agen- 
cy. Other plans have been devised to 
recognize top employes and make it 
possible for them to acquire agencies, 
in part or whole. 


There should not be more than a 
15 or 20 year age differential between 
owner and trainee. If there is, there 
may be too much of a paternalistic at- 
titude. 

Jealousy spoiled one training plan, 
Mr. Fergason said. The new salesman 
put more business on the books during 
the first six months than the owner 
did in the same period. The resulting 
increase in clerical work irritated some 
older office help to the point that they 
neglected the new man’s work and 
went out of their way to make life 
unpleasant for him. He soon quit the 
agency. 

Many agencies have been built up 
by one man who is a driver. He tells 
the new man that all he has to do is 
go out and knock on doors and he will 
get the business. This may or may not 
be true, depending on the reputation 
of the agency owner. But many agency 
owners fail to recognize that many new 
men coming into the insurance busi- 
ness for the first time are not as gen- 
erally experienced in business as their 
age may indicate because of college, 
military service, etc. They may need 
more time to develop business maturi- 
ty and capacity. 

. . e 


It is said that agents will train new 
men only to have them start in busi- 
ness for themselves and take their cus- 
tomers. This has no foundation in 
practice, Mr. Fergason declared. Spe- 
cial agents cannot take 10% of the 
business when they change companies. 
Direct writers lose salesmen as a re- 
sult of better opportunities and better 
territories being offered them by com- 


Propose Agents, Insurers Liaison On Relations 
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maintain and improve its pre-eminent 
position in insurance. 

Agents generally are agreed that 
they should be writing more business, 
he said—or a greater share of the to- 
tal business. On the other hand, their 
companies currently are losing mil- 
lions on the business agents are giving 
them. He suggested it might be well 
to consider ways and means of making 
money out of the business before writ- 
ing more of it. This problem is going 
to take great understanding of compa- 
nies and agents. Agents owe it to 
themselves and the business to bend 
every cooperative effort to solve it. 








petitors, but they are unable to take 
the business with them. 

Recheck of agencies sold during the 
past 15 years shows that the new 
owner rarely loses as much as 10% of 
the business due to the change in 
ownership. One agency has increased 
a $50,000 annual premium income to 
$225,000 in a three year period. If a 
salesman who is doing a good job is 
made to feel important and is ade- 
quately compensated for his services, 
he will not leave and start his own 
agency. 


If the new man develops to where a 
partnership interest is indicated, Mr. 
Fergason suggested that in taking the 
final step: 

“Have a definite plan for teaching 
him how you have built your agency 
and how you expect him to carry on. 
Be prepared to spend time with him 
discussing your customers and your 
plans for the future. Give him some 
accounts to work on. Help him; you 
will be helping yourself. Don’t be 
afraid he will steal your customers and 
open up his own agency. Treat him 
right and compensate him adequately 
and he will not leave.” 


It is the agents’ obligation to inform 
themselves of the need for and prop- 
riety of such adjustments as_ the 
change in term multiple and others 
which will continue to be made to pro- 
tect the solvency of the companies, he 
said. It is also the duty of the compa- 
nies to inform the agents of the need 
and propriety of adjustments. The 
agents also must inform insured. They 
should not adopt the unfortunate atti- 
tude of damning publicly the compa- 
nies for every unpleasant turn in the 
business, he declared. 


Whether mistakes have been made 
or who made them are not now issues. 
The situation calls for unity and co- 
hesion and the practical loyalty of 
agents to the business they serve. 

As to securing a larger share of the 
business, while there is no single an- 
swer, he emphasized that agency com- 
panies are not losing business. The 
question is how much of the expanded 
postwar market their agents should 
have obtained. Also, such deficiencies 
as exist on the agency side are not in- 
herent in the agency system but in the 
individual shortcomings of some of 
those who comprise it. 


The expense ratio of the agency 
system companies is, he stated, pre- 
cisely that of non-agency companies 
for all practical purposes. Also, NAIA 
members can outsell direct writer in- 
surance spectacularly. Consequently, 
the most serious mistake possible 
would be adoption of measures which 
would alter the agency system in the 
slightest. 

Agents can increase production if 
they make the effort, he declared. 
Customer service is the battle ground. 
and agents must have authority to 
render full and prompt service. The 
direct writer weakness here is known, 
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but, he added, agency companies could 

more generally grant agents authority 

for customer service if agents demon- 

strate their competency to exercise it. 
e e e 

In many ways NAIA has demon- 

strated its unique and potent position 


in the business. He cited as one ex- 
ample of its prestige that the Mon- 
roney Senate subcommittee on auto- 
mobile marketing sought out NAIA 
for advice and consultation in the 
matter of auto collision overcharges 
before taking any steps on its its own. 
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tors. He rides with the experienced 
man, watches, listens, and asks ques- 
tions. He is given reading material 
for night reading, and other material 
from the agency library. This period 
may last several weeks. Then he starts 
to deliver policies which might be 
mailed, or where delivery is routine. 
Gradually he takes over a few ac- 
counts for collection. 

Next step he is assigned dwelling 
renewals for delivery, to be worked 
for increases, or for customers for 
whom the agency does not have 
household goods. From here on, each 
month he is given additional work. 
After approximately six months, he 
becomes a full fledged solicitor. 

The agency now tries to evaluate 
him for attendance at company oper- 
ated schools. Some are not interested, 
or, for family reasons, cannot go. But 
a number of men have attended these 
schools. Experience shows they should 
have a good background of insurance 
experience before attending. The agen- 
cy pays the cost of attendance but 
takes a note for the cost, which is 
cancelled if the man stays with the 
agency two years. 


When a man is employed, he under- 
stands he is an employe—the business 
he develops is the property of the 
agency. Solicitors are paid a flat 
monthly allowance to operate their 
automobiles. They receive a _ salary 
which is compensation for doing work 
on business already on the books. Re- 
mainder of the compensation is a “bo- 
nus,” paid monthly, and consisting of 
commission on all new business writ- 
ten by the solicitor, payment on num- 
ber of collections, and payment on 
amount of collections made, In the 
first few months the solicitor is given 
a guarantee. Usually he is given six 
months to get his earnings up to the 
guarantee. There is free life insurance 
and hospitalization for all employes. 

Key to the success of the plan is 
supervised production, Mr. Maxwell 
said. This begins with the business 
already on the books. At renewal the 
solicitor will receive the policy with a 
slip to mark for business now with 
the agency, listed specifically by item. 
He is expected to report back on that 
transaction. The agency accumulates 
prospects through a list of all real es- 
tate transactions made in the counties 
it serves, a list of all new automobiles 
sold, expirations of automobiles with 
finance companies, new meter con- 
nections, and building permits. 

An office meeting is held at 8 a.m. 
five days a week. All producers at- 
tend. Prospects are called out by name 
and class and assigned to solicitors. 
Usually they ask for the assignments 
because they know the people or for 
other reasons. A 3x5 card is prepared 
on the prospect and a copy given to 
the solicitor. The sales manager, who 
supervises the accumulation of pros- 
pects and assignments, keeps up with 
the assignments. There is a 3x4 foot 
blackboard for each solicitor on which 
each prospect assigned to him is listed. 
It is not removed until the card is re- 
turned to the sales manager. These 
boards are checked about twice each 
week. All producers in the agency 


have a board, including the partners, 
who make their reports in the same 
manner as the solicitors. 

Contests with special prizes and 
awards for the production of special 
classes of insurance are part of the 
production program. A year ago in an 
accident insurance contest the winner 
was given two tickets to the Cotton 
Bowl football game in Dallas, plus ex- 
penses. 

Till 1950 the first floor of the agency 
was rented out. That year it became 
necessary to secure more space so 
the agency took over the first floor 
also. This was one of the finest moves 
the agency ever made, he said. There 
is a counter completely across the 
front of the downstairs section, with 
two people on duty to take care of the 
customers. In an average week they 
handle as many as 250 transactions 
at the counter. Many customers pay 
for their insurance here. 

The agency does not know how 
many new customers have been at- 
tracted by the first floor office, but it 
is about as busy as could be hoped, 
and it means a real saving in han- 
dling renewal business. 

How can the agency be sure of con- 
tinuation? Above all, he said, there 
should be no ownership in whole or in 
part which does not contribute to the 
production and _ serving of the 
business. An agency cannot attract 
and hold the type of employe which 
will lead to a strong and vigorous 
agency unless the employe feels there 
is an opportunity to become an owner, 
or at least an opportunity to share in 
the profits, without heavy withdrawals 
by persons who make no material 
contribution to the development of the 
business. 

There should be no stockholders in 
a corporate agency, he believes, who 
do not contribute in time and influ- 
ence in proportion to their stock own- 
ership. In partnerships there should 
be no ownership by widows, children, 
or other persons who make no mate- 
rial contribution to the development 
and servicing of the business. 

In the highly competitive field the 
agency business is today, imposition 
of non-productive ownership is a bur- 
den which few agencies can bear, he 
declared. Such practices are not con- 
templated in the medical and the legal 
professions, and there is no reason 
why they should be followed in the in- 
surance business. 


In a two man agency the partners 
agree that if one dies the widow of 
the other will be continued as a part- 
ner, drawing no salary, but partici- 
pating in the net profits after paying 
the proper salary to the surviving part- 
ner. On paper this looks good. But 
basically it is unsound. It burdens 
the surviving partner with the work of 
two men. 

Or, a man owns his agency and has 
two children, a son and daughter. The 
son comes into the agency and learns 
to operate the agency. But father con- 
tinues the business as a partnership 
between son and daughter, in order 
fairly to distribute his assets. This 
burdens the son with a millstone. 
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ships for classes 2A and 2C are justi- 
fied. But, he said, every time an agent 
is supplied with the actual experience 
results supporting the rate relation- 
ships, the previously raised objection 
is withdrawn. The following table 
shows the distribution of cars by clas- 
sification, the indieated differentials 
by class related to class 1A, and the 
differentials by class which are being 
reflected in current rate filings of Na- 
tional Bureau: 


Distribution 


of Differentials 
Classi- Number to Rate 
Territory fication of Cars Class Al 
Indicated Adopted 

1A 40% 1.00 1.00 
Rural 1B 36 1.02 1.00 
and 1C 4 1.41 1.45 
Small 2A 9 1.91 1,90 
Cities 2C 4 3.69 3.60 
3 7 1.43 1.50 

Total 100 
1A 34% 1.00 1.00 
1B 43 1.14 1.10 
Large 1c 3 1.53 1.45 
Cities 2A 7 2.04 1.90 
2C a 3.21 3.10 
3 9 1.49 1.50 

Total 100 


The indicated differentials are for 
hundreds of millions of dollars of ex- 
perience in policy years 1954-1955 
combined. The propriety of these rate 
relationships by classification is thus 
well supported. 

The increase from 20 to 30% in the 
discount for farmers in most states 
will offset to a considerable degree the 
effect of rate level increases which 
would otherwise raise the rates for 
farmers in line with the increase in 
rates for the comparable non-farmer 
classifications, he said. 

The advantages of the classification 
plan in competition and in strengthen- 
ing the market can be illustrated by a 
simple example for one important ru- 
ral territory: 


Basic Limits Ratio to 
BI & PDL Single Class 

Class Rate Rate 

1A $34 —19% 
1C 49 +17 
2A 64 +52 
2c 123 +193 
3 51 +21 
1AF 24 — 43 
2AF 45 +7 
2CF 85 +102 


Average for u 

Single Class Plan 42 

If there were only one private pas- 
senger classification for this territory, 
the average rate to be paid by all 
risks would be $42, but under the 
present classification plan the rate for 
class 1AF is only $24 and that for 
classes 1A and 1B is only $34. These 
are respectively 43% and 19% less 
than the average. Conversely, the 
rates for classes, 1C, 3, 2A, 2C, 2AF 
and 2CF are all higher than the aver- 


age rate of $42. These risks are now 
paying their own way and none of 
them is being subsidized by the less 
hazardous risks, which are 1AF, 1A or 
1B. As underwriters become convinced 
that the rate structure is established 
on a basis that is equally adequate for 
all of the classifications, the market 
becomes broadened for risks such as 
classes 2A and 2C where the business 
for many years was not accepted free- 
ly because of the knowledge that these 
classes were under-rated. 

. e e 

Mr. Cahill said he had the impres- 
sion that agents express more criti- 
cism about the relatively high rates 
for classes 2A and 2C than about any 
others. On the other hand, most in- 
sured under these classes with whom 
he has talked have been more con- 
cerned about the lack of a market for 
young driver risks than about the 
rate. The public knows that young 
male driver risks as a class are bad 
from the accident and loss producing 
standpoint. Under our current pro- 
gram, class 2A risks carry rates ap- 
proximately 190% of that for class 1A 
risks; class 2C risks carry rates that 
are 360% of class 1A in rural areas 
and 310% of class 1A in urban areas. 
Experience indicates these rate rela- 
tionships are none too high. Many 
specialty companies charge the bureau 
rate for 2C business, though for the 
other classes of risks their rates are 
lower, thus reflecting the effect of se- 
lective underwriting policy and lower 
expense costs. One specialty company 
rates its class 2C risks at almost 450% 
of the rate for its lowest rated classi- 
fication. In another specialty company 
the corresponding rate relationship is 
412% for class 2C risks. For class 2A 
risks, many specialty companies use a 
differential of more than 200% in 
terms of their lowest rated classifica- 
tion vs the differential of bureau’s 
190%. 

He noted that the actual loss and 
loss adjustment ratio of bureau com- 
panies was 77% for class 2AF and 93% 
for 2CF for policy years 1954-1955. 
Since the corresponding expected loss 
and loss adjustment ratio for automo- 
bile liability insurance was approxi- 
mately 60%, farmers class 2 business 
bureau companies are getting has not 
paid excessive rates. Since the period 
of this actual experience, the situation 
has been improved somewhat by the 
increases adopted in the differentials 
for classes 2A and 2C. 

Drivers under 25 have 1% times 
their proportionate share of accidents, 
Mr. Cahill pointed out, and this acci- 
dent involvement ratio would be even 
worse if the motor vehicle department 
data were available for male drivers 
only. Their accident frequency is high 
and many of their accidents very se- 


vere. As a class they need to pay rates 
90% higher than class 1A in the case 
of class 2A risks and up to 260% high- 
er than class 1A in the case of class 
2C risks. 

e . . 

Rate has become increasingly im- 
portant in the competitive mass mar- 
ket for automobile insurance. Almost 
everybody, wealthy or poor, knows of 
his need to have automobile liability 
insurance and there is great inclina- 
tion to buy on price. The average per- 
son finds it hard to understand why 
there is such a great difference in the 
price of quite comparable coverage 
between companies. Even some agents 
seem unable to understand why stock 
agency companies cannot meet the 
lower rates of the specialty companies 
and still pay going commission rates. 
Mr. Cahill said that essentially this is 
due to the fact that bureau companies 
cannot be so selective in underwriting 
and their expense costs, including 
commissions, are higher. The stock 
agency companies through their meth- 
od of operation afford a broad market 
to the insurance buying public and it 
would be a disservice if they tried to 
be equally selective in underwriting. 

He said he wished he could hold out 
hope that auto rates will not have to 
continue to go up in most states. How- 
ever, inflation has caused a steady in- 
crease in average claim costs for both 
bodily injury and property damage 
and the adverse effect on property 
damage has been compounded by 
ever-increasing repair costs resulting 
from car designs. There also has been 
an increase in claim frequency since 
the latter part of 1955. A combination 
of increased claim costs with higher 
claim frequency inevitably means 
higher and higher rates until acci- 
dents can be reduced or changes are 
effected in the gross operating cost of 
the companies. 


The underwriting loss seems to be 
even worse than it was a year ago, he 
noted. Nothing ahead indicates that 
further rate increases will not be nec- 
essary in virtually every state to put 
the auto liability business of the stock 
companies in the black. Specialty 
companies also have filed rate in- 
creases. But, though the bureau rate 
structure must go higher and higher 
unless some unforeseen development 
changes the cost picture, the competi- 
tive situation should not worsen 
markedly, he declared. The bureau 
classification plan has helped keep 
down rates for preferred classes which 
comprise more than 75% of the total. 
Without it, probably by now the spe- 
cialty companies would have an even 
greater share of the business than 
they have, while leaving the more 
hazardous risks for the stock agency 
companies to write. 
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New Farm Plan Is 
Being Readied For 
Eastern Territory 


A new farm form and rating plan, 
changes in the business interruption 
coverage for manufacturing risks, a 
suggested alteration in the debiting of 
sprinklered risks, and public relations 
needs and activities were discussed by 
E. Stuart Windsor of Baltimore, chair- 
man of the conference committee, in 
his report to Eastern Agents Confer- 
ence. J. R. Robinson, U. S. manager of 
Phoenix Assurance, is chairman of the 
company representatives on the con- 
ference group. 

Following extensive research and 
study by a subcommittee with a quali- 
fied technical assistants from among 
farm underwriters, plus tests of rating 
plans, review by field club rules and 
forms committees and discussion with 
some farm writing agents, the rating 
methods research committee of East- 
ern Underwriters Assn. has recom- 
mended a new farm property rule, 
rating plan and form. 

The principles upon which the rec- 
ommendation rests are that present 
base rate levels be readjusted to pro- 
duce: (a) higher rate level for poor or 
below average farms; (b) approxi- 
mately present rate levels for average 
farms, and (c) reduction of 25 to 30% 
in rate levels for better farms. This is 
on the assumption that present rate 
levels are adequate and that premium 
income from the entire class will be 
maintained at present levels in each 
state. 

The new form contemplates dwell- 
ing coverage at the protected or un- 
protected dwelling rate applicable (not 
a special farm dwelling rate), and it 
contains the same extensions found in 
standard dwelling form as to private 
structures, rental value, additional liv- 
ing expense, off premises contents, im- 
provements and betterments. 

Provision is made for covering ma- 
chinery, equipment, supplies, produce, 
livestock and poultry. 

Appropriate pro rata clauses are in- 
cluded as to produce, livestock, poultry 
and machinery. 

Specifically described machinery 
coverage includes theft and transpor- 
tation, plus automatic coverage for like 
property newly acquired to a limit of 
$5,000 for a 30 day period. 

Livestock theft and transportation 
coverage may be added by endorse- 
ment at an additional premium. 

An inspection report and diagram 
must accompany all farm daily reports, 
plus a copy of the rating plan, when 
used. 

The recommended rating plan in- 
cludes a single rate for small auxiliary 
farm outbuildings and separate rates 
for livestock, poultry, farm produce 
and machinery. 

On barns, outbuildings and silos, the 
rating plan includes credits from base 
rates for items dealing with construc- 
tion, occupancy, heating and lightning 
rods. 

Several amendments to the resump- 
tion of operations section of the U&O 
manufacturing form have been recom- 
mended by the rating methods re- 
search committee of EUA, Mr. Windsor 
explained. Business interruption forms 
now used in some states in EUA terri- 
tory contain the following: “It is a 
condition of this insurance that if the 
insured by making use of stock (raw, 
in process or finished) or other proper- 
ty at the location described herein or 


elsewhere could reduce the loss result- 
ing from interruption of business, such 
reduction shall be taken into account 
in arriving at the amount of loss here- 
under.” 

The recent recommendation adds the 
language, “and with respect to such 
use of finished stock, this policy covers 
any necessary extra expense that 
would be required to replace the fin- 
ished stock used by the insured to 
reduce the loss resulting from the in- 
terruption of business, not exceeding, 
however, the amount by which the 
loss hereunder is thereby reduced.” 

While agents believe this extra ex- 
pense for replacing finished stock is 
covered in the “expense to reduce loss” 
provision of the policy, the recom- 
mended change will clarify the intent 
of coverage under the policy, Mr. 
Windsor said. 


Agents also strongly recommended 
that the 30 day stock limitation apply- 
ing to raw stock and stock in process 
be removed from manufacturing U&O 
forms, to follow the precedent set by 
Factory Insurance Association. A time 
element committee of the industry has 
been studying this subject in an en- 
deavor to produce a new, more sim- 
plified form of U&O. The committee 
will meet again this fall, and Mr. 
Windsor hopes that their conclusions 
may then be announced. 

The rating methods research com- 
mittee gave special attention to sprin- 
klered risks based on the territorial 
experience for the class (EUA terri- 
tory has one-third of the countrywide 
total) and recommended that rates be 
immediately advanced to reflect vital 
recommendations on each risk where 
compliance was necessary to reduce 
loss possibility and to remove such 
additional charges from the schedule 
rate on the risk when insured com- 
plied, Mr. Windsor reported. 

A letter will be sent by the rating 
organization to owner-occupant with 
copy to agent or broker outlining the 
vital recommendation and pointing out 
that the increased rate will be with- 
drawn as the vital recommendation 
receives attention. 

Impairments in sprinkler protection 
(without prompt restoration of service) 
and communicating unsprinklered ad- 
dition without standard cut-off will be 
reflected by prompt rerating as un- 
sprinklered class until proper protec- 
tive measures have been established. 

The loss ratios on this class for the 
past five years have been 33, 45, 48, 
49, and 60. 


The program of multiple line public 
relations at the local level has shown 
considerable progress since the last 
conference meeting, Mr. Windsor said. 
The 27 local boards in the Connecticut 
association have appointed public rela- 
tions committees and field men have 
been assigned to cooperate with each. 
In Massachusetts 20 local boards have 
done this and the other six boards are 
organizing. Four local boards in Mary- 
land are organized and nine are com- 
pleting the plan. In New York state 
36 are organized and 21 are in process. 
In New Jersey 25 have PR committees. 
The Rhode Island association has com- 
pleted its organization. Pennsylvania 
is re-activating its local board PR pro- 
gram created on a test basis with EUA 
four years ago. 

It is significant that the several 
state associations are all in favor of 
the plan, but in some cases the delay 
has been occasioned by legislative and 
other activities. Seven of the 12 state 
associations with 100 local boards are 
under way with the program. 
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Work Teams Of NAIA Exhibit Activities 
And Planning In Committee Reports 


The reports of committees of Na- 
tional Assn. of Insurance Agents, put 
into the record at the annual conven- 
tion in Chicago, reflected a consider- 
able and a wide range of interest and 
effort. 

NAIA has reached an all time high 
in membership, an increase of approxi- 
mately 500 members for the year, Ken- 
neth H. Bair Jr. of Albuquerque, chair- 
man of the local board and member- 
ship committee, stated. Another high 
point of the year was the establish- 
ment of the Walter H. Bennett me- 
morial award for local boards present- 
ed by the New Orleans Exchange, and 
the preparation and distribution of a 
membership promotional booklet. 

Membership now exceeds 32,700, he 
said. Many states have contributed 
spectacularly to this record, notably 
Illinois, Kansas and Texas. The year 
also saw the reaffiliation of the St. 
Louis board. 

In the membership booklet, eight 
topics are discussed briefly, which 
show how membership has helped to 
protect the rights of agents and put 
money in their pockets. The booklet is 
available at eight cents to local boards 
and state associations. To date orders 
have been received for more than 
5,000. 

The disastrous underwriting results 
of 1956 were a definite barrier to re- 
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George A. Timm H. M. Fullingto 
Property Casualty 


visions and improvements in forms and 
coverages, George A. Timm of Keno- 
sha, Wis., reported as chairman of the 
property committee. Though the com- 
mittee was firm in its attempt to ob- 
tain these improvements, the compa- 
nies were just as firm in their oppo- 
sition to broadening contracts without 
rate relief. 

Perhaps two of the important de- 
velopments are the promise of a new 
dwelling package in the very near 
future, and the reduction in term dis- 
counts, he said. 

The committee, in its first meeting 
with Multi-Peril Insurance Confer- 
ence, submitted suggestions to be con- 
sidered in the drafting of a new dwell- 
ing package. Members of NAIA were 
asked suggestions, countrywide, and 
the response was gratifying. The rec- 
ommended changes for improvements 
to be contained in the new contract 
have been correlated and submitted 
to MPIC in time for the first meeting 
of its executive committee. 

This participation in the drafting of 
a new contract is an important step 
forward in the agents’ relationship 
with companies, Mr. Timm believes. 
Increased competition for dwelling 
business requires the most advanced 
and broadest contract to sell. Perhaps 
this is the time “we shall lead instead 
of follow,” he said. 

It was inescapable that at some time 
term discounts would get a true ap- 
praisal of their value, Mr. Timm said. 
Annual extension renewal plans, now 
extinct in many states, and the five 


year installment plans, had a deterring 
effect on the continuation of term con- 
tracts. It is likely the reduction in 
term discounts will have the same ef- 
fect. Unquestionably, rate relief was 
needed in many areas, he observed. 

When insurers experience more fa- 
vorable underwriting results, the com- 
mittee should be able to obtain im- 
provements in coverage it is seeking. 
In some places these improvements 
must be accomplished if a repetition 
of what took place in the automobile 
field is to be avoided, he declared. 
Agents need contracts at least as broad 
as those offered by competitive groups. 
Rates, of course, must reflect under- 
writing results, but the best sales force 
in the world cannot possibly succeed 
with an inferior product. 

The 1957 loss experience shows the 
desperate need of rate adjustments, 
but these should and must be made 
only in those lines or classes and in 
those areas where they are required, 
he emphasized. The theory of the many 
paying the losses of the few seems to 
have been discarded long since, at 
least to quite an extent, by many in- 
surance departments. Otherwise the so 
called specialty companies could not 
have invaded so _ successfully those 
lines of insurance that ordinarily pro- 
duce profitable underwriting results. 
Therefore, rate adjustments to be ac- 
ceptable and not competitively disad- 
vantageous must not be general but 
need to be as specific as possible. 

For sometime, he added, the com- 
mittee has asked the companies for 
contracts with formats that have mer- 
chandising appeal. But neither the 
commercial property nor the industrial 
property forms have it. Perhaps the 
new dwelling form will get such a 
format—every effort will be made by 
the committee to obtain one. Though 
the results of the meetings with the 
various bureaus during the past year 
were disappointing, there are good in- 
dications that progress will be made 
because business conditions demand 
the revisions and improvements the 
committee has been seeking, he de- 
clared. 

An atmosphere of genial and willing 
cooperation, understanding, and eager- 
ness to hear the agent’s views per- 
vaded the discussions at all three of 
the meetings during the year of the 
casualty committee and the rating 
committees of National Bureau of Cas- 
ualty Underwriters, Howard N. Full- 
ington of Wichita, chairman, reported. 
The casualty committee urged the 
companies to reconsider and improve 
upon the vital merchandising and pub- 
lic relations aspects of the business, 
especially in automobile. 

It is difficult for any agent to sell 
the quality and value of his services 
by himself, Mr. Fullington observed. 
The problem is much too acute for 
the companies to remain impassive. 
Therefore, the committee has empha- 
sized the compelling need of regaining 
the leadership the companies for many 
years enjoyed. 

The agent can offset virtually any 
competition when the difference is re- 
duced to price only. But, the problem 
is almost insurmountable for the agent 
when his compétitor’s products are not 
only cheaper but broader in coverage. 

Effective last May 1, the eligibility 
requirements of the family protection 
endorsement were broadened in New 
York to include specified individuals 
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insured under a hired car, non-owner- 
ship, garage, and commercial form as 
well as non-automobile owners. Simi- 
lar action can be expected throughout 
the country this fall, Mr. Fullington 
said. 

The first general revision of the 
family automobile policy lies ahead, he 
stated. At some time he expects a re- 
vision of the present requirements in- 
volving the 25% discount applicable to 
two or more class 1 automobiles. The 
companies are sympathetic toward the 
need of permitting discounts for class 
1 automobiles even though the second 
automobile may be rated as class 3. 

Further, in preserving the consist- 
ency of the manuals, the definition of 
private passenger automobile under 
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Harris Holland C. D. Friday 
Agency Rural and 
Management Small Lines 


the family automobile policy has been 
expanded to reflect the established 
definition applicable to standard au- 
tomobile policies. In so doing, farm 
pick-up trucks are now eligible for 
coverage under the family auto policy. 

The companies are working to elim- 
inate some of the duplication as well 
as the differences in the comparative 
areas of the garage liability and garage 
keeper’s legal liability policies, he said. 

Many general casualty items could 
not be acted upon because of a lack 
of sufficient loss experience. Some 
problems requiring the accumulation 
of more experience concern the devis- 
ing of a proper method of handling the 
coverage granted under the broad form 
property damage endorsement now 
available for attachment to a general 
liability policy and the method of rat- 
ing motels and their swimming pools. 

In burglary a number of important 
and desirable changes have been ef- 
fected during the year. National Bu- 
reau currently is considering proposals 
for revision of the coinsurance feature 


and the institution of a reporting form 
with respect to mercantile open stock 
burglary. Action is expected soon in 
amending the basic policy to include 
coverage for “forcible exit” at no ad- 
ditional premium. As to the mercantile 
open stock theft policy, the optional 
deductible feature so strongly urged 
by the committee was rejected as un- 
sound by the bureau. On the other 
hand, at the urging of the committee, 
serious consideration is being given to 
making available under this theft form, 
coverage while the premises are closed 
for business. If it were not so difficult 
to devise language to cover this situa- 
tion, the additional protection would 
have been made available long ago. 


Clarence D. Friday of Osceola, Ia., 
chairman of the rural and small lines 
agents committee, said the excessive 
cost of automobile insurance for the 
family with a driver under 25 and for 
the farm operator is a very pressing 
problem. The prohibitive rates force 
the business into companies with cap- 
tive agents. With the break-through in 
this one line, farm buildings and per- 
sonal property lines will be much more 
vulnerable to that type of company. 
The committee also is concerned with 
the problem of the automobile manu- 
facturers placing in the hands of the 
general public such powerful and 
unnecessarily luxurious automobiles 
which create excessive costs for re- 
pairs and, in turn, high insurance 
rates. 

The fidelity and surety committee, 
Frederic L. Burns of Manchester, N.H., 
chairman, said, attempted to produce 
an effective program. But Surety Assn. 
of America’s concern with the Virginia 
rate case necessitated a postponement 
of such meetings for the time being. 
However, the Virginia case is in its 
final stages, so that further action with 
respect to these meetings can be re- 
sumed soon. 

The investigation by the Virginia 
corporation commission into the fidel- 
ity and surety rate structure has been 
going on for some time. Following sub- 
mission of its direct testimony by 
Surety Assn. on various classes of 
bonds and rates, a cross examination 
of that testimony was conducted by 
counsel for the corporation commission 
last June 24. During this session, com- 
mission counsel introduced into the 
case several additional exhibits which 


were then analyzed by Surety Assn. 

A further session of the rate hearing 
was scheduled for Sept. 9 at Richmond, 
Mr. Burns said, at which Surety Assn. 
was to submit a brief analyzing the 
recently introduced commission’s ad- 
ditional testimony, as well as a brief 
analyzing all testimony submitted dur- 
ing the entire Virginia rate hearing of 
several years’ duration. 

The final steps will be for the com- 
mission to review the testimony and 
exhibits of its counsel and those of 
Surety Assn., and then to give its 
findings and recommendations. It is 


anticipated that this climax of the 
prolonged rate case will occur in the 
near future. What the final verdict 
will be, and its impact upon the fi- 
delity-surety business, still is difficult 
to assess, Mr. Burns said. 

. + . 

Joel L. Harrison of Kearny, N.J., 
chairman of the accident prevention 
committee, said he assisted President 
Eisenhower’s committee on _ traffic 
safety in setting up a program to make 
the new $40 billion highway program 
the safest road network in the world. 
NAIA made a substantial financial 
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contribution to the work of this com- 
mittee. 

Never has there been such an out- 
pouring of state legislation to curb 
traffic accidents. He complimented 
Connecticut, California and New Jer- 
sey for outstanding jobs, California has 
just passed legislation banning use 
of any article, placed either on the 
dashboard or hanging from the rear- 
view mirror of an automobile. 

Connecticut recently passed legisla- 
tion granting a temporary license until 
a driver becomes 25. This already has 
curbed teen-age careless driving. New 
Jersey has a nationally known point 
system under which 40 to 100 licenses 
are revoked each week. The names of 
the revokees (12 points) are published 
in newspapers. Many other states have 
been trying to get similar legislation. 

Mr. Harrison believes that the back- 
ing of a uniform vehicle code, elimi- 
nating compulsory insurance and sup- 
porting financial responsibility are of 
utmost importance to NAIA and de- 
serve the support of every member. 

The Florida association has done an 
outstanding job during the year in 
accident prevention work, he said. 

The committee has encouraged 
widening the scope of driver education, 
and many secondary schools through- 
out the country have added driver 
education to their curriculum. 

He suggested for future considera- 
tion establishment of a separate in- 
dustrial accident prevention commit- 
tee, since much work needs to be 
done in this field. 

The new automobile textbook has 
been completed and is ready for gen- 
eral sale to members, J. Norvell Trice 
of Richmond said in his report as 
chairman of the education committee. 

The book will serve as a model for 
the future revision of other courses 
forming a part of the educational pro- 
gram. The automobile division of Na- 
tional Bureau and National Automo- 
bile Underwriters Assn. have critical- 
ly revised the text. Pains have been 
taken to construct the handbook in 
the most logical sequence. The con- 
tents, covering coverage, sales and un- 
derwriting features; rating; state laws, 
a miscellany of practice questions and 
problems, and an appendix and sug- 
gested readings, have been treated 
with thoroughness, clarity, and logic, 
Mr. Trice said. For example, the ex- 
clusions under each policy and en- 
dorsements are not only explained in 
simple language but where necessary 
the logic behind the exclusion is 
brought out. Coverages under each 
form have been delineated and inter- 
preted so the reader will appreciate 
its purpose, value and application. The 
sales and underwriting features of 
each policy and endorsement are dis- 
cussed for the agent. Important con- 
siderations and sales features of each 
coverage is developed. For instance, 
liability coverages may be purchased 
by eligible insured with deductibles. 

. . 

The state laws section deals with 
financial responsibility laws and com- 
pulsory plans and shows the state by 
state requirements of each. These 
charts, and those used for illustrative 
purposes in the section on assigned 
risk plans, were provided by Assn. of 
Casualty & Surety Companies. The 
function and competitive value of ex- 
perience and retrospective rating plans 
are defined. 

Previously, all NAIA _ standard 
courses contained a detailed and com- 
prehensive group discussion outline. 
Often this comprised more pages than 
the text material. This outline has 
been eliminated and replaced with 


much more context. Textbook pages 
are double columned to increase read- 
ing speed and comprehension and cut 
printing costs 33144%. The price is the 
same as for the old textbook. 

Mr. Trice called attention to the 
new plan of keeping all courses current 
by publishing changes in American 
Agency Bulletin. This cuts in half the 
cost of revising the textbooks, since 
reprints of the Bulletin pages will 
serve as the actual textbook supple- 
ments. 


The fire safety program this year 
has had more impetus nationally than 
in any previous year, Simpson Stoner 
of Greencastle, Ind., chairman of the 
fire safety and civil defense committee, 
said. Several new films have been 
made available. One film was produced 
by the Jacksonville, Fla., board, “Fred- 
die the Firebug,” and two films are 
from Walt Disney Productions. These 
films have been distributed widely. 
Several states have held contests in 
the schools, and some states, particu- 
larly California, are active in promot- 
ing contests among volunteer firemen. 

Harris Holland of Columbus, Miss., 
chairman of the agency management 
committee, reported that 100,000 of the 
customer account file portfolios, which 
form a part of the agency management 
kit, have been sold this year. This cer- 
tainly is evidence of its acceptance 
and effectiveness. 

Some of the committee’s projects 
will have to be carried over, he noted. 
One is the development of the agency 
cost survey for the practical use of 
agencies. This is a continuation of the 
study launched in the spring of 1956. 
Due to the vast and continuing char- 
acter of this subject, further research 
is planned for the future. 

Another is insurance agency man- 
agement, methods, and procedure. This 
subcommittee, once again, represents 
the continuation of the 1956 systems 
study made in conjunction with the 
National Records Management Council. 
Many areas in this highly important 
segment of agency management are 
still in need of thorough study. 

Although little has been done on the 
collections problem by the committee, 
it should very definitely be carried 
over into the future with the hope that 
it will some day be in a position to 
recommend a model collection plan for 
the purpose of serving as a guide to 
agents everywhere. 


Among short range projects are 
agency location—urban vs suburban 
and physical planning, layout and 
equipment etc. The purpose of this 
subcommittee is to study the factors 
an agency, old or new, should con- 
sider before selecting a location for 
its office. The committee feels this is 
only one aspect of a much more am- 
bitious project relating to all factors 
entering into the success of an agency 
and its operations. Determination of 
the best means of accomplishing this 
objective should be seriously consid- 
ered at the outset by any succeeding 
committee. 

The committee suggested a model 
insurance agency layout at the 1958 
convention. 

The metropolitan and large lines 
agents committee, headed by Philip 
Bronson of Seattle, reported that it 
has been functioning throughout the 
year in its standby capacity. 





H. J. Kerchum and Security Bank 
of Rich Hills, Mo., have sold their 
stock interests in the Rich Hill agency 
to George W. Flexenhar, who has had 
a half interest and has been manager 
of the agency since 1952. 
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Roof Collapse After 
Contractor Left Job 
Held Covered in Pa. 


While insured was demolishing a 
theatre building, debris fell on the 
roof of an adjoining building. Some 
months later, after the contractor had 
completed his operations and left the 
job site, the ceiling of a fur vault in 
the adjoining building collapsed, due 
to the debris. The federal court for 
the eastern district of Pennsylvania 
held that the damage was caused by 
an accident under the terms of the 
comprehensive general liability policy 
issued by Liberty Mutual. Damages 
and costs amounted to $29,882. 9 CCH 
(Fire & Casualty) 237. 

The facts, stipulated, were that in 
January, 1953, Robert Hawthorne, Inc., 
contracted to demolish the Colonial 
theatre building in Philadelphia. His 
liability policy contained rider No. 21 
which excluded damage from acci- 
dents which did not occur during the 
course of the operations. The adjoin- 
ing building was owned by the Stump- 
figs and occupied by Germantown 
Fur. 

The contractor placed planks on the 
roof of the adjoining building to catch 
debris. During the demolition, the ad- 
joining roof was covered by debris, 
including some areas not protected by 
planks. However, the debris caused no 
damage to the exterior of the roof. 

The contractor removed the debris 
from time to time prior to completion 
of the demolition work March 21, and 
the debris was completely removed 
by May 15. About July 6 the ceiling 
of the fur vault collapsed “due to the 
falling of the debris upon the roof 
during the demolition work.” The 
owners of the building and the fur 
company sued. Liberty Mutual re- 
fused to defend, admitting responsi- 
bility only for any damage to the ex- 
terior roof surface which occurred 
while the contractor was demolishing 
the theatre building, but not for the 








falling of the ceiling of the fur vault 
and other interior damage, including 
damage to fur coats, which occurred 
after the contractor had left the job. 

The contractor settled the suits and 
sued Liberty Mutual. 

The court held that the falling of 
the debris on the roof and the planks 
in the quantity, over the area, and 
with the force involved in this case 
was an “accident” within the meaning 
of that word as construed by Penn- 
sylvania cases. The court said that 
the Pennsylvania supreme court had 
stated that “that which distinguishes 
an accident from other events is the 
element of being unforeseen; an acci- 
dent is an occurrence which proceeds 
from an unknown cause, or which is 
an unusual effect of a known cause, 
unexpected and unforeseen.” 

The federal court commented that 
tht placing of planks on the adjoining 
roof indicated the contractor antici- 
pated the fall of debris near the wall 
of the building being demolished. 
However, the fact that these planks 
were laid flat on the roof without 
support from front and rear walls of 
tht building, that the debris fell on 
the roof beyond the area covered by 
the planks, and that the debris had to 
be removed from the roof from time 
to time showed that unexpected and 
unforeeseen consequences were in- 
volved. The U. S. court also said 
Pennsylvania cases make clear that 
the accident need not be the sole 
cause of, nor need it occur contem- 
poraneously with, the destruction of 
property. 

As to the exclusion contained in 
rider 21, in spite of the fact that oper- 
ations had been completed, there was 
an accident and this did cause the 
damage. There was also exclusion No. 
19 of property damage liability arising 
from certain collapse hazards, includ- 
ing injury to property arising directly 
or indirectly from structural injury to 
any building or structures due to de- 
molition of a building or structure ex- 
cept while such operations are being 
performed for named insured by in- 
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dependent contractors. But the court 
held that the damage involved in this 
case did not arise directly or indirectly 
from structural damage to any build- 
ing or structure. The damages in this 
case did not require extensive altera- 
tions which materially affected the 


basic structure of building, its char- 
acteristic appearance, or the use that 
could be made of it, and were capable 
of repair with no structural injury. 
Nathan I. Miller of Philadelphia ap- 
peared for the contractor and J. B. H. 
Carter of Philadelphia for the insurer. 
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H t isn’t all muscle! \ 
' The consistent record of 
progress of The Kansas City 
‘reflects many things, such 
as sound management, ‘ 
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Examples of the hundreds of applications for 
Apeco Auto-Stat copying in the insurance field 








"I’m leaving now...I'll take a copy 
with me.”’ Quicker than you can put 
on your hat and coat, the Dial-A- 
Matic copy is ready. There is no wait- 
ing or fuss. 








""Let’s see the last application on file.” 
Eliminate loss of file copies. Fill re- 
quests for copies with low-cost, photo- 
exact copies made easily on the Dial- 
A-Matic. 


Copy All Insurance 
with the New 





“Send a copy of this policy to the 
Atlanta office.”’ It’s fast and simple to 
get extra copies for any of your field 
representatives and branch offices 
with this new copymaker. 





“The Medical Department wants a copy 
of these applications.” All papers, 
even if including notations in ink or 
colored pencil, can be copied instantly 
on the Dial-A-Matic. And the origi- 
nal never has to leave the office. 


"Send a copy of this report to our at- 
torney.’’ With the Dial-A- Matic 
that’s all there is to making a copy of 
an important document in seconds. 
If it’s a confidential document, mak- 
ing a Dial-A-Matic copy is so simple 
that you can do it yourself. 


"We'll need extra copies for the meet- 
ing.”” Now everyone at a meeting can 
have copies of important material. If 
necessary, additional copies can be 
made right in the meeting room 
without disturbing anyone. 
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e Papers Instantly... 
w All-Purpose Copy Maker! 


Instantly copies policies, reports, applications, 
statements, releases, schedules, affidavits, . 
estimates, checks, letters, contracts 


Copies anything written, printed, typed, drawn or photographed 
Insurance companies throughout the United States have accepted 
Apeco Auto-Stat as standard equipment to handle their many ap- 
plications for copying. It makes exact photo copies of anything in 
seconds. With the new all-electric Apeco Dial-A-Matic Auto-Stat 
you can get clear, bright, sharp black on white copies and it’s so 
easy. The magic touch dial control assures a perfect copy every time. 
Styled in polished, gleaming, stainless steel—the Apeco Auto-Stat 
is handsome, light weight, and compact. It copies any original up 
to 15” wide—any length on opaque or transparent paper—printed 
on one or both sides. It offers hundreds of time and money saving 
uses for every insurance company and is priced well within the 
smallest budget. 








Just Plug It In... 
Anywhere! 
Copy Anything! 

















EASY TO OPERATE 
The dial is the secret of the world’s easiest copying 


ANYONE CAN MAKE COPIES 
Dial-A-Matic operation is a triumph of simplicity. 


oe method. Just turn the dial to the type of original The original to be copied and Apeco paper are put 
eld being copied and the Dial-A-Matic is adjusted to into the copying unit. Just two simple steps and you 
weg produce a perfect copy every time. zip the copies apart... that’s all there is to it! 


Manufactured and distributed by 
AMERICAN PHOTOCOPY EQUIPMENT COMPANY 
1996 West Peterson Avenue, Chicago 26, Illinois 
Branches or sales offices in all principal cities 





ApEco Vii af 
DIAL-a-maric’? A Tale: tat 


Send for NEW FREE BOOK and 


special report for Insurance Companies 


AMERICAN PHOTOCOPY EQUIPMENT CO. 
1996 West Peterson Ave., Chicago 26, Illinois 





Rush me without obligation your new free book on the all-electric Apeco 
Dial-A-Matic Auto-Stat plus the special report on how Insurance Com- 
panies can use Apeco Auto-Stat copying. 


Find out how you can save time and 
money with the revolutionary all- 
electric Apeco Dial-A-Matic Auto- 
Stat. Now ready...a new special 


| 

| 

| 

| 

| 

lc 
report—the results of a thorough | 

| 
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| 

| 

| 

| 

















study of Insurance Companies’ copy- Address 

ing requirements. It is packed with 

facts and specific applications that City. ___Zone State 
wi'l increase the efficiency of your 

operation. Mail coupon today for Individual. Title 








your report plus new book explain- 
ing Apeco Auto-Stat copying in com- 
plete detail 


In Canada: Apeco of Canada Ltd., 134 Park Lawn Rd., Toronto, Ont. 
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| 

tad 7 | 
| 

| 

| 

| 

| 

In Mexico: Apeco de Mexico, S. A., Mexico City | 
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RETROSPECTIVE PENALTY 
PREMIUM INDEMNITY 


We have the experience and the 
facilities to handle your retro- 


spective penalty problems. 


Why not give us the opportunity 


to show you. 


REINSURANCE 


TREATY * FACULTATIVE 


SURPLUS LINES 


ALL FORMS 


EXCESS COVERS 


LESLIE H. COOK 


INC. 
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CHICAGO 4, ILL. 
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Cenvention Dates Pe 





Sept. 15-18, Idaho Assr of Insurance Agents, 
annual, Sun Valley. 

Sept. 16, Vermont Assn. of Insurance Agents, 
annual, Lake Morey inn, Fairlee. 

Sept. 16-17, Minnesota Assn. of Mutual Insur- 
ance Agents, annual, St. Paul hotel, St. Paul. 

Sept. 16-18, Michigan Assn. of Insurance 
Agents, annual, Grand hotel, Mackinac Island. 

Sept. 17-20, Mutual Loss Research Bureau, an- 
nual, Edgewater Beach hotel, Chicago. 

Sept. 18-19, New Hampshire Assn. of Insur- 
ance, annual, Wentworth-by-the-Sea hotel, 
New Castle. 

Sept. 18-20, Washington Assn. of Insurance 
Agents, annual, Olympic hotel, Seattle. 


Sept. 19-20, Nebraska Assn. of Insurance 
Agents, annual, Sheraton-Fontenelle hotel, 
Omaha. 


Sept. 20, Delaware Assn. of Insurance Agents, 
annual, Rehoboth Country elub, Rehoboth 

Sept. 22-24, Nevada Assn. of Insurance Agents, 
annual, Sahara hotel, Las Vegas. 

Sept. 22-24, Oregon Assn. of Insurance Agents, 
annual, Eugene hotel, Eugene. 

Sept. 23-24, South Dakota Assn. of Mutual In- 
surance Agents, annual, Sioux Falls. 

Sept. 24-25, South Carolina Assn. of Insurance 
Agents, annual, Bon Air hotel, Augusta, Ga. 
Sept. 26-27, Oklahoma Assn. of Mutual Insur- 
ance Agents, annual, Skirvin hotel, Oklahoma 

City. 

Sept. 29-Oct. 1, Pennsylvania Assn. of Insur- 
ance Agents, annual, Pocono Manor inn, 
Mount Pocono. 


Oct. 1-3, Society of Chartered Property & Cas- 
ualty Underwriters, annual, Waldorf-Astoria 
hotel, New York City. 

Oct. 3-4, Mountain States Assn. of Mutual In- 
surance Agents, annual, Denver. 

Oct. 3-5, New Mexico Insurors, annual, Hilton 
hotel, Albuquerque. 


Oct. 6-9, National Assn. of Casualty & Surety 
Agents, annual, Greenbrier hotel, White Sul- 
phur Springs. 

Oct. 6-9, National Assn. of Casualty & Surety 
Executives, annual, Greenbrier hotel, White 
Sulphur Springs. 

Oct. 13-16, National 
ance Agents, 
cago. 

Oct. 14-15, Arizona Assn. of Insurance Agents, 
annual, Westward hotel. Phoenix. 

Oct. 15, Louisiana Assn. of Insurance Agents, 
midyear, Bently hotel, Alexandria. 

Oct. 16-18, National Assn. of Independent In- 
surers, annual, Edgewater hotel, Chicago. 
Oct. 17, Inter-Regional Insurance Conference, 

annual, Plaza hotel, New York City 

Oct. 17-18, Pacific Fire Rating Bureau, annual, 
Camelback Inn, Phoenix. 


Assn. of 
annual, 


Mutual Insur- 
Sherman hotel, Chi- 


Oct. 19-23, Western Underwriters Assn., an- 
nual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 


Oct. 20-22, Kansas Assn.’ of Ingurance Agents, 
annual, Baker hotel, Hutchinson. 

Oct. 20-22, Maryland Assn. of Insurance 
Agents, annual, Lord Baltimore hotel, Bal- 
timore. i 

Oct. 20-23, National Assn. of, Mutual Insur- 


ance Companies, annual, Jung hotel, New 
Orleans. 
Oct. 21-22, Insurors of Tennessee, annual, 
Chattanooga, Read House. 
Oct. 21-22, Insurors of Tennessee, annual, 


Chattanooga, Read House. 


Oct. 21-23, Individual A&S Insurance Forum of 
Health Insurance Assn. of America, Biltmore 
hotel, New York. 


YOUR CLIENT - | 


relies on YOU for 


protection and counsel 





client’s insurance is 
based on a factual, 
provable appraisal by 
an experienced, 


reliable firm. 


THE 


LLOYD-THO 
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4411 Ravenswood Avenue, Chicago 40, Ill. 
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PAUL TEMPLE 
AND ASSOCIATES 


INSURANCE ANALYSTS 


Purchase, Re-Insurance 

and/or Merger of Life, Fire and 
Casualty Insurance Company’s 
negotiated in confidence through 


the facilities of this 30 year 
old organization. 


1927-16 
PAUL TEMPLE AND ASSOCIATES 
6355 NORTH CLARK STREET 
CHICAGO 26, ILL. 
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COMMENTS 


TRENDS 


OBSERVATIONS 





LANDIS TELLS HOW 





Law Impinges On ‘Insurance Agency’ 
Importantly And In Particular Ways 


PARTI 


M. L. Landis, counsel of Central 
Mutual, in his discussion at the Bi- 
ennial Insurance 
Seminar in Dallas, 
sought to enhance 
for producers ap- 
preciation of and 
orientation in the 
law as it impinges 
heavily upon in- 
surance agency. 

He emphasized 
that general doc- 
trines of agency 
law are no guide 
for an insurance 
agency, and he 
warned the producer to consult a law- 
yer instead of trying to be his own. 
Also, preventive law is far more eco- 
nomical than remedial law and is the 
modern trend among intelligent per- 
sons. 


Since agents and brokers are essen- 
tial middlemen in the production of 
insurance, the law applicable to their 
conduct is extremely important, he 
said. They occupy unique positions. 
The agent is generally the representa- 
tive of one party to the insurance con- 
tract at the same time that he may be 
the confidant of the other party to the 
contract. When disputes arise which 
involve their actions, it is the law that 
determines the duties, rights, and lia- 
bilities of insurer and insured. 

* . se 

Some observations made a few years 
ago by Judge Hutchinson of Houston 
seem particularly significant, he said. 
In a talk before the insurance section 
of American Bar Assn., he emphasized 
that the insurer seeks generalization, 
the placing and adjusting of risks upon 
the basis of a written contract, while 
the effort of insured has been particu- 
larization. What insured wants and 
struggles incessantly for is to have the 
jury, playing chancellor but without 
either the chancellor’s intuitive equip- 
ment or his obligation to justify his 
action, apply to each case the popular 
notion that insurance is written to 
insure. 


“The tendency of human nature,” 
Judge Hutchinson said, “to expect to 
receive tangible returns for money it 
pays out on a contract, conflicting with 
the disturbing fact that in property 
insurance you must lose your proper- 
ty, and in life, health and accident 
insurance, your life, health or limb to 
get your insurance, puts human na- 
ture at times to the hardest kind of 
test.” 

Apparently, Mr. Landis commented, 
even Judge Hutchinson has not yet 
learned that one of the primary pur- 
poses of insurance is to produce cer- 
tainty and that the payment of losses 
is only an incident applying to a very 
limited number of all those who pur- 
chase insurance contracts. If he did 
recognize this principle, he was cer- 


M. L. Landis 


tainly not giving any segment of the 
buying public credit for recognizing it. 

The judge also stressed as a main 
source of difficulty in insurance con- 
tracts the difference between the at- 
mosphere in which the policy is issued 
and that in which losses are settled. 
The atmosphere in which the contract 
is written is the atmosphere of selling, 
roseate with promises, express or im- 
plied, he said. In such an atmosphere, 
no insured is likely to read, much less 
understand, the meaning of many war- 
ranties and provisions his policy con- 
tains. 

i . . 

If this appraisal of the atmosphere 
is sound, and if reliance can be placed 
upon more creativeness in the case law, 
what efforts can or should be made to 
change or improve the atmosphere and 
to encourage more creativeness in ju- 
dicial decisions, Mr. Landis asked. It 
seems that the more independent the 
agent, the less he contributes to im- 
provement of the atmosphere and the 
more the insurer must, in the interest 
of self preservation, defend itself 
against the encroachments of haughty 
independence and disregard for the 
law by which the agency relationship 
is supposed to be governed. Without 
benefit of litigation agents certainly 
could promptly review their concepts 
as to the main purpose for. which in- 
surance is provided and by proper 
techniques, prepare the minds of those 
who “consume” the service to do so 
with understanding. 

Perhaps the time has arrived when 
the legal status of the middleman 
needs some legal overhauling, Mr. Lan- 
dis suggested. If the primary obliga- 
tion of an agent is felt by him to be 
to his customer, rather than to his 
principal, then he should apply for and 


Hartford Fire Wins 
Exhibit Award At 
Cal. State Fair 


Hartford Fire’s 100th anniversary 
exhibit at the California State Fair 
& Exposition has been awarded first 
prize in the business and professional 
division. 

The award climaxed a series of spe- 
cial honors and activites marking 
Hartford Fire’s 100 years of business 
operation in California. Earlier this 
year, President James C. Hullett re- 
ceived a scroll from the San Fran- 
cisco Chamber of Commerce. On the 
opening day of the fair, William H. 
Rusher, assistant manager of. the Pa- 
cific department, received on behalf 
of the company a 100-year scroll and 
medal from Gov. Knight of California. 

It was just 100 years ago that the 
company appointed its first agent in 
California, which then, in 1857, had 
been a state only seven years. Several 
years later the company established 
its Pacific depatment, which presently 
has 2,300 agents. 















































“OH-HE'S BEEN LIKE THAT’ FOR DAYS — HE 
HASN'T GOTTEN A LIFE COMPANY YET.” 





be licensed as a broker and not as an 
agent. In large metropolitan areas, 
this is the case. It remains only for 
the less populated communities to fol- 
low the pattern, 

The variety of and the minimum 
standards under which agents are li- 
censed in the several states would 
indicate a substantial field for inves- 
tigation as to the nature of the public 


‘interest in this aspect of the business, 


Mr. Landis continued. 

He observed that statutes relating 
to insurance agents are intended as 
safeguards to the public, are highly 
regulatory and often penal. In some 
states, partnerships and corporations, 
as well as individuals, may be licensed 
as insurance agents. Certain states 
require that the fact of partnership 
be certified to the state regulatory au- 
thority (Pennsylvania). The corporate 
device cannot be used to limit the lia- 
bility of the individual incorporators 
as to their trusteeship of premiums 
collected for companies represented. 
Also, individual incorporators must be 
personally licensed. The corporation as 
such cannot function as an agent. 

The agent’s authority generally is 
fixed by contract, between insurer and 
agent and not between insurer and 
insured. Cancellation of an agent’s li- 
cense by the company is not construc- 
tive notice to the general public of 


the termination of his authority unless 
by specific statute such is made the 
case. Mr. Landis knows of no state 
which has such a statute in force. 

An insurer is bound by the acts of 
an agent within the scope of the pow- 
ers which it holds the agent out as 
possessing, rather than only those acts 
within his actual authority. Ratifica- 
tion by the insurer of unauthorized 
acts can lead to the extension of the 
apparent power. 

To be effective against insured, any 
limitations of the agent’s power must 
be made known to the applicant for 
insurance. The devices by which this 
is or could be done are vague and un- 
certain, Mr. Landis said. 

The contract of insurer with agent 
determines the kind of agent he is. 
Under the common law, he observed, 
the three most common types of agents 
are general, soliciting, and special, It 
is questionable whether any improve- 
ment on the common law is made by 
those statutes (North Carolina) which 
attempt to define the kinds of agency 
more specifically. 

If the agent has power to bind the 
insurer, issue policies on his own ini- 
tiative, or accept risks, he is a gen- 
eral agent, Mr. Landis observed. The 
term local agent, in and of itself, 
means nothing except as to territory 
or place of agency activity. Appoint- 
ment of an agent for a _ particu- 
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lar territory does not affect his ap- 
parent authority. Generally, an agent 
authorized to take a risk in one place 
raises the presumption he has author- 
ity to take a risk anywhere. Accept- 
ance of business beyond the territory 
defined in the agent’s contract is a 
type of ratification of an unauthorized 


act. 
In connection with this principle, 
Mr. Landis said, non-residence in a 


state seems to put a purchaser on no- 
tice to inquire into the extent of the 
agent’s authority. Resident agents’ li- 
censing laws appear to be commonly 


known within the business but does 
he general public know? A company 
might incur difficulty if it did 
not police its agents under the re- 
quirements of resident agency coun- 
tersignature laws, he said. 

The definition of a soliciting agent 
is one who takes applications, for- 
wards them to the insurer, collects 
premiums, and delivers policies—coun- 
tersigning such policies prior to de- 
livery does not change his legal sta- 
tus to something more, he usually has 
no power to bind the insurer. 

Mr. Landis asks: Where an agent 


has supplies with which to issue com- 
mon types of insurance, say fire and 
automobile, is his status different as to 
inland marine coverages for which he 
takes the application only? 

If the appointment of an agent is 
such that his authority requires judg- 
ment, skill and discretion and no pow- 
er of substitution is given, the agent 
must act in person and the insurer is 
not bound by acts of a sub-agent. But 
insurer is bound by the acts of an 
agent’s employe, particularly those 
acts of an incidental or clerical nature. 
Services not of a personal nature may 
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If you’re not among the agents and agency 
owners who are getting the big money being 
earned—now is the time to do something about it. 


The Combined Group of Companies offer you an 
outstanding program that’s geared to produce 
profitable volume business for you—right off the 


Combined Group of Companies 
W. CLEMENT STONE, PRESIDENT 


Combined Insurance Company of America, Chicago; 


Combined Ametican Insurance Company, Dallas; 


Hearthstone insurance Company of Massachusetts, Boston; 


First National Casualty Company, Wisconsin 





bat! The Combined program gives you more 
to sell... better ways to sell...a combination 
of accident, health, and hospitalization plans 
you'll be proud to sell! 


So why continue to pass up the big money? 
Find out how Combined, the ‘world’s second 
largest exclusive accident and health stock 
company can help you to immediate and con- 
tinuing success. Mail the coupon below—now 
for the Combined story. You'll be glad you did. 


= a om om @® @® @® 6 6 6 6 6 6 6 6 6 6 6 6 oe ee 


Combined Insurance Co. of America, Dept. 110 
5316 Sheridan Road, Chicago 40, Illinois 


MAIL 
THIS 


Gentlemen: Please rush details on what the 
Combined program can do for me. 











COUPON Nore 
NOW! Address 
City. State 





hee cme eee ee es es wes ee es ee ce ee ee es ee ee ee we ee ee oe 


usually be delegated. Apparently it is 
not necessary for an agent to counter- 
sign in person all policies issued by 
him, such countersigning being a mere 
clerical act which the agent himself 
can ratify by acknowledgment of his 
signature made by a clerical employe. 

Though public policy usually forbids 
dual agencies, there are notable excep- 
tions in insurance agency—when there 
is no conflict of interest, no incom- 
patible duties, or where both prin- 
cipals know and consent. Where an 
agent representing several fire insur- 
ers contracts with a property owner 
to keep his property insured until fur- 
ther notice but without agreeing to 
keep it insured in a specific company 
represented by him, dual agency does 
not make such an agreement void. If, 
however, the property owner insists 
that his property be insured contin- 
uously in a particular company rep- 
resented by the agency, such an ar- 
rangement would be void under the 
dual agency doctrine. 

But, if the agent insures property 
he owns or in which he has an in- 
terest, he acts on his own behalf and 
does not represent the company. He 
must disclose this fact to the insurer 
and obtain its assent, Otherwise this 
would, in the face of an imminent 
loss, amount to a legal fraud. Public 
policy, rather than materiality, might 
be the test. 

Such contracts, Mr. Landis noted, 
are voidable at the election of the 
company, but in the interest of writing 
as much business as possible, the is- 
sue is rarely made. The point of im- 
portance is that insured should always 
be certain he has a legally enforceable 
contract. Thus it is to the agent’s in- 
terest to get the company’s assent. 

A policy issued to a corporation in 
which the agent is interested as stock- 
holder or officer is also voidable at the 
election of the insurer. 

. . + 

Another legal principle with respect 
to an agent’s liability to insurer is that 
the agent is bound to know the details 
of the company’s business and the 
subject matter of printed instructions, 
including the listing of risks which he 
is not authorized to write without prior 
approval of insurer. 

Underwriting prohibited lists is such 
a settled custom in the business that 
it seems unlikely an agent could de- 
fend on the ground that he did not 
know what class of business the com- 
panies he represents are willing to ac- 
cept, Mr. Landis suggested. 

It has been held that where the 
general agent knew insured was con- 
sidered a poor risk and would be de- 
nied automobile insurance by other 
companies, but issued a policy to 
insured and failed to send insurer the 
daily report which would have dis- 
closed that insured was a poor risk, 
and where insurer was then required 
to pay a judgment against insured, 
insurer was entitled to recover the 
amount of judgment from its general 
agent. 

It is the duty of an agent, when or- 
dered peremptorily by his company to 
cancel a policy, at once to exercise 
reasonable diligence to carry out the 
order. Not to do so without reasonable 
cause renders him liable to the com- 
pany for the resulting loss. 

It has been suggested that where a 
company is sued directly for some mis- 
take or other improper action for 
which the agent himself might ulti- 
mately be liable, the agent be joined. 
The jury, realizing that in returning a 
verdict for the plaintiff they are, in 
fact, taking it out of the agent’s pock- 
et, might be shocked into passing upon 
the issues fairly and equitably. 

Reported cases which he has exam- 
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ined do not reveal instances of this 
kind, Mr. Landis said, but there is an 
increasing number of cases where 
company and agent are joined as co- 
defendants and in which the plaintiff 
asks for his relief in the alternative. 

Unless granted the right by his 
agency contract to use premiums col- 
lected personally, the relationship be- 
tween company and agent is a fidu- 
ciary one. The money collected by him 
is impressed with a trust and can be 
followed wherever it may be found. 
The relationship entitles the company 
to an accounting at any time and on 
an individual policy basis. It has been 
Mr. Landis’s experience that certain 
agencies handle their accounting with 
customers on a running account basis, 
frequently not sufficiently itemized to 
be able to account to companies in- 
dividually for each item of business 
transacted with a particular customer. 

It is the duty of insurer to notify 
persons who have dealt with their 
agent, as the company’s representa- 
tive, of the termination of his au- 
thority. 

An agent is not liable if he neglects 
to renew an expired policy unless the 
policy itself provides for continuation 
by renewal certificate or otherwise. 
The term “renewal” is, in a sense, a 
misnomer. Property and casualty con- 
tracts are “short term” and each con- 
tract is, in a legal sense, a “new” con- 
tract. If, however, an agent has agreed 
to the issuance of a renewal and then 
fails to do so, he becomes liable for 
his negligence or breach of contract. 

The second part of Mr. Landis’s talk 
will appear next week. 


Iowa, Nebraska Auto 
AR Reports Distributed 


The annual reports of the Iowa and 
Nebraska assigned risk plans have 
been sent to subscribers by manager 
Robert L. Hilton. 

For the year ending June 30, the 
Iowa plan handled 6,756 new applica- 
tions and 3,649 renewals, a total of 
10,405. New assignment policies issued 
numbered 4,045, renewals 3,649, a to- 
tal of 7,694. The companies rejected 
35 applications and the plan 403 and 
the companies cancelled an additional 
508 policies. As of July 1, there were 
6,964 policies in effect. 

Iowa statistics for 1955 policy year 
show $166,154 in BI premiums written 
and $188,822 incurred losses, a ratio 
of 113.6. PDL written premiums were 
$156,226 and incurred losses $118,731, 
a ratio of 76.0. For the policy years 
1953-55 combined, the BI loss ratio is 
97.3 and PDL 67.7. 

The Nebraska assigned risk plan 
handled 4,263 new applications and 
1,883 renewals, a total of 6,146. New 
assignment policies issued numbered 
2,678 and renewals 1 883, a total of 
4,561. The companies rejected 13 ap- 
plications and the plan 238, and an 
additional 289 policies were cancelled 
by the companies. As of July 1 there 
were 4,122 policies in effect. 

In the policy year 1955, the BI pre- 
miums on assigned risk business in 
Nebraska amounted to $82,199 and in- 
curred losses $40,924 for a loss ratio 
of 49.8. PDL premiums were $74,119 
and incurred losses $46,865, a ratio of 
63.2. For the years 1953-55, BI loss 
ratio was 71.7 and PDL 63.3. 
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Early Action By Adjusters Can Prevent 
Many U&0 Claims From Becoming Difficult 


Problem claims under business in- 
terruption policies were analyzed by 
George W. Clarke of the Seattle law 
firm of Clarke, Clarke, Albertson & 
Bovingdon at the insurance section of 
American Bar Assn. at New York. 

Most U&O losses are settled satis- 
factorily without litigation, he said. 
But there are chances for use of spec- 


ulation and conjecture which resemb- 
ble the personal injury field. 

The business over a period of years 
has done an excellent job in amicably 
settling these more aggravated cases 
as well, and this is illustrated by the 
few legal decisions on the subject. 

But there are some problems. Mr. 
Clarke offered suggestions for han- 


dling them and cited authorities in 
point. 

The fundamental elements to be de- 
termined in the closing of a business 
interuption loss, he said, are length 
of the suspension perioc: amount of 
income necessarily lost during and as 
a result thereof; annual business in- 
terruption value for use in applying 
the average clause; and applicability 
of the provisions relative to expedit- 
ing. 

Legally, in respect to “similar re- 
placement,” the actual course which 

(CONTINUED ON NEXT PAGE) 
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61 Woodland St. 
Hartford 15, Conn. 


. .and above we show our Manager Bert 
Roberts making an estimate of value with 
Agent Clyde W. Fawcett, of Hollywood, 
Florida. Prior to the estimate the insured 
carried $40,000 fire (only) on the dwell- 
ing — nothing on contents. Results? The 
owner was sold a Homeowners C in the 
amount of $80,000 with insurance on per- 
sonal property increased to $50,000. For 
an assist to you — write for our “Replace- 
ment Cost Guide 9G”. 


“INSURANCE COMPANIES 


THE PHOENIX INSURANCE COMPANY 

THE CONNECTICUT FIRE INSURANCE COMPANY 
EQUITABLE FIRE AND MARINE INSURANCE COMPANY 
MINNEAPOLIS FIRE AND MARINE INSURANCE COMPANY 


insured decides to take should have 
no bearing whatsoever on the amount 
recoverable. Under the policy provi- 
sions, the suspension period is fixed 
as the theoretical time which would 
be required to restore the property to 
its previous condition with the exer- 
cise of due diligence. But practically 
it is at this point that the method of 
handling by insurer representatives 
can have the most important bearing 
on the claim. 

Insured should be immediately in- 
formed of the policy provisions as to 
method of determining the suspen- 
sion period and the necessity for in- 
curring expediting expense if a sav- 
ing can be accomplished. Among the 
cases most difficult to defend, he said, 
are those where, when rebuilding has 
been undertaken, the adjuster remains 
dormant in the early stages, awaits 
presentation of claim by insured, and 
then takes exception based upon fail- 
ure to proceed with due diligence and 
properly to expedite. While technical- 
ly the adjuster has proceeded proper- 
ly, and the recovery should be re- 
stricted to what could have been done, 
the average jury, in the absence of a 
showing of bad faith by insured, is 
strongly inclined to accept the time 
actually consumed. Insured has been 
out of business during this time, and 
the jury will be loath to find he did 
not exercise due diligence or failed to 
expedite when he claims to have been 
lulled into security by the tacit ac- 
quiescence of the adjuster. 


Failure to take prompt and proper 
action in the early stages of losses of 
this nature necessitates more over- 
payments than any other single cause, 
Mr. Clarke declared. Money spent for 
immediate expert advices, when in- 
sured contemplates replacement, will 
normally be returned many times over 
in eventual saving. Handled properly, 
it can, as well as tending to prevent 
ultimate litigation, also create excel- 
lent public relations as an extra ser- 
vice offered by the insurers. 

The insurers appear in the worst 
light before the publie, he said, when 
they seek to avoid paying a loss ac- 
tually incurred by insured by lying 
quiescent until after completion of re- 
pairs and then contending that savings 
could have been effected by following 
other methods. 


versy results, it is necessary for the 
company representatives to urge a 
theoretical replacement time against 
an actuality. When there is no re- 
placement, or one with no similarity 
to the original premises, both parties 
must deal in theoreticals. Establishing 
the time required to replace, by the 
exercise of due diligence, would seem 
to consist of a simple problem of labor 
and materials, with not much room 
for divergence of opinion. 

But there is a wide range of ex- 
pert testimony on time required for 
even routine construction. If the area 
is remote, the construction unusual, 
or the machinery specialized, dispar- 
ity may increase greatly. This is one 
intangible which can make _ these 
claims difficult, he said. The ques- 
tion of what income was actually pre- 
vented is always hypothetical to a de- 
gree, whether or not business is re- 
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sumed at the original location, and is 
subject to a greater number of col- 
lateral issues than any other segment 
of the problem, he stated. 

The forms provide that, in making 
the determination, consideration shall 
be given to the experience prior to the 
fire and the probable experience after. 
While previous experience, if avail- 
able, is used as a guide, it is not re- 
garded as controlling if other ele- 
merits, such as a change in market 
price, general demand or salability, 
might have produced a different re- 
sult during suspension. The most 
speculative claims on this issue in- 
volve young businesses or those which 
have just completed a substantial 
change in operation which, it is con- 
tended, would materially have in- 
creased their income during suspen- 
sion. 


For example, one concern converted 
sheet aluminum into foil by a cold 
rolling process. It carried $240,000 of 
business interruption insurance. Al- 
though up to a short time before a 
fire which caused extensive physical 
damage, the converter plant had been 
showing a considerable loss, insured, 
with the assistance of an accountant 
who had previous experience in U&O 
claims, filed a 64-page proof of loss 
supported by 12 exhibits claiming 
U&O damage of nearly $1% million. 
As to suspension, insured argued that 
even after the building and mach- 
inery had been replaced, the extreme- 
ly close tolerances involved and re- 
quirement of highly trained personnel 
would necessitate an additional 18 
months before the efficiency which 
existed before the fire could be re- 
gained, 

In support of the huge figure for 
prevented profits, insured contended 
that after an extensive and costly de- 
velopment period the process just 
prior to the fire had been perfected so 
it could be cashed in upon through 
greatly increased volume and profit- 
able sales. The adjusters, after con- 
sulting competent experts in this 
business and obtaining accounting 
and legal advice, arrived at a figure 
of $80,000 for the loss. Following an 
examination under oath, and some- 
what extended negotiation, the claim 
was settled for $110,000. 

. e . 

A manufacturer of gasoline-pow- 
ered electric generators with no sub- 
stantial profit experience had, just 
prior to a fire which destroyed its 
plant, completed a change in its pro- 
duction line intended to double its 
production. Proofs of claim were pre- 
sented predicting tremendously in- 
creased income with lessened expense 
during suspension. Prompt action by 
the adjuster in obtaining controvert- 
ing evidence from experts in similar 
manufacture resulted in an“ equitable 
settlement. 

A large amount of coverage always 
involves potential danger, he ob- 
served. The obvious argument is, if 
the companies did not think insured 
could make that much income, why 
did they sell that much insurance? 
Why take the premium and then re- 
fuse to pay in full when there is a to- 
tal suspension? The usual answer, he 
said, is that the insurance is spread 
among several policies, issued by dif- 
ferent companies, each of which has 
contracts for sale at a specified price 
per $1,000. One provision of these con- 
tracts, which courts hold is entirely 
legal and proper, is that in no event 
can the total recovery under all pol- 
icies exceed the income which would 
otherwise have been realized during 
the suspension period. The individual 
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insurers, in the absence of an investi- 
gation, the cost of which would make 
the premium prohibitive, have no 
method of determining what this 
would be. The amount of insurance to 
be carried is determined by insured, 
who has the legal right to buy as 
much and from as many companies 
as he pleases, but he takes it subject 
to this limitation. 

The best defense is prompt and in- 
vestigation and getting competent ex- 
perts, preferably from firms engaged 
in the same business, and with na- 
tional reputation if possible. Many 


suspensions are partial, Mr. Clarke 
observed. Here, the accounting is ac- 
centuated as cost of materials, over- 
head, ordinary expense and income 
must be allocated to stages of proc- 
essing. Here insurer needs the ser- 
vices of a qualified accountant with 
basie knowledge of the coverage, he 
said. 

The Pickering Lumber Co. case is 
a good example. Insured owned a 
large lumber manufacturing plant 
consisting of sawmill, planing mill, 
dry kilns, box factory, and similar 
structures. It also supplied the plant 
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w.ih logs cut by it from its own forest 
lands. When the box factory burned, 
insured prepared a claim in which 
the cost of lumber to the box factory 
was based upon insured’s own pro- 
duction costs, starting from a tree in 
the woods. This had the effect of 
crediting the box factory with the 
profit on the entire operation. In- 
sured attempted to justify it by con- 
ending that no profit was realized 
until the finished product—the box— 
was sold. 

The court, however, accepted the 
testimony of experienced accountants. 
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arguments of insurer attorneys, and 
the decision of appraisers that each 
processing step should be considered 
separately and that the lumber should 
be charged to the box factory at OPA 
ceiling prices. 

Other courts have ruled also that, 
when a product has completed one 
processing, it must be charged into 
the next at its then market value. 
While the over-all operation may be 
making a profit, the particular proc- 
essing suspended by the loss may not. 
Unfortunately, Mr. Clarke said, some 
insurer representatives fail to recog- 
nize the dollar difference these ap- 
parently routine accounting deter- 
minations can make in the amount of 
the loss payments. 

” e e 

It is relatively easy for an adjuster 
to turn an accountant loose to check 
insured’s records, in collaboration 
with insured’s accountants, and ac- 
cept the result without much inquiry 
as to the exact work done or the 
theory followed. It is also easy for an 
accountant, who does not both thor- 
oughly understand the policy and re- 
main constantly alert to the neces- 
sary information to be ascertained, 
either to overlook or misapply items 
which will materially affect the 
amount of recovery. On large, in- 
volved claims accountant, adjuster, 
and company attorney should closely 
collaborate, with the attorney acting 
only as adviser unless and until ne- 
gotations reach a stage where insured 
calls in his own counsel or active par- 
ticipation seems wise for some other 
reason. 

A complicating and often misun- 
derstood factor is that certain losses 
of income which insured may suffer 
as a result of suspension caused by an 
insured hazard are beyond the scope 


of the coverage. One limitation is re- 
striction of recovery to loss of income 
which would otherwise have been 
earned during the suspension period. 
In most cases, particularly for firms 
selling in a highly competitive mar- 
ket, there is a substantial additional 
but uninsured loss consisting of re- 
duction in income subsequent to the 
date of full restoration due to natural 
lag in customer return, customers be- 
coming used to patronizing other sup- 
pliers, or customers having stocked 
up at a fire sale of the claimant’s 
own merchandise. 
J . ” 

If such loss were insured, claims 
would be opened up to an absurd de-: 
gree of speculation, he said. Loss oi 
customers and key personnel is real 
but there is no way of determining 
their amount or duration. A fruit bro- 
ker’s warehouse and fruit were 
burned early in the year. Some fruit 
he owned and some was owned by 
others. His insurers paid him the mar- 
ket value of his fruit at the time of 
the fire. By spring there was a sub- 
stantial increase in the market. In- 
sured contended that, had here been 
no fire, he would have purchased, 
early in the year, substantially all the 
fruit of others stored in his warehouse 
at the prevailing low prices and later 
sold it with his own at the high 
spring prices. He asked this size re- 
imbursement. This was denied on the 
ground it constituted a trading profit 
or dealing in futures in a commodity 
market and could have been realized 
despite the fire. Insured could have 
taken his insurance money and used 
it with other funds with which he 
had intended to buy apples, and pur- 
chased like amounts on the open mar- 
ket. 

Very frequently a fire sale will be 
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held during the suspension period and 
the income is properly considered as a 
credit against the U&O claim, Mr. 
Clarke observed. Where a retailer has 
a slight fire, he may achieve an in- 
creased sales volume through a fire 
sale which will give him a greater in- 
come than if there had been no fire. 
Here he would have no U&O claim. 
However, if this profit is to be charged 
against his U&O recovery, there is no 
incentive for him to conduct the sale, 
particularly since it may load up the 
suspension period. Since it is usually 
to the benefit of insurers that insured 
keep the stock and conduct his own 
fire sale, it may be advisable for joint 
concessions to be made which would 
have the effect of inducing him to do 
so. In one case a major portion of in- 
sured’s annual side production had, in 
effect, been sold to his stock insurers 
for the same price which he would 
have sold it to his customers. Ac- 
cordingly, he was better off, gross 
and net, as a result of the fire. 

Key employes, whose salaries have 
been included as a part of the U&O 
claim, may spend time on reconstruc- 
tion work. This time should be sub- 
tracted from the U&O claim. 

In the adjustment of a U&O claim, 
the contribution clause can often be 
an effective weapon in keeping pay- 
ment within bounds, he said. A claim- 
ant with a 100% clause and carrying 
an amount of insurance based on past 
experience suffers a short suspension 
and asks for an excessive amount of 
prevented income based upon an un- 
duly optimistic picture of the future. 
It can diplomatically be pointed out 
tha the same inflation should relate 
to the value for the entire year after 
the loss and, in view of the contribu- 
tion clause, the proposed enlargement 
of the anticipated income will make 
little difference it: the actual recov- 
ery. 

U&O customarily written on forms 
attached to a standard fire policy is 
subject to appraisal. However, court 
decisions are confused on whether ap- 
praisal can be required and, if so, its 
proper scope. Also, if the state in 
which the loss occurs has an arbitra- 
tion law, what is its effect on the ap- 
praisal? 


Private Wire System 


Is Being Installed In 
State Farm Regional Units 


State Farm Mutual Automobile is 
installing a private telegraph wire sys- 
tem in its 14 regional and 20 field 
claim offices. The company expects to 
channel about 33% of the 300,000 tele- 
grams it sends annually over its own 
wire, and save about $70,000 a year. 

Effective Oct. 10, the wire system 
will be composed of three circuits— 
one each in the western, central and 
eastern parts of the country. State 
Farm offices on each circuit may wire 
each other directly but will go through 
a central relay point at the head office 
in Bloomington to contact offices on 
another circuit. 






BRANCH LOCATIONS 


Surveys of economic and 
market conditions will result 
in more profitable branch of- 
fice locations and growth — 
write in confidence. 
CONSULTANTS 


IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 


FRANK LANGEAASSOCIATES 
One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17,N. Y. 















Meet To Discuss Role Of 
Insurance In New York 
State Highway Safety 


What the insurance business can do 
to prevent automobile accidents and 
deaths on the highway was discussed 
at a meeting held in Watertown, pre- 
sided over by Robert B. Douglass of 
Potsdam, executive committee member 
of New York State Assn. of Insurance 
Agents. Insurance agents, state police, 
and representatives of the state high- 
way department and safety council at- 
tended. 

As to what can be done immediately, 


the group agreed on the use of ma- 
terials to be placed in the pay envel- 
opes of employes of the major indus- 
tries in the state, the use of posters 
and speakers on safety. 

Long range, the group agreed to 
work for stronger sentences to be im- 
posed by judges and justices of the 
peace and to put the combined efforts 
of all groups concerned with traffic 
safety behind legislation designed to 
strengthen the vehicle and traffic laws. 





Travelers Offers Hurricane Chart 

Travelers has compiled a hurricane 
information and tracking chart, which 
has been made available for free dis- 


tribution by radio stations and Trav- 
elers representatives along the eastern 
seaboard and gulf coast areas to listen- 
ers who wish to plot the progress ‘of 
threatening storms from radio reports 
issued by the U. S. Weather Bureau. 





Royal-Globe Appoints 
Clark At Milwaukee 


Royal-Globe group has appointed 
George H. Clark regional manager at 
Milwaukee to succeed Edward A. O’- 
Neill who has been transferred to Los 
Angeles. Mr. Clark has been at Chi- 
cago. 
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IS NOT INEVITABLE... 


The seeds men plant often have a way of withering. But given careful 
planting and dedicated cultivation, the results are frequently successful. 


Sixty years ago, the seeds of a great company were planted. And today, 
the evidence of just such careful planting and dedicated cultivation is 
available for all to see in the continuing growth of the Continental Casualty 
Company—such continuing growth, for instance, as the recent formation 
of the Continental-National Group, which is one of the largest insurance 
organizations in the world. 


In this Diamond Jubilee Year, why not investigate for yourself and see 
just how profitable growth with Continental can be. 


CONTINENTAL CASUALTY COMPANY 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 


Continental Assurance Company 
National Fire Insurance Company of Hartford 


Transportation Insurance Company 
Transcontinental Insurance Company 
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ORDEAL BY FIRE 


Eighty-five years ago the citizens of Boston watched with horror 
as flames devastated the heart of the proud city’s business district. 
The sight of this commercial area being reduced to rubble, was 
a numbing one to the merchants of Boston. The glow, clearly 
visible sixty miles away, had hardly died before plans were 
underway for a new and greater commercial center. And, as in 
the legend of the Phoenix, the world was to see new life arise 
from the ashes. 

The parent company of the Phoenix of London Group, 
established in the United States for almost a hundred years at 
the time of this holocaust, moved swiftly to pay its losses. The 
Phoenix of London Group is proud of its role in helping to 
rebuild the hub of New England’s vigorous economy and its 
liz place in Boston’s present day business life. 

! Today Phoenix of London Group continues the tradition of 
full payment * of losses—a tradition upheld throughout seven 
centuries of providing protection. 
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175th Anniversary Year + 1782 - 1957 


Phoenix of London Group 


55 FIFTH AVENUE * NEW YORK 3, NEW YORK 
PHOENIX ASSURANCE COMPANY OF NEW YORK 
LONDON GUARANTEE & ACCIDENT COMPANY, LTD. 


THE UNION MARINE & GENERAL INSURANCE 
COMPANY, LTD. 











Insurers Paying Most 
Of Losses Not Getting 
Credit With Public 


Neill O’D. Bultman, local agent of 
Columbia, S. C., writes: 

I was interested in reading the edi- 
torial entitled “Field Men Toot the 
Horn for Insurance.” It is good to see 
such work done. We need it. 

Some weeks back there was a rath- 
er severe wind and rainstorm here 
in Columbia. It developed that there 
was surprisingly little damage con- 
sidering the apparent severity of the 
storm over a_ several hour period. 
Anyhow— 

I almost dropped my coffee the 
next morning to see on the front 
page of our local paper a news 
article stating that Allstate already 
had taken steps to set up adjustment 
headquarters here in order to handle 
their claims. On the inside of the pa- 
per was a large display ad with the 
same announcement and_6 stressing 
that Allstate was bringing in adjust- 
ers from all points of the compass 
and were even then ready, willing 
and eager to push a claim draft of 
generous proportions into the hands 
of every customer in the area even 
before the victim could get his yap 
open long enough to report that he 
haa a loss. 

4 would wager you a nice new win- 
ter’s suit that they didn’t have 100 
claims in Columbia. But they were on 
the ball and they really did a selling 
job to the public in central South 
Carolina. And from the good old stock 
companies—who probably paid off 
90% of the losses promptly and gen- 
erously—what did the public hear 
about them? They heard—a tremen- 
dous diapason of complete silence. 
Nothing. So who, in the eyes of Mr. 
John Public, knocked the old public 
relations ball over the fence? Good 
old Allstate. Guardian of our risks 
and fundamental rights to happiness. 
Hand it to them brother! You or I 
or anyone else couldn’t get a display 
ad in the morning issue of our paper 
overnight to save you—much less do 
as they did, with the whole deal. 

So, congratulations to someone. We 
need more of this sort of thing. How 
could it be set up here in Columbia 
for future use? 
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found Indiana Lumbermens’ prompt, depend- 
able claims service—improved coverage— 
planned advertising aids—make their 
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Sees Coinsurance As 
Possible Answer To 


Current Situation 

Elliott Middleton of Montclair, N. J., 
writes: 

The editorial, “Time to Act on Rates 
Is Right Now,” in the July 25 issue 
was extremely interesting. While I am 
a spectator of the insurance scene 
these days, when the virus is in the 
blood one never loses interest in the 
grand old business. 

The rate problem of 40 years ago 
was different from that of today as 
the “perferential treatment” was the 
undoing of the premium income. Many 
times when I was manager of Tennes- 
see Rating Bureau or Michigan bu- 
reau I would see the little rate card 
that bravely intimated that the correct 
rate was, say $1. Then some individual 
of influence would decree that a more 
appropriate figure was 75 cents, the 
little red ink line establishing the 
“going rate.” “Going” was perhaps an 
appropriate term, as the 75 cent rate 
through the same manipulation could 
readily become 50 cents if necessary. 

Those were the hard-fought days of 
“discrimination” which, happily, I be- 
lieve, are now past. 

We were not “too timid” in the 
matter of getting adequate premiums, 
and I found the commissioners of 
Tennessee and Michigan most un- 
derstanding and cooperative. 

The problem today cannot be fear- 
somely dealt with. 

A feature of rate structure that I 
have thought of many times is the 
application of the coinsurance princi- 
ple to the dwelling class. The $7,500 
loss of 15 to 20 years ago is a $15,000 
loss today due to increased cost of 
labor and materials. Insured with a 
$30,000 dwelling feels quite secure 
with a policy of $10,000, as he points 
out that he is under the protection of 
an efficient, motorized fire depart- 
ment and his loss cannot exceed that 
amount. 

With the growing knowledge or 
familiarity with the operation of the 
insurance business on the part of the 
layman, coinsurance, I believe, is not 
the mysterious thing it was some 
years ago. 

Arriving at sound value for the 
dwelling building is not an insupera- 
ble difficulty as any qualified S/A 
will attest. As for the contents, how- 
ever, more ingenuity would be re- 
quired. The coinsurance plan for the 
dwelling class in cooperation with the 
National Board plan of carrying 
enough I believe, in time, would make 
annual statements more agreeable 
reading. 


La. 1752 Club Names 
Robert Mundell President 


Louisiana 1752 Club at its annual 
meeting at Edgewater Park, Miss., 
elected Robert Mundell, Grain Dealers 
Mutual, president; John Townsend, 
Northwestern Mutual Fire, vice-presi- 
dent, and C. K. Stephenson, Jackson 
& Brunson Co. general agency of Jack- 
son, Miss., secretary-treasurer. Fred E. 
Hasse, Indiana Lumbermens Mutual, 
and J. M. Morgan Jr., Central Mutual, 
were elected directors. 





Ala. General Buys Agency 

Trans-Louisiana Underwriters, Lou- 
isiana general agency, New Orleans, 
has been purchased by Alabama Gen- 
eral. John Baradell has been named 
state agent. He formerly represented 
Hardware Mutuals in the Lafayette 
area. 





Boston has moved its Connecticut 
branch from New Haven to 2340 Whit- 
ney avenue, Hamden. 
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Slawsby Suggests Modernizing Words, 
Cover of Inland Marine, Fire Contracts 


Some problems of the producer with 
coverages were outlined by Archie M. 
Slawsby of Nashua, N. H., member of 
the executive committee of National 
Assn. of Insurance Agents, in a talk 
before the Mariners Club of Connec- 
ticut at Hartford. He said he did rath- 
er well in the inland marine field in 
the early days until he ran into his 
first yacht prospect and found he 
couldn’t understand the insurance lan- 
guage, which, he later discovered, or- 
iginated with the ocean marine un- 
derwriters. 

When a loss occurred, Mr. Slawsby 
tried to decipher whether it was cov- 
ered. Much damage, especially to 
speedboats and utility boats, seemed 
to be excluded. There were many mis- 
understandings and dissatisfactions. 

A client of the agency who owned a 
boat and two automobiles and had 
carried much of his insurance with 
the Slawsby agency for 15 years, had 
a loss to the boat. It was tied up at 
a dock with the stern facing the shore. 
A hunter fired at a bird and hit the 
boat, breaking the glass on the RPM 
indicator on the dashboard as well as 
the windshield. The policy, being ar- 
chaic, did not cover the damage, Mr. 
Slawsby said. 

He said he wished that the policy 
form designer, who must have been 
several centuries deceased, were alive 
that day, and forced to explain to the 
policyholder that the glass breakage 
was not covered. Insured did not read 
his policies, but neither had he read 
his automobile policies, which pay for 
broken windshields. Obviously the gun 
was not fired in connection with pi- 
racy, which would have brought the 
loss under the policy. 

Mr. Slawsby suggested the language 
in marine policies, such as barratry, 
jettison, assailing thieves, detriment, 
running down clause, etc., be modern- 
ized. Few people who own yachts do 
not also own automobiles. The com- 
prehensive physical damage policy in 
the automobile material damage field 
takes its approach of insuring “all 
risks except” from the marine field. 
Adaptation of an automobile PHD pol- 
icy to yacht coverage might be in or- 
der and not too hard to do, he said, 
and it would not be difficult to use 
some of the procedures of auto PHD. 
He suggested that the automobile PHD 
form be bent to cover and fit yachts. 

The fire underwriters also have their 
problems with outdated conceptions 
and language, he suggested. To the 
underwriter and claims man “fire” 
means hostile fire and not friendly 
fire. But, Mr. Slawsby asked, isn’t the 
smoke from a sudden faultily operat- 
ing fireplace as dirty as the smoke 
from a stove? Aren’t an innerspring 
mattress and bedding just as wet 
whether the windblown rain comes 
through a window left open as if 
through a blown-in window? 

The advent and acceptance of the 
“all risk except” kind of policies will 
make decent honest men again of in- 
sured, Mr. Slawsby predicted. He even 
expects a bettering of experience with 
the broadening of coverage. The rates 
are higher and the risks are not sub- 
stantially increased. The multiple peril 
policies have been borrowed from the 
marine underwriters’ handiwork. 

Not long ago one of Mr. Slawsby’s 
competitors paid for a dining room 
fixture as a windstorm loss though it 
really fell down because it got tired. 
He cheated his company, Mr. Slawsby 
said. Under broader coverage the com- 
pany at least will receive more pre- 


miums for the losses this insured pays 
without having much of an increase 
in exposure. 

The dearth of able marine men has 
been created principally by casualty 
companies going into the marine busi- 
ness, Mr. Slawsby believes. Companies 
starting out with a small volume of 
marine business have been hard put to 
acquire men capable of wrestling with 


makes it easier for these companies 
to compete in what would be an even 
more highly competitive marine mar- 
ket. There has been a steady march 
toward more and more control of ma- 
rine lines. The same uniformity of 
form and rate makes available also an 
easier market in which to negotiate 
facultative reinsurance. 

The impetus toward control, it seems 
to Mr. Slawsby, has shifted from the 
“have” to the “have not” companies. 

Companies which have assigned to 
the marine department the underwrit- 


erage are the ones Mr. Slawsby has 
found to be easiest and best with 
which to do business in this field. This 
trend in development of course has 
put a great strain upon the ranks of 
marine underwriters. He suggested 
that marine men who move up to be- 
come package policy and multiple per- 
il men will achieve positions where 
they can wield great influence. 





Wilson-Downs agency of Cincinnati 
has moved from its downtown location 
to a large shopping center in suburban 


rates and forms. Control of a class 


ing of the commercial property cOv- Kenwood. 
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NEW THIEF TRAP: 
INVISIBLE LIGHT? 


Here, at last, is real burglar protection for 
areas which previously were considered 
too spacious to protect effectively — or at 
reasonable cost. Its name—the Kidde 
Photo-Electric Burglar Alarm System. 
Here’s how it works: 

Thesystem (pictured in thesmall photo) 
consists of a projector and a receiver — 
two cone-shaped units, 1014” long and 
612” in diameter. 

The projector, equipped with a special 
filter, converts the light rays into an in- 
visible beam of “Black” light, then trans- 
mits it to the receiver. Any interruption 
of this beam triggers an alarm instantly! 

The system is tamper-proof. The “beam” 
is “modulated” — alternating at a set 
number of cycles per second. Any attempt 
to bypass the system by substituting an- 


Walter Kidde & Company, Inc., 944 Main St., Belleville 9, N. J. 
Walter Kidde & Company of Canada Ltd., Montreal—tToronto 


other light beam disturbs the frequency 
and causes the alarm to sound! Cutting 
off the beam triggers the system. 

Using transistors instead of vacuum 
tubes, the Kidde Photo-Electric system 
eliminates tube replacement problems and 
minimizes service worries. 

With the Kidde system, no expensive, 
special wiring is required. It can be in- 
stalled simply and easily by one man. 

Each “beam” has an effective range of 
up to 900 ft., and through the use of mir- 
rors can be “bent” to an angle of 90°. This 
makes the system ideal for guarding out- 
of-doors areas and large indoor spaces. 

Underwriters’ Laboratory approved, 
the system is moderately priced. For more 


information about Kidde “Invisible Light” - 


protection, write Kidde today. 


& Kidde 
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Installment Unit Of 


NAIC To Meet Oct.16 || Service Guide~|4 


Commissioner Larson of Florida, 
secretary of National Assn. of Insur- 
ance Commissioners and chairman of 


the committee on insurance covering O’TOOLE ASSOCIATES 














. all installment sales and loans, has Management Consultants 
Attention: called a meeting of this committee for To Insurance Companies 
9 a.m. Oct. 16, at the Edgewater Beach Established 1945 
All Royal-Globe Agents hotel, Chicago. 220-02 Hempstead Avenue 
An executive session will be held in Queens Village 29, N. Y. 





the morning and an open meeting in 
the afternoon at which representatives 


A Yr e Yo Uu Aw a -" e O f of the industry will be heard. The LAWRENCE WILSON COMPANY 


sian Managing General Agents 
“Unexcelled Insurance Facilities” 


NYFIRO Promotes Three SERVICE TO LOCAL AGENTS 
t h e R O VY a ]- G l O b e New York Fire Insurance Rating Or- “—_ Micra a 3, Obie. 


ganization has appointed three assist- 
ant managers at the central office in 


9 New York City. They are Paul B. 
A n t i C h O Oo Guenther, Robert C. Hayden and TRANS-CANADA ASSURANCE 
* James E. Blowers. AGENCIES, INC. 




















Mr. Guenther, who has been named LLOYD'S CORRESPONDENTS } 
assistant manager-comptroller, has SPECIAL RISKS—SURPLUS LINES 
been district secretary at Buffalo. He REINSURANCE 

The education that the Royal-Globe gives — a in tg 1231 Ste. Catherine St., West 
: “6 . . . ’ . acuse territory. Later a 
to its ‘““Multiple-Line Fieldman” trainees Now York, he ok named Albany dis- Montreal, Canode 
has long been the hi standard of th trict secretary in 1952. He is succeede 
‘ae g ° gh ” . as Buffalo district secretary by Wil- 
insurance industry. liam T. Skurka, superintendent of spe- | Ralph B. Leonard & Company, inc. 
cial risks there. 

Mr. Hayden, assistant manager-re- 25 Broad Street New Yerk 4, NM. Y. 

Less well-known is the fact that twice a search, joined NYFIRO in 1936. Since Telephone Digby 4-7485 

oa aan 1950 his duties have largely been in , Stock" 
year the same training facilities and the the field of research in the New York Broker-Dealers in Insurance Stoc 
, < , 93 ral. office. Mr. Blowers has been with Life — Fire — Casualty 
same faculty are available to Royal-Globe auaamiy tines ieee, ie Gia be ao- 
agents tuition-free. sistant manager-public protection. 








BOWLES, ANDREWS & TOWNE 
Wunderlich Joins Fire Assn. At L.A. ACTUARIES 


ROYAL-GLOBE AGENTS’ SCHOOL John M. Wunderlich has been p- | s.,.,ance Company Management Consultant 





pointed casualty superintendent at Los y 3 
x Angeles for Fire Association group. He LIFE—FIRE—CASUALTY 
has several advantages: has been in the business in southern RICHMOND ATLANTA NEW YORK 








California for more than 20 years. 








1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. 

2. CASE STUDY method of instruction. 

Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 


R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge with EQUITY GENER AL ) 





of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 









CASUALTY «+ FIRE * MARINE « SURETY 


150 WILLIAM ST.. NEW YORK 38. N.Y. 


ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD, | 


ROYAL INDEMNITY COMPANY » GLOBE INDEMNITY COMPANY * QUEEN INSURANCE COMPANY OF AMERICA 

WEWARK INSURANCE COMPANY * STAR INSURANCE COMPANY OF AMERICA * AMERICAN AND FOREIGN E UITY G E NE RAL IN SU RANG E C ¢) 
INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. + THAMES ? 
& MERSEY MARINE INSURANCE COMPANY, LTD, * VIRGINIA FIRE & MARINE INSURANCE COMPANY 


901 N.E. Second Avenue 
MIAMI, FLORIDA 





MEMBER AMERICAN EQUITY INSURANCE GROUP 
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Minn. Agents Elect Bachman President 


(CONTINUED FROM PAGE 1) 





Louisiana association, speaking on 
“Professionalizing the Insurance In- 
dustry,” pointed out that a profession- 
al’s strongest reason for existence is 
the service he has to offer. Comment- 
ing that agents are dealing with in- 
sured, Mr. Smith remarked the agent’s 
voice must be heard by his company 
and by his local, state and national 
associations if he is to do his profes- 
sional duty to the insured. 

An inspiring talk on “Creativity in 
Selling” was delivered by Dr. G. Her- 
bert True, assistant professor of mar- 
keting at the University of Notre 
Dame, who mentioned some of the 
needs the agents have for new ideas, 
new presentations and new approaches 
to their office procedures and selling 
techniques. 

Paul H. Jones, a member of the na- 
tional association executive committee, 
brought the Minnesota agents up to 
date on the NAIA advertising program. 
Following his talk a motion was adopt- 
ed unanimously giving the association’s 
wholehearted support to the adver- 
tising plan. 


Ralph Hobbs of Ralph Hobbs Asso- 
ciates, Minneapolis, presented a plan 
for gearing state level advertising to 
that done on the national level. 

Mr. Hobbs said he is impressed by 
the fact that hardly a principle which 
has proved so effective in other lines 
of business is followed when it comes 
to selling insurance. While he admitted 
there are explanations for this, he said 
he has yet to hear an explanation 
which holds water when applied to 
common sense selling and advertising 
logic. 

“T am wondering what has happened 
to the concept followed by home of- 
fices in other lines which feel that 
their product is not sold until the con- 
sumer has bought it,” he said, adding 
that they feel an obligation to make 
the consumer want their product fol- 
lowed by an equal obligation on the 
part of the retail outlet to let the con- 
sumer know that the retailer has the 
particular product for sale. 

For those who do not agree that the 
stock company insurance business 
needs a shot in the arm, Mr. Hobbs 
recited some figures covering the four 
years 1952-1955, the latest available. 

The 285 stock companies operating 
in Minnesota in these years gained 
21% in the volume of business written. 
They wrote $90.5 million in fire and 
casualty business in 1952, and in 1955 
they wrote $109 million. However, Mr. 
Hobbs observed, this includes the di- 
rect writer, Allstate, which wrote $834,- 
000 in 1952 and nearly $2 million in 
1955. 


The 149 mutual companies operating 
in Minnesota wrote $61 million in 1952 
and $81 million in 1955, a gain of 30%. 
This doesn’t include the reciprocals 
one of which, Farmers Exchange, 
wrote more than $2 million in 1955. 

In 1952 stock companies wrote 60% 
of the business and mutuals wrote 
40%. In 1955 stock companies had 
dropped to 57% and mutuals wrote 
43%. 

Mr. Hobbs said many stock agents 
have told him there was no money in 
automobile insurance, “and this is a 
good thing because the capital stock 
companies in 1955 wrote $36 million 
and the mutuals that same year wrote 
$37.5 million.” 

In the field of fire and extended 
coverage, stock companies gained $3.7 
million during the years 1952-55, Mr. 


Hobbs said, while mutuals during those 
same years had a $4 million gain. 

“Tt’s always a good thing to take a 
look at what the other fellow is doing 
in advertising effort and I’d like to 
give you just one figure,” Mr. Hobbs 
said. “In the Minneapolis and St. Paul 
newspapers and on Twin City televi- 
sion stations the mutuals and direct 
writers in 1956 spent $239,722. The 


expenditures by stock companies and 
their agents were fractional.” 

He said in his opinion there is strong 
need for a national advertising job and 
this job ought to be done and paid for 
jointly by the home offices of the stock 
companies and National Assn. of In- 
surance Agents. The state associations 
need to support this campaign by ap- 
plying the “sell” of the national ad- 
vertising but applying it on the state 
level and in effective state advertising 
media; and—most important—to sub- 
scribe what funds are needed to sup- 
port their share of the national and 


their share of the state advertising 
campaign. 

“T realize that it is heresy for me 
to stand here and suggest that stock 
insurance company home offices ought 
to be asked to advertise their product 
to the consumer. Yet they are the ex- 
ception at the present time, in that 
they are one of the few producers of 
a commodity or a service who do not 
carry the basic load of advertising 
their product. It makes sense to me to 
ask the home office boys to take the 
lead in two things: 1. Tell the consum- 
er the facts about their type of busi- 


























Family Policy. Sold in units of $5,000 face amount on 
Dad’s life, the rate goes down $3.75 per unit when 
Dad’s coverage is $10,000 or more. MONY’s Family 
Policy is available in face amounts of $5,000, $7,500, 
$10,000, $12,500, and $15,000. Now you can offer 


your clients the convenience and economy of one 
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MONY’s Family Policy 
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2-WAY SAVINGS 


for Homeowners and Tenants 


There ARE FEW protection 
needs of homeowners and tenants 
that can’t be met through use of 
the residence package policies. 
The quick acceptance of the “all- 
in-one”’ policy has, in fact, opened 
up the whole field of the residence 
and personal lines to agents who 
do the systematic promotion and 
contact work that is required to 
inform and sell these groups. 
With the Homeowners and 
Comprehensive Dwelling Policies, 
Grain Dealers’ agents have the 





package contracts that give these 
buyers the broader, economical 
protection they want. They can 
offer the added advantage of the 
two-way savings that our package 
policies provide: Savings through 
low initial cost, and savings 
through policyholder dividends. It 
adds up to a “package” that’s hard 
to top! 

Why not talk to our special agents 
now about ways that Grain Dealers’ 
multiple-line facilities can be used 
to round out your agency services. 


Cin Calousbfiaid, 


INSURANCE COMPANY 


INDIANAPOLIS 7, 


INDIANA 


Western Department: Omaha 2, Nebraska 
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HERE’S YOUR 


BEST BET 


FOR 
HARD-TO-PLACE 
LINES! 


Telephone: SEneca 6369 
Teletype Number SE 694 
Cable Address “UNIVS"’ 


CHECK 


CLIP 


ness and in what way they differ from 
mutuals, and, 2. Devise a trade mark 
or a moniker, or publicize the one now 
in existence, to identify it as the mark 
of a man who sells their type of in- 
surance—and also to build up in the 
public’s mind an acceptance of this 
man as a citizen of his community.” 

The function of a joint advertising 
campaign on the part of the state as- 
sociation is somewhat different, Mr. 
Hobbs observed. Here the primary 
function is to sell the consumer or the 
general public an acceptance of the 
agency system as it functions in a 
particular state; the specific types of 
coverage which are of interest to the 
public in that state, and the names 
and locations of agents who offer stock 
insurance coverage. 

“You can’t buy a national advertising 
campaign without also spending money 
on the state level any more than you 
can spend your last dime for a new 
car and not have money to buy gas for 
it,’ Mr. Hobbs declared, adding that 
the reasons are obvious: 

“1. You have specific coverages and 
conditions in Minnesota which the na- 
tional campaign cannot sell. 

“2. The competitive situation in 
Minnesota may call for activity which 
would not be proper or possible in the 
national campaign. 

“3. The national campaign cannot 
concentrate enough money on the Min- 
nesota level to buck the mutuals and 
directs on a dollar basis. 

“4, National magazines cannot give 
you the saturation you need here in 
Minnesota. That job is up to you” 

Let the national campaign be largely 
the job of the national stock companies, 
he advised, and make Minnesota ads 
sell in Minnesota. 


Asks Fire Alarm Case Be 


Dismissed, Firm Is Gone 


WASHINGTON—Federal Trade 
Commission has issued a decision and 
ordered dismissed without prejudice 
an FTC complaint charging Federal 
Fire Protection Service of Washington, 
D.C., with using scare tactics and 
false claims to sell fire alarm systems 
and misrepresenting itself as being af- 
filiated with the government. 

The dimissal motion was made “after 
every effort to secure service on the 
respondents was without success.” It 
appears the company is out of business 
and Richard O. Waterman, executive of 
the firm named in the complaint, “has 
left for parts unknown.” 
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Siegenthaler Joins 
Commercial Union 


Commercial Union-Ocean group has 
appointed Edward A. Siegenthaler an 
assistant secretary. He will be in the 
head office fire underwriting depart- 
ment. He formerly was assistant man- 
ager of the metropolitan New York de- 
partment of Security-Connecticut. 





Name Roberts To IM Post 


Michigan Mutual Liability has 
named John H. Roberts to head the in- 
land marine underwriting department. 


That’s the way you want your 
income to go... UP! And 
here’s the way you can make 
sure it does. Our complete In- 
land Marine underwriting fa- 
cilities are geared to meet com- 
petition ...to make your selling 
task lighter, your profits higher- 


Here you'll find the right poli- 
cies, the right rates and the 
same fast, dependable service 
for which our companies are 
known ... all the advantages 
that keep our agents’ incomes 
moving in one direction, UP! 
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INSURANCE COMPANY 


ILLINOIS FIRE 
INSURANCE COMPANY 


Home Office, Chicago 6 








AME ST 


RA ME ea F8 iE R Behe OL BP Shel tek ote 





hee iil Tf 


mol 


Merge aoesnsomo cto te 


og-mepev a 








)7 


aS 
1- 





bat 2 





MBEmes 21 iG Veet OD 


September 12, 1957 


HteNATIONAL UNDERWRITER 


45 





FTC Wants Second Court Chance With Insurers 


(CONTINUED FROM PAGE 1) 





brief in the National Casualty case. 
Here are some excerpts: 

“Under these two decisions, commis- 
sion jurisdiction is automatically ex- 
tinguished upon the mere enactment 
of state laws relating to insurance ad- 
vertising practices, ‘extinguished’ with- 
out regard to the fact that the trans- 
actions may, as a practical matter, be 
beyond the scope of effective state 
regulation; without regard to the fact 
that the transactions may have both 
interstate and intrastate aspects; and 
without regard to the fact that the 
federal action would not conflict with 
state action. 

“As this court noted in U.S. vs 
Southeastern Underwriters Assn., the 
power granted Congress (by the com- 
merce clause) is a positive power. It 
is the power to legislate concerning 
transactions which, reaching across 
state boundaries, affect the people of 
more states than one;—to govern af- 
fairs which the individual states, with 
their limited territorial jursidictions, 
are not fully capable of governing. 
This inherent imcapacity of the indi- 
vidual states, with their limited terri- 
torial jurisdictions, was left unchanged 
by the McCarran-Ferguson act, which 
indisputably did not add to the juris- 
diction possessed by the states prior 
to the Southeastern Underwriters de- 
cision. As pointed out in Maryland 
Casualty vs Cushing, ... Even the 
most cursory reading of the legislative 
history of this enactment makes it 
clear that its exclusive purpose was 
to counteract any adverse effect that 
the court’s decision (in Southeastern 
Underwriters) might be found to have 
on state regulation of insurance. Thus, 
the House report accompanying the 
legislation flatly stated: It is not the 
intention of Congress in the enactment 
of this legislation to clothe the states 
with any power to regulate or tax the 
business of insurance beyond that 
which they had been held to possess 
prior to the decision of the U.S. Su- 
preme Court in the Southeastern Un- 
derwriters Assn. case. To the extent, 
therefore, that the individual states, 
with their limited territorial jurisdic- 
tions (were) not fully capable of gov- 
erning insurance transactions which, 
reaching across state boundaries, af- 
fect the people of more states than 
one, that condition necessarily contin- 
ued after enactment of the McCarran- 
Ferguson act. The result, in the ab- 
sence of federal regulation to fill the 
void, is a legal vacuum—a no-man’s 
land which is not effectively regulated 
either by the states or by the federal 
government. 


“As Congress recognized in enacting 
the McCarran-Ferguson act, the 14th 
amendment imposes substantial limi- 
tations on the power of the states to 
regulate out-of-state transactions. 
These limitations have not been elim- 
inated as a result of later decisions of 
this court. 

“In addition, wholly apart from con- 
stitutional limitations, the authorities 
of one state can hardly be expected to 
devote their necessarily limited finan- 
cial and manpower resources to the 
investigation and prosecution of mis- 
Tepresentations made to the citizens of 
the other 47 states. And prior decisions 
of this court have referred to the un- 
wisdom, unfairness and injustice of 
Permitting policyholders to seek re- 
dress only in some distant state where 
the insurer is incorporated. (Travelers 
Health Assn. vs Virginia, citing Lum- 
bermen’s Ins. Co. vs Meyer, Spratley.) 
On the other hand, any attempt by one 


of the other 47 states to deal inside its 
boundaries with advertising originating 
elsewhere would fail to get at the 
source of the evil; it would deal only 
with a symptom rather than the cause. 

“The problem is even more acute 
where an insurance company employs 
no local agents and has no office or 
assets within the state. In those cir- 
cumstances, there would seem to be no 


way in which a state could protect it- 
self from false advertising disseminated 
from out-of-state points through the 
media of the U.S. mails (as in the 
instant case), newspapers, magazines, 
radio, or TV. Yet, under the decision 
below, the commission is precluded 
from acting even in that situation, so 
long as the states involved have enact- 
ed legislation relating to insurance ad- 
vertising. 

“The legislative history of the Mc- 
Carran-Ferguson act affords no basis, 
we believe, for any assumption that 


Congress intended to establish this 
legal vacuum—this no man’s land— 
between federal and state authority. 
On the contrary, both the House and 
Senate reports on the bill emphasize 
that the purpose of the legislation was ~ 
to secure adequate regulation and con- 
trol of the insurance business. As al- 
ready shown that purpose cannot be 
accomplished under the construction 
adopted by the court below. Which 
leaves the advertising practices of in- 
surance companies beyond the scope of 
effective regulation.” 
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Interest In Insurer Stocks Reflect Times 


For the first time in several years 
there are now a number of well in- 
formed stockbrokers who are no long- 
er recommending to their clients the 
purchase of shares in fire and casualty 
companies. Instead they are counsel- 
ling investors against their purchase. 
They are convinced that an invest- 
ment at this time in the stocks of fire 
and casualty companies might prove 
to be unwise. This is the opposite of 
the advice being given six or eight 
months ago. 


The attitude of the buying public 
itself has undergone ' considerable 
change. During most of this year there 
have been a number of articles in fi- 
nancial papers descriptive of the un- 
favorable results that the fire and 
casualty companies are having this 
year and pointing out that the record 
is worse than that of a year ago in 
respect to underwriting losses. Re- 
ports on individual companies have 
been unfavorable in most cases and 
in many instances have been given 
wider publication than when they had 
been favorable. The public has grad- 
ually acquired the idea that the fire 
and casualty companies are encoun- 
tering stormy weather, that the going 
is rougher in 1957 than it was in 
1956, and that until there are clearer 
skies and smoother sailing the shares 
of fire and casualty companies might 
well be avoided by investors. 


One stockbroker who has specialized 
in insurance shares for a quarter of a 
century said of this situation the other 
day, “That there is not a strong or 
sustained demand for the shares of 
good fire and casualty companies is 
demonstrated by the fact that many of 
them can be purchased at a 30 to 50% 
discount from their net asset value. 
Looking at it from this standpoint, the 
present day prices seem to be ridicu- 
lously low. It is true that the under- 
writing results are very unfavorable 
and may even be worse for the 12 
months of this year than for the same 
period of 1956, but we all know these 
companies are not going to go out of 
business, that they are passing 
through a difficult time but that re- 
adjustments of a favorable nature will 
be made, and so for any investor of 
courage and patience fire and casualty 
stocks seem to be in a buying position. 
They should not be avoided by inves- 
tors as they are now. If there can be 
even a reasonable adjustment of the 
principal problems of the fire and cas- 
ualty companies, it is not unreason- 
able to believe that they will be sell- 
ing at two or three times their present 
prices within that number of years. 
They are paying their dividends out of 
interest earnings only and so an in- 
vestor does not need to fear that divi- 
dends will be cut or discontinued. It 
is true that the surplus accounts of 
many companies went down in 1956 
and will decline again in 1957, but 
there will be an end to this trend and 
it should come within two or three 
years at the most.” 

But many stockbrokers find that in- 
vestors have the belief that because 
of the heavy losses of surplus, com- 


panies are liable to trim their divi- 
dends or in some cases even omit 
them. This is the belief of prospective 
investors rather than _ stockbrokers, 
however. For the most part, brokers 
generally still regard fire and casualty 
companies stocks as of high grade in- 
vestment quality but in some cases 
they feel that it is almost too much of 
a struggle to try to convince investors 
that there will not be a further decline 
in these equities—Howard J. Bur- 


PERSONALS 


Announcement has been made of 
the coming marriage of Malcolm L. 
McConnell, son of Commissioner F. 
Britton McConnell of California and 
Mrs. McConnell, to Miss Mary Eliza- 
beth Knight of Kansas City, Sept. 28. 


Lewis Shade of the Bennett & Shade 
agency of Decatur, Ill., and Mrs. Shade 
on Sept. 7 celebrated their 50th wed- 
ding anniversary. Their two sons, Wil- 
liam and Robert, are members of the 
Bennett & Shade agency. 











Ray Murphy, general counsel of 
Assn. of Casualty & Surety Compa- 
nies, achieved fisherman fame last 
week when he caught a 348-pound 
blue marlin off Shinnecock inlet Long 
Island, near the Hamptons. This was 
the second marlin to be taken in 
Long Island waters this year and was 
the largest. Mr. Murphy was using 
light tackle and he worked 6% hours 
to land the big fish. 


Superintendent C. Lawrence Leggett 
of Missouri has set a new record for 
tenure of office in his state. He has sur- 
passed the record set by the late Ben 
C. Hyde, who was head of the depart- 
ment from Oct. 1, 1921, to March 10, 
1929. Mr. Leggett took office Nov. 25, 
1949, and as of Sept. 12 was four 
months and seven days ahead of Hyde’s 
record. He began his business career in 
a bank at Palmyra, Mo., then was in 
the automobile business as a dealer, 
and in 1933 sold his interest in the 
agency to enter public service as audi- 
tor in the Missouri state auditor’s of- 
fice. In 1937 he joined the insurance 
department as an examiner, becoming 
senior examiner, and with the excep- 
tion of two years as accountant for a 
Kansas City insurer, he has continued 
with the department through both De- 
mocratic and Republican administra- 
tions. He was reappointed Feb. 10, 1953, 
for four years, and on Feb. 10, 1957, was 
named for another four year term. 


Leo B. Menner’s five-gaited horse, 
Miss Patricia, won the trophy in the 
open class at the horse show at Dun- 
ham Woods Country Club, near Chi- 
cago, last week. Mr. Menner leads Leo 
B. Menner & Son of Chicago. 


DEATHS 


OSCAR A. KOTTLER, 61, executive 
vice-president of Life Of Florida, died. 
Previously, he had been deputy com- 
missioner of the Pennsylvania depart- 
ment from 1945 until 1955 and senior 














examiner of the Florida department. 
He had also been resident manager at 
Philadelphia for J. Huell Briscoe & 
Associates, actuaries, management and 
insurance consultants of Chicago. Mr. 
Kottler was past president of both 
Pennsylvania and New Jersey Fra- 
ternal Congresses. 


IRVING C. WILLIAMS, retired vice- 
vice-president and secretary of Rough 


Notes Co., died at 
his home in Indi- 
anapolis after an 
illness of three 
years. He was 84 
years old. 

Mr. Williams 
joined the Rough 
Notes Co. in 1896 
and was with it for 
55 years. He be- 
came vice-presi- 
dent and secretary 
in 1916 and for Irving Williams 
Many years was ‘ 
editor of Rough Notes magazine. He 
wrote a number of books on insurance 
subjects, and also was the author of 
some books for teen-age boys. 

For 38 years Mr. Williams was sec- 
retary of Indiana Blue Goose. When he 
let it be known that he would have to 
retire from those duties, he was ad- 
vanced through the ranks in one swoop 
to Most Loyal Gander in 1950. 

Mr. Williams was born Aug. 4, 1873. 
He attended Purdue university for two 
years, and then had various jobs until 
in 1896 when he applied to Dr. Henry 
C. Martin, founder, general manager 
and editor of Rough Notes, for a posi- 
tion. The company had been started in 
1878, and Rough Notes had become a 
leading weekly insurance newspaper. 
Part of Mr. Williams’ new job was to 
deliver copies each week to the Indi- 
anapolis subscribers. After a few years 
he became assistant editor, taking over 
more and more of the editorial respon- 
sibilities as Dr. Martin advanced in 
age. 

Among Mr. Williams’ most impor- 
tant news contacts were the field men, 
and he won their high regard. He was 
elected wielder of the Indiana pond in 
1909 just a few years after it was char- 
tered, and held the job until he retired 
in 1950—by many years the longest 
term of service in the annals of Blue 
Goose. 

After Dr. Martin died, the company 
came under new management, and 
Rough Notes was changed to a monthly 
magazine with Mr. Williams as editor. 
It was devoted to selling and put em- 
phasis on better underwriting and bet- 
ter agency management. Mr. Williams 
was on the job as editor of the mag- 
azine from 1917 until 1950 when he re- 
tired at the age of 77. He became ill 
less than two years later. 

Mr. Williams throughout his life took 
an interest in young people. He taught 
a Sunday school class in his church, of 
which he was trustee and an elder, for 
nearly 50 years, and helped organize 
the first Boy Scout troop in his church. 
He was a charter member of the In- 
dianapolis Council of Boy Scouts, or- 
ganized in 1914, and took part in its 
work until he retired from most activi- 
ties in the early 1950s. 





- 


ROBERT K. PHELPS, 58, manager 
of Illinois Inspection Bureau at Chi- 
cago since 1950, died after an extended 
illness. Mr. Phelps joined Michigan In- 
spection Bureau after graduating from 
University of Michigan in 1924 and 
became branch manager at Saginaw in 
1934. In 1941, as a major in the Na- 
tional Guard, he was called to active 
duty. He rose to the rank of colonel 
and from 1947 to 1949 was military 
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governor of Frankfort, Germany. In 
1950 he joined the Illinois Bureau at 
Chicago and for a time managed both 
the Illinois and Indiana inspection 
bureaus upon the retirement of E. M. 
Sellers from the Indiana post until a 
successor could be named. 


J. AUBREY CRANE, 81, retired au- 
ditor of Indemnity of North America 
at Boston died in his home in Framing- 
ham, Mass. 


GLENN MARSHALL, 56, Norton, 
Vt., agent and assistant judge of Essex 
county, died. He was also a former 
member of the Vermont legislature. 


ERWIN H. OLMSTEAD, 78, agent of 
Morrisville, Vt., for 50 years, died. 


DAVID H. FELDMAN, 65, New York 
insurance broker, died at St. Joseph’s 
hospital in Far Rockaway, Queens, N.Y. 


GARY E. GILLIS, 55, New Orleans 
agent, died of a heart attack in Hagers- 
town, Md., while enroute home from 
vacation. He was a past president of 
New Orleans Insurance Exchange. 








American Universal of Providence 
has appointed Assistant Secretary 
Roger P. Myette agency supervisor. He 
has been in charge of agency develop- 
ment and operations in Rhode Island 
seven years. 


NAUA Increases Mass. 
Rates For Auto PHD 


National Automobile Underwriters 
Assn. has revised auto physical dam- 
age rates in Massachusetts, effective 
Sept. 4. 

Comprehensive has been increased 
$1 to $6 throughout the state. The 
$50 deductible collision has been in- 
creased 7% to 10% statewide. Cor- 
responding adjustments have been 
made in $100 deductible collision rates, 
and 2C collision rates have been in- 
creaseu 3u%. 

The 40% discount applies on $50 
deductible comprehensive. 





Frigon Joins Erion & Co. 


I. S. Frigon, for 10 years manager 
of the marine division of Underwrit- 
ers Adjusting at Chicago, has joined 
Frank L. Erion Co. in Chicago, spe- 
cializing in inland, ocean and yacht 
adjustments. 

Before going with Underwriters Ad- 
justing in 1947, Mr. Frigon was with 
Western Adjustment at Detroit, for 
nine years as marine supervisor for 
Michigan. Before that he was marine 
loss supervisor for Aetna Fire at Chi- 
cago. 





Halberg Enters Legal Field 
Carl W. Halberg, who has been with 
Thomas D. Gemerchak, independent 
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adjuster at Cleveland, has resigned 
to devote his entire time to the prac- 
tice of law. Mr. Halberg has been a 
member of the Ohio bar for 19 years. 
Before going with T. D. Gemerchak, 
he was with Western Adjustment. 





D. J. Lawson Becames 
A&S Manager Of 


Illinois R. B. Jones 


Delano J. Lawson has joined IIli- 
nois R. B. Jones as manager of the 
accident and sickness department, in- 
cluding general production. He is re- 
joining the organization with which 





in 1950, he started in insurance in the 
underwriting and production depart- 
ment. 

Mr. Lawson went with Newhouse 
& Hawley in 1952 in the production 
unit, subsequently becoming manager 
of the accident and sickness depart-. 
ment. 

He attended Illinois Tech. Mr. Law- 
son’s father is E. D. Lawson, vice- 
president and manager of the west- 
ern department of Firemen’s Fund 
group. 





Canton, O., Blue Cross has petitioned 
for a rate increase. 





41,000 MILES 10 G0... 


WITH CONTRACT BONDS NEEDED 
EVERY INCH OF THE WAY 


Within the next 13 years, 41,000 miles of new 





---But Does HE ? 


Ask one of your prospects what the term “marine insur- 
ance” means. Chances are he'll reply that it’s insurance 
for ships and cargoes. He'll probably be amazed to learn 
that the insurance he carries on his golf clubs . . . on his 
wife's jewelry and furs . . . is also marine. 
@ It's often difficult for your prospects to understand that 
marine coverage extends far beyond the sea way and 
shore line. Theaters and department stores, art gallerys 
and radio-TV stations, even physicians, laundrymen, and 
contractors are prospects for marine protection. 
® Each time you survey a commercial or personal account, 
keep in mind the expanding facilities of Zurich-American’s 
Inland Marine Department. The Zurich-American field 
man will be glad to help you explore the full sales poten- 
tial of profitable Inland Marine lines. 

Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








roads will be built under the Federal Highway pro- 
gram alone. Practically every type of contractor 
employed on this vast project must furnish Contract 
Bonds. In addition, the new roads mean re-location 
of industry—new shopping centers—new schools— 
motels—restaurants. THE chance-of-a-lifetime for 
bond agents! 


Let American Cas- 


ualty help you with unex- 

celled bonding experience, 

judgment and know-how ee and all tines 
... With preferred rates i ance — everything 
for qualified contractors the Contractors’ 
... and with complete multiple Equipment Floater to the 
line facilities that enable} 0mprehensive Lapis 
you to “wrap up” the} Policy. Let ys know h ; 
entire account. We Can best help you = 
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GN OFICINAS de ULTRAMAR, S.A. 
ar La Metropolitana Bldg., Havana, Cuba 


International Insurance and Reinsurance 


Underwriting Managers 
for the Latin American Pool 


Trustee for U.S.A. and Canada Trust Fund: 
The MARINE MIDLAND TRUST COMPANY of NEW YORK 











ULTRAMAR INTER-AMERICA CORP. 





International Insurance and Reinsurance 


Latin American Specialists 
60 Wall Street New York 5, N. Y. 


Telephone: WHitehall 3-9690 1-2 Cable Address; ULTRAMAR 











Wraparound Windshields—Cut For Insurance 


(CONTINUED FROM PAGE 8) 





been covered. You have collected pre- 
miums and paid losses for it in three 
parts of your policy: A very small part 
of the PDL dollar, a larger part of the 
deductible collision and fully under 
comprehensive. I do not believe any- 
one can separate these figures. 

Auto glass must be thought of dif- 
ferently if we are to understand the 
facts that follow: 

In a new car, glass represents 
8% of the car value. 

During the second year, it rep- 
resents 12% of the car value. 

In the third year, 17% of the 
car value. 

In the fourth year, 25% of the 
car value. An average value of 
15% plus. 

Losses cannot be replaced with used 
glass—neither can glass be repaired, 
straightened, adjusted; it must be re- 
placed entirely with new glass. 

To prove the lack of understanding, 
I have on my desk an offer to insure 
a 1954 Buick for comprehensive cov- 
erage for $8. This car has a shaded 
windshield that cost at retail $124 in- 
stalled. We will show it costs $8 to 
insure the glass, annually, when the 
car was new and worth $3,600 and 
costs the same amount to insure four 
years later when the car value is $1,- 
000. Thus, the glass claim dollar does 
not reduce as the value of the car 
falls. 

Under these conditions, is it not 
common sense to anticipate from glass 
alone a loss ratio of 8% to 15% of the 
entire physical damage claim dollar? 
It has never been before but that day 
is here now, owing to the large wind- 
shields. 

Many different and strange things 
take place as a result of the use of 
$100 windshields. For example: If un- 
der collision with $100 deductible, one 





of the American Agency System. 
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Service... 


For more than four score years... the New 
Hampshire Fire Insurance Group has rendered 
prompt and efficient service to our agents and 
representatives in this country and overseas. 
In the years which lie ahead, our companies 
will maintain this service at the highest degree 
of efficiency, in the firm belief that only this 
type of service can adequately meet the needs 
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had a collision loss that cost $175 in- 
cluding a windshield, the owner no 
longer pays $100 under collision but 
pays only $75 as the loss is paid under 
comprehensive and charged to com- 
prehensive. This situation and others 
are for you to ponder and indicates 
the glass claim dollar is truly compli- 
cated. 

In order to clear the deck to get 
ready for windshield costs under com- 
prehensive we should glance at the 
table below. 

The weighted average price of all 
the glass installed in a 1957 automo- 
bile is: 

Retail Wholesale You Can Expect 
Installed Installed Your 1957 Model 


Price Price Glass Dollar To 
Be Spent In These 
$ $ Percentages 
Windshield 108.25 85.25 ‘e 
Side Lights 83.50 67.00 22% 
Back Lights 58.25 47.75 3% 
250.00 $200.00 


BACK LIGHTS 


They are curved tempered glass 
that seldom break. The only breakage 
cause is collision or temperature ex- 
tremes mostly due to very hot weath- 
er when they disintegrate. Sizes of 
glass will increase, but there should 
be a decrease in the claim dollar in 
the future due to better, more cush- 
ioned mountings. 


SIDE LIGHTS 


Door, quarter and vents in all re- 
cent cars have been mounted much 
better. Eliminating faulty and poor in- 
stallation will result in some reduc- 
tion of losses. 

Some 1957 Chrysler cars for the 
first time in the United States are 
equipped with tempered glass in the 
doors. You will hear much about it 
in the months ahead. It is a hotly de- 
bated item in both automotive and 
glass circles. Its questionable safety 
factor must be balanced against lower 
cost. Its future use cannot be predicted. 
The insurance industry must balance 
lower glass replacement cost against 
likely higher casualty and medical 
costs. My personal opinion is—it’s a 
less desirable product. 


Tinted, heat-absorbing glass in use 
in perhaps 30% of all cars at a higher 
cost has many benefits. the one objec- 
tion is a claimed reduction in night 
visibility. Some compromise in re- 
duced tinting would retain most of the 
benefits and reduce questionable ob- 
jections. It could then be standard 
equipment in all cars at no extra cost. 
Huge saving in service would result 
as inventories of windshields would 
drop 40%. To become a reality mar- 
ginal profit motives will have to be 
surrendered in the interest of safer 
driving. 

. * * 

What causes windshield breakage? 
Will it increase, decrease, what can 
and should be done to reduce breakage 
frequency? 

Under comprehensive coverage a 
survey of many hundreds of wind- 
shield loss reports shows over 90% 
are broken by flying stones. Stones, 
the size of them and the speed at 
which they travel must be understood. 

A handful of stones up to the size 
of marbles can be tossed at a wind- 
shield and they will bounce off with 
no damage. A stone the size and shape 
of a pea or a navy bean can be thrown 
hard, at a speed of about 50 miles per 
hour with no resulting damage. Dou- 
ble the speed by use of a sling shot to 
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100 mph and the laminated glass 
breaks every time. Thus there is a di- 
rect relationship between the speed 
stones travel or the speed cars are 
driven and the breakage frequency. 


With this knowledge let us examine 
the results of some 20 states having 
laws requiring the use of large rein- 
forced rubber stone deflectors hung in 
back of the rear wheels on all heavy 
duty trucks and trailers. They do pro- 
tect the following vehicle from stones 
and have been a help in this respect. 
We now find a huge increase in 
breakage to oncoming cars as they 
pass trucks. This is what takes place: 
Stones picked up by the left side tires 
are literally batted forward by the 
left deflectors moving ahead at, let us 
say, 50 mph, the speed of the truck. 
Only a few hit the windshield of the 
oncoming car, but at a speed of 50 
mph, because the combined speeds of 
the car and stone is about 100 mph, 
breakage occurs nearly every time. It 
seems kind of foolish to have half of 
the truck industry spend $50 million 
to equip their units with such partial 
or questionable benefits. One imme- 
diate inexpensive answer is to mount 
the left side deflectors at an angle to 
the inside so the deflected stones 
would be trapped by the undercar- 
riage of the truck or trailer. 

Another possible solution would be 
to make the deflectors out of a metal 
mesh that would absorb stones rather 
than bat them forward at increased 
speed. Intelligent research is neces- 
sary to revise existing laws and cor- 
rect this condition before additional 
states pass such futile regulations. 


Proof of how serious this breakage 
is comes from inspecting hundreds of 
windshields broken when passing on- 
coming trucks. We always discover 
small star breaks, bulls eye or half 
moon damage caused only by small 
stones traveling at very high speeds. 
An encouraging note is found on new 
1957 cars equipped with 14” tires. 
They have very narrow tread grooves 
that will only pick up the very small- 
est pebbles. This coupled with the 
very long and low overhang gives al- 
most complete protection to both fol- 
lowing and passing cars. 

Gravel free roads are the real and 
ultimate answer. It’s good to see 
thousands of miles of new highways 
with wider roadbeds, with grass 
shoulders, paved access lanes and 
curbing to prevent gravel wash where 
necessary. Our federal road program 
will assure thousands of miles of such 
highways. 

It is safe to say millions of car 
miles can be driven on some of our 
new freeways without having a wind- 
shield broken. In some areas the re- 
building and resurfacing of old roads 
is being done with these factors in 
mind. 

More and more miles of gravel free 
highways are coming into use. Car 
speeds by law have apparently 
reached a maximum. It is therefore 
a common sense conclusion that we 
can look forward to a significant fre- 
quency decrease in the immediaie 
years ahead. 

In the succeeding 3 sections we will 
follow this outline: 

Part II—(A) Why it costs 9 times 
more to insure a wraparound and 
why it’s worth it; (B) Aggravated 
losses cost millions and how to stop 
them, and (C) Actual glass loss fig- 
ures with an understandable inter- 
pretation. 

Part III—We drive by our eyes— 
more safely through wraparounds. 
Highway Hypnosis and Speeditis. 

Part IV—(A) Confusion and cost of 


paying for plastic parts; (B) Why in- 
suring 3% of the cars for comprehen- 
sive can cause an underwriting loss 
on 15% of all cars; (C) Some new 
consideration should be given com- 
prehensive underwriting; (D) Rapidly 
changing cars offer a challenge too 
great for averages to absorb, and (E) 
Final summary. 





U. S. Sen. W. F. Knowland of Cali- 
fornia will be the principal speaker at 
the CPCU all-industry luncheon at San 
Francisco Oct. 8. 


GAB Estimates Hail 
Loss Of $190,000 
At Gillette, Wyo. 


General Adjustment Bureau has 
sent a notice to companies reporting 
a total estimated insured loss of $190,- 
000 from 800 claims resulting from a 
hailstorm which struck Gillette, Wyo., 
Aug. 31. 

Dwellings and mercantile risks were 
hit hardest, with 550 dwelling claims 
averaging $200 each and 100 mercan- 
tile claims at $400 each expected by 


the bureau. One hundred automobile 
claims at $150 each and 50 house trailer 
claims at $400 are also expected. Large 
individual losses occurred at one high 
school when damage was estimated at 
$3,000 and at one grade school which 
sustained $2,000 damage. 





Elect Layzell At Bellingham, Wash. 


Bellingham (Wash.) Assn. of Insur- 
ance Agents has elected R. P. Layzell 
president to succeed Duff Sutherland. 
Also elected were Morgan Wheeler, 
vice-president, and Anne E. Byrne, 
secretary-treasurer (reelected). 








except Life. 








six months before, was to play an important part. 





The click of the switch that lit the lights in New York on September 4, 1882 was 
far more significant than it appeared at the time. It did more than show electricity 
had become a household servant, it ushered in a mechanical era that was to change 


all concepts of insurance protection. An era in which Chubb & Son, organized just 


At first the new firm’s interest was largely ships, but its willingness to apply 
fresh thinking to the challenge of the times soon broadened its scope to the point 


that its business today is world wide and includes almost every form of insurance, 
This year, in celebrating its 75th anniversary, Chubb & Son with a continuity 


of management and tradition continues to look ahead and plan ahead to meet the 


challenge of a new era—an era of electronics, supersonic speed and atomic power. 


Ste ri U B B & Ss ©) N 9 retacwestars 


90 John Street, Nev York 38, N.Y. 
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California Department Reports On First Six Months Business Nationally 


(CONTINUED FROM PAGE 4) 





Continental 


Commercial 

of Newark 
Detroit Fire 

& Marine 
Dubuque F.&M. 


Eagle Fire 
Emmco 
Empire State 


Employers 
Casualty 
Employers 
Fire 
Employers 
National 


Employers Re 
Equitable F.&M. 
Estate 

Excel 

Exchange Cas. & 
Surety 

Federal 

Fidelity & 
Casualty 
Fidelity & 
Deposit 
Fidelity- 


Phenix 
Fire Assn. 


Firemen’s 

of Newark 
First National 
Fulton Fire 
General 
Casualty 


General 
Exchange 


Export 

General of Seattle 
General 

General Re 


General Sec. 
Assurance 


Germantown 
Fire 
Glens Falls 


Globe & 
Republic 
Globe 
Indemnity 
Government 
Employees 


Granite State 
Great American 
Indemnity 
Great American 
Gulf 

Halifax 


Hanover Fire 
Hartford 
Accident 
Hartford Fire 
Hartford Live 
Stock 


Hartford Steam 
Boiler 


Health Service 
Hearthstone 
Holland-America 
Home Indemnity 
Home 

Home, Hawaii 
Homeland 
Houston F.&C. 


Illinois Fire 


Indemnity of N. A. 


Ins. Co. of N. A. 
Ins. Co. of Pa. 
International 
Service 
Inter-Ocean Re 
Jefferson 
Jersey 


Kansas City 
F.&M 


Manhattan F.&M. 











Net Net Increase or 
Premiums Underwriting Investment Decrease in 
Earned Gain or Loss Gain or Loss esi a 
$ $ 

15,242,251 —2,418,813 2,849,447 —16,038,901 
30,638,054 —5,354,925 9,975,484 1,758,566 
5,903,987 —378,310 323, —900,907 
11,965,012 —1,058,520 660,089 1,687,254 
1,135,779 —145,309 126,304 —429,036 
2,360,279 —319,558 242,618 62,798 
730.447 89,931 34,586 — 50,089 
1,507,501 —247,001 70,230 —168,143 
1,078,215 —265,284 57,412 — 240,882 
2,197,236 —595,058 116,120 —722,761 
6,229,332 596,291 203,863 —342,799 
12,214,206 979,635 388,322 — 21,708 
1,067,930 —111,830 57,453 —124,003 
2,160,776 —207,941 97,892 — 19,134 
4,908, 380,226 134,875 —539,858 
10,056,059 206,632 276,403 —597,099 
4,061,343 —192,448 191,673 —190,955 
8,252,873 —851,631 366,734 —408,328 
149,312 46,710 19,181 36,628 
318,482 19,709 39,813 51,373 
6,200,611 914,134 366,397 345,001 
12,343,365 1,337,536 741,499 136,623 
1,435,041 —176,308 112,009 —496,773 
2,954,777 —300,001 255,361 142,897 
14,059 7,372 5,004 168,641 
19,732 17,779 26,463 278,650 
62,539 —12,017 19,458 —65,305 
138,549 —47,795 39,010 82,523 
605,233 —109,834 10,463 —85,111 
1,377,544 —114,153 22,249 —94,925 
13,064,554 116,077 1,068,031 —2,350,285 
26,479,590 —53,026 2,138,495 845,877 
29,783,263 —3,330,253 2,597,471 —7,134,816 
54,816,877 —6,633,585 6,481,900 951,439 
4,883,863 657,963 340,303 —814,977 
9,781,015 1,989,754 84,483 937,241 
12,291,072 —1,650,609 2,372,216 —15,493,740 
24,660,1 —4,036,180 11,483,942 3,802,181 
8,376,415 —1,169,009 535,083 —2,461,358 
17,579,025 —1,624,866 1,087,555 —1,003,246 
19,679,742 —1,273,691 1,124,444 —5,148,926 
39,882,972 —3,528,803 2,487,353 —8,277.241 
1,356,961 —212,651 102,281 —9,765 
2,656,681 —698,631 211,195 —195,199 
28,986 —66,980 
——- 74,707 —1,472 
8,636,830 —1,139,919 465,331 —1,378,140 
17,353,097 —1,977,202 900,986 —427,395 
32,145,462 966,44: 1,142,583 524,002 
63,839,140 —366,305 2,344,663 2,239,690 
204,174 219,433 101,089 —1,943 
321,124 315,533 135,588 233,565 
12,976,962 1,366,081 629,033 —1,807,687 
26,539,130 .299 1,396,551 .794 
694, 19,291 94,124 —11,985 
1,411,080 —158,238 142,929 —213,304 
11,016,383 —187,687 673,065 —682,351 
21,878,908 —522,249 1,283,264 611,069 
2,416,028 902 109,264 —798,574 
5,060,707 —1,042,128 314,608 —995,731 
258,498 97,869 43,370 —14,977 
491,143 116,083 80,63 169,638 
18,989,254 —1,654,003 834,190 —3,008,053 
38,273,696 —2,719,081 1,635,040 —1,432,171 
1,412,891 —100,742 115,885 —278,699 
2,842,128 —260,631 635 —77,618 
8,190,122 —693,300 374,431 —957,991 
16,621,410 —1,101,890 846,604 —822,725 
7,245,400 1,002,045 303,387 611,549 
14,935,682 1,815,457 672,403 619,567 
1,432,450 —3,224 219,436 16,002 
2,975,622 —106,737 367,846 176.804 
10,708,798 —1,964,514 698 —3,105,294 
22,138,778 —2,983,207 1,032,568 —2,393,822 
18,172,136 —2,286,013 1,768,668 —11,193,217 

37,755,111 —5,081,102 3,745,779 —4,097 3 
4,538,014 —135,665 211,291 —122,783 
9,095,893 —1,040,157 470,008 —718,226 
348,932 30,692 32,270 25,681 
743,600 —36,660 62,133 36,483 
7,561,783 —880,196 315,102 —1,749,572 

15,719,162 —1,747,960 1,271,837 —1,822,4 
47,916,688 —5,187,023 2,213,614 —6,309,561 
98,166,479 -—6,164,084 4,266,352 —4,184,407 
37,719,016 579,508 3,086,755 —1,208,280 
166,384 —558,343 6,170,871 2,580,450 

260,802 91,405 50,234 —23,54: 

531,860 102,454 100,927 115,754 
4,817,812 —203,782 398,258 —1,107,538 
,651,358 639,978 1,284,407 737,740 

+733 10,085 22,131 . 
1,877,120 —791 42,372 31,474 
593,23 27,851 11,456 ,759 
1,228,482 61,524 22,626 70,920 
42,411 —52,883 10,078 —131,968 
147,281 —146,248 22,251 —292,956 
9,956,910 —1,284,415 423,379 —1,269,504 
19,996,945 —2,563,929 40,082 —1,876,796 
45,415,629 —5,727,762 6,273,491 —15 918,212 
94,175,524 —7,927,' 9,643,966 —2,757,865 
618,986 87,468 48,209 21,703 
1,172 547 88,837 89,250 138,202 
770,980 —80,686 53,827 —213,139 
1,497,077 —170,927 100,755 —217,062 
1,644,415 —108,595 108,330 —160,482 
3,690,281 —633,504 321,241 —901,026 
543,638 —92,803 22,737 —12,674 
074,542 —99,790 47,072 —3,942 
27,259,788 —3,569,403 2,037,689 —6,557,103 
639, —5,380,27: 4,070,389 —4,368,149 
36,664,506 —797,108 4,929,982 —17,022,350 
76,966,792 —3,434,296 10,164,360 510,800 
1,102,147 —201,556 225,401 —598,617 
2,202,823 —357,134 384,321 —28,307 
1,403,592 65,90: 51,787 8,052 
2,870,747 210,174 121, 81,685 
1,774,260 128,131 88, —9,814 
3,613,064 110,247 189,677 432,374 
236,968 —42,044 21,606 —27,412 
474,621 —29,806 50,891 1,282 
1,420,561 —170,965 95,560 —459,095 
2,878,078 —237,113 179,594 —220,324 
1,397,301 —51,799 43,002 —88,472 
2,863,669 —119,562 84,175 —65,906 
888,600 —145,426 56,230 —161,910 








Manufacturers 
Casualty 
Manufacturers 
Fire 

Marathon 


Maryland 
Casualty 
Massachusetts 
Bonding 
Massachusetts 
Casualty 
Massachusetts 
Fire 
Massachusetts 
Protective 
Medical 
Protective 


Mercantile 
Merchants & 
Mfrs. 


Merchants Fire 
of N. Y. 
Merchants Fire, 
Denver 
Merchants Ind. 


Metropolitan 
Casualty 


Michigan F.&M. 


Michigan 
Surety 
Mid-States 


Milwaukee 


Minneapolis 
F.&M. 
Minnehoma 


Monarch 
Motors 


National 
American 
National-Ben 
Franklin 


National 

Casualty 

National 

Fire 

National 
Indemnity 
National 
Standard 
National Surety— 
N. Y. 


National Union 
Fire 


National Union 
Indemnity 

New Amsterdam 
Casualty 

New England 


New 
Fire 
New York 
Fire 

New York 
Underwriters 
Newark 


Hampshire 


Niagara Fire 
North American 
Re 


North River 
Northeastern 
Northern 
Northwestern 
F.&M. 
Northwestern 
National Casualty 


Northwestern 
National 

Ohio Casualty 
Ohio Farmers 
Indemnity 
Ohio 


Old Colony 
Old Republic 
Pacific Fire 
Paramount 
Fire 

Peerless Ins. 


Pennsylvania 
Fire 


Penn. General 
Philadelphia 
F.&M. 
Phoenix of 
London 
Phoenix, N. Y. 


Planet 


Potomac 


Preferred 


Net Net Increase or 
Premiums Underwriting Investment Decrease in 




















Earned Gain or Loss Gain 7 Loss Lor eg 
$ 
2,126,611 —161,060 119,283 —88,750 
4,476,281 —999,647 174,340 —676,164 
8,815,604 —1,309,156 573,741 —991,752 
—1,399 8,276 5,442 
—2,771 15,729 6,196 
649,064 157,312 11,606 —418,303 
1,291,214 220,020 15,986 —387,589 
27,868,396 —2,135,802 869,666 —4,002,080 
56,153,012 —5,921,887 2,250,528 —5,399,746 
8,919,731 —1,666,395 435,480 —1,853,133 
18,499,068 —720,898 925,936 —708,096 
570,815 56,732 16,593 43,728 
1,106,434 127,768 31,690 128,276 
1,135,7 —145,684 110,360 —109,508 
2,360,279 —320,287 234,543 —115,567 
2,782,089 392,021 984,772 —447,870 
5,540,558 610,726 1,123,601 391,704 
381,381 19,353 24,011 19,976 
768,656 74,096 44,422 49,473 
1,483,337 —159,146 91,565 —441,183 
2,893,043 —336 .546 169,316 —359,160 
941,927 —67,322 87,284 —142,960 
1,894,752 —174,299 182,101 361 
4,609,41 —507,998 378,360 —1,062,544 
9,507,317 —1,027.341 704,948 1,357,193 
585,462 —6,447 30,144 9, 
1,175,184 —54,399 59,003 —15,516 
1,152,619 —118,723 179,446 —461,761 
2,376,829 —247,826 406,075 725,849 
5,903,987 —-378,310 282,963 — 688,188 
11,965,912) + —1,058,520 645,815 —1,054,777 
943,402 —156,170 83,475 —186,345 
2,070,846 —303,191 169,9 99,881 
152,236 —78,116 5,010 —120,354 
285,765 —37,483 10,395 —164,668 
1,042,164 —20,129 40,709 14,579 
2,066,217 108,310 79,482 95,828 
5,903,987 —378,310 337,057 —472,253 
11,965,012 —1,058,520 762,093 —664,680 
32,401 —56,858 
69,269 84,197 
292,520 44,409 28,250 31,233 
605,941 24,288 56,772 12,210 
2,717,328 —414,830 291,005 —222,540 
5,471,110 —800,014 479,891 —380,164 
8,703,888 1,074,216 249,673 786,393 
17,304,202 1,328,907 507,229 884,644 
1,522,295 —5,803 105,846 26,678 
3,027,283 —189,584 199,817 —14,236 
1,967,995 —126,103 98,779 —244,563 
3,988,337 —352,840 212,614 —342,804 
6,020,746 —247,297 151,435 —460,306 
12,022,734 —72,382 251 245,097 
16,301,741 —1,278,836 4,519,574 —2,223,455 
31,884,724 —1,809,161 4,693,220 —1,307,266 
491,290 2. 43,095 109,336 
1,009,820 —85,997 82,818 61,898 
2,152 6,484 9,197 14,105 
4,756 3,929 18,941 13,851 
7,953,077 —228,645 484,208 —616,577 
16,195,827 —886,497 979,290 445,492 
8,002,870 —558,998 1,032.500 —1,713,339 
16,652, —1,577,241 1,529,391 —2,099,745 
889,207 —223,127 39,118 —263,005 
1,850,281 —336,265 99,936 —230,144 
14,857,318 —1,810.518 483,225 —2,877,368 
30,165,166 —3,142,216 1,080,870 —2,809, 
,257, — 208,268 110,576 —245,747 
2,761,128 —404,296 640 —112,555 
5,078,688 —11,434 643,652 355 
10,549,934 —378,431 937,144 406,375 
1,726, —122,553 153,324 —522,070 
3,473,712 —316,220 310,413 —19, 
1,626, 29.465 142,754 —444,561 
3,280,735 —19,228 277,245 —95,955 
3,540,246 —299.687 212,483 —427,625 
7,184,738 —476,302 401,440 —354,159 
8,058,461 —1,082,859 1,624,096 —5,121,941 
21,650,682 —8,690,128 7,341,443 —2,877, 
7,561,984 —444,327 464,735 —508, 
14,937,047 —1753,373 1,117,119 —17,035 
5,716,630 —260,346 770,722 —1,295,432 
11,862,262 —760,800 1,149,075 —226,495 
339,683 —129,183 66,828 —38,146 
Not Reported 
7,086,575 —437,02 t —1,260,679 
14,418, —803 193 706,815 164 
508, 16,841 66, —26,816 
1,025,229 10,726 135,424 177,201 
1,862,450 —208,535 126,108 1,553 
4,119,618 13,963 239,850 579,231 
629. 397 411,488 —442,949 
7,818,828 —156,080 735,208 1,090,458 
12,067,949 796,574 1,455 11,956 
24,607,324 342,756 724,703 457,206 
3,368,669 —878,830 954,851 —877,898 
7,223,872 —1,428,126 1,065,364 —1,250,423 
147,336 —2, 28,266 3,264 
310,412 —15,702 60,107 56,676 
3,778,212 —678,044 329,314 —1,120,251 
7,596,549 —649,519 707,203 197,818 
1,368,265 —210,402 57,211 —252,009 
3,049,070 —613,202 114, —627,642 
532, —303, 205,248 —933,547 
5,130, —457,184 370,072 83, 
985,814 134,770 797,471 —260,400 
1,942, 25,248 884,408 —455,196 
3,501,198 47,306 567 58,631 
6,839,624 52,205 485,580 947,766 
3,310,942 67 215,089 —902,827 
6,439,065 —773,454 ,682 —563,482 
1,190,311 —427,943 55,324 —416,825 
400,554 —468,824 122,518 6,688 
3,986,763 —361,240 650, —913,665 
8,009,869 —353,820 1,282, 696,291 
6,585,535 —716,186 370,073 —58,790 
13,174,309 —1,346,641 945,824 —463,753 
11,890,341 —1,461,592 1,167,221 —10,638,352 
24,482,442 —2,521,637 2,399,038 —6,452,717 
1,623,500 —218,295 64,176 —157, 
3,239,297 —418,440 133,808 —236,196 
5,085,875 —52,823 229,510 —139,123 
10,256,916 —238,296 490,280 —374,601 
1,730, 36, 76,183 —46,211 
3,508,708 —324,128 150,345 —206,197 


(CONTINUED ON PAGE 52) 


1956 Qualifiers For 
LPRT Number 211 


Membership in the Leading Produc- 
ers Round Table of International Assn. 
of A&H Underwriters was achieved 
by 211 producers in 1956, IAAHU re- 
ported last week. This is the second 
highest number, surpassed only by 
1955 when 216 qualified. 

Oakley Baskin, Mutual Benefit H.& 
A., Buffalo, chairman of the round 
table and vice-president of IAAHU, 
said qualification standards were 
raised for the 1956 awards, an increase 
of $5,000 in “annualized” A&S premi- 
ums being added across the board to 
the old requirements. A producer now 
has to have $10,000, or $15,000 or 
$20,000 to qualify for the bronze, silver 
or gold awards respectively. 

Group insurance premiums are al- 
lowed to count one-third of the total 
requirement for any award. Life mem- 
bers are those who have qualified 
three times for the gold award. Life 
and qualifying award winners are the 
top producers who have already made 
the life award previously and have 
again qualified for any of the three 
current awards. All award winners 
must have been members of IAAHU 
and in good standing during the year 
of qualification. 

Mr. Baskin commented that the 
number of qualifiers with more than 
$10,000 in premiums increased 33% in 
1956 over 1955. 

Plaques and certificates for award 
winners have been sent to state and 
local associations, and most of them 
will have presentation ceremonies this 
fall. Tie clasps and emblems are avail- 
able to qualifiers for the first time this 
year, and can be obtained from 
IAAHU headquarters at 330 South 
Wells street, Chicago. 

The current officers of the leading 
producers round table are: President, 
Clarence G. Kluckhohn, Mutual Bene- 
fit H.&A., Waterloo, Ia.; Vice-presi- 
dent, Ralph V. Matlin, Washington Na- 
tional, Los Angeles; secretary, Carl L. 
Brandt Sr., First National Casualty, 
Fond du Lac, Wis. 


N. H. Auto Liability Rates 
Hiked To Include New 
Compulsory UME Premium 


Automobile liability insurance rates 
in New Hampshire have been increased 
$2 for private passenger cars and $3 
for commercial and public conveyance 
vehicles as a result of the uninsured 
motorist endorsement being made a 
compulsory provision of the standard 
auto liability policy in the state. 

Commissioner Knowlton set the 
new rates Sept. 3, after companies 
writing auto liability coverage in New 
Hampshire asked for increases which 
would have boosted the rates $3 for 
private passenger, $5 for commercial 
and $6 for public conveyance vehicles. 

The uninsured motorist endorsement 
had been available on an optional 
basis in New Hampshire at an addi- 
tional premium of $3. 


Olympic Of L. A. Names 


James B. Reinbolt Actuary 


Olympic of Los Angeles has ap- 
pointed James B. Reinbolt actuary. 
He has been with Nationwide Mutual 
group in Columbus, O., since 1949, 
serving as automobile underwriter, 
reports and control analyst, casualty 
statistician and assistant fire actuary. 








Industrial Indemnity has named 
Howard F. Worth production manager 
at Los Angeles to succeed Charles L. 
Ennis, who has been transferred to 
Sacramento. 





XU 




















i ae aI Ps 





September 12, 1957 


51 





EUA Unveils Salesmanship Course, Text 


Eastern Underwriters Assn. unveiled 
its quick course in effective salesman- 
ship, prepared by its public relations 
committee at the suggestion of the 
Eastern Agents Conference committee, 
during the Eastern Agents Conference 
program at the NAIA convention in 
Chicago. 

The 19 fiéld clubs in the 12 eastern 
states will be schooled to make the 
presentation of the course, immediately. 
This will be done with the field 
clubs by the EUA staff. Special meet- 
ings of field clubs have been arranged 
throughout EUA territory for Septem- 
ber and October. Five-man teams of 
field men will be selected in each area 
to present the course in a forum before 
local boards in cooperation with state 
association leaders. 

At the Chicago meeting of eastern 
agents, a sample forum was presented 
in condensed style to give those at- 
tending a general outline of the pro- 
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A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han- 
dling your out-of-state business. 
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CRITCHELL-MILLER 
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posed program. This is an introductory 
course in salesmanship and is part of 
the coordinated program of public re- 
lations recently inaugurated by EUA 
between state agent associations, local 
boards and field clubs. 

The EUA booklet which outlines the 
fundamentals of the salesmanship 
course was distributed at Chicago, 
and it is planned to furnish a copy to 
each agent who attends future sales fo- 
rums in the east. The booklet isn’t, 
however, available to agents except 
through attendance at a sales forum. 

The booklet describes sales planning 
for the individual agent and sets out in 
non-technical language the four prin- 
ciples of selling—approaching the pros- 
pect, getting his interest, inspiring 
action by the prospect, and closing the 
sale. 

The booklet also lists supplementary 
texts for further study and suggests 
local boards develop their own sales 
forums in order to continue the ad- 
vancement of effective selling methods 
for multiple line and package policies. 





Darling Advanced By 
Hartford Steam Boiler 


Hartford Steam Boiler has advanced 
Daniel D. Darling to assistant super- 
intendent of the home office under- 
writing department. Except for army 
service he has been with the company 
since 1936. Most recently he has been 
a member of the underwriting staff 
dealing extensively with special rating 
and unusual underwriting problems. 





Fire Association Names 
Colby In Northern Ind. 
Field, McGinness To K. C. 


Fire Association has appointed War- 
ren R. Colby state agent in northern 
Indiana and Raymond J. McGinness 
Jr. marine special agent in Kansas 


City. 

Colby succeeds William E. 
Bozym who has been transferred to 
the home office. He will make his 
headquarters in a new field office in 
Fort Wayne. He previously was an 
Ohio special agent of General of 
Seattle. Mr. McGinness, who formerly 
was in agency field work in Kansas 
City, will make his headquarters there. 


General Fire & Casualty 
Names Ickeringill In N. J. 


Paul J. Ickeringill has been named 
special agent at Newark office of 
General Fire & Casualty. He will have 
charge of the northern New Jersey 
territory. He started in the business in 
1936 at Boston. Until recently he was 
Indiana district manager of the Kem- 
per group. 








Casualty & Surety Club of Buffalo 
has elected Kenneth K. Klingenmeier 
of American Surety president; John 
W. Cryer Jr., local agent, vice-presi- 
dent, and Robert P. Burns of Trav- 
elers secretary-treasurer. 





810 BAKER BLDG. 
MINNEAPOLIS 2, MINN. 
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Our 25th Year 
A. E. StrupwIick Co. 


Reinsurance 


208 SOUTH LASALLE ST. 
CHICAGO 4, ILLINOIS 
CENTRAL 6-9141 


A. E. STRUDWICK, PRES. 
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Pacrric InpEMNiTyY CoMPANY 


HOME OFFICE + LOS ANGELES 


CENTRAL DEPARTMENT: Gwynne Building, Cincinnati 
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BRAND NEW! 
Anchor’s Automatic Laundry Owners Policy 


A “Packaged” Coverage that Ope~s up 
a World of Prospects! 


Atlast ...simplified insurance protection for automatic 
laundry owners! This “all-in-one” policy has broad 
Fire coverage, Liability, Customer Goods, Burglary 
and Robbery, Plate Glass and Neon Sign protection. 
Written on 3 or 5 year basis with convenient install- 
ment payments —credit allowed for existing insurance. 
Here is a tailor-made source of ready income for alert 
producers. So line up the prospects in your town and 
start selling this unique Anchor coverage today! 





Automatic 
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See your Anchor Man for Helpful Assistance 


Multiple Line Facilities 
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Providence 
Wash. Ind. 
Providence 
Wash. 
Provident 

Fire 

Public National 


Quaker City 
F.&M. 
Queen City 


Queen 

Re of N. Y. 
Reliable 
Reliance 


Republic 
Indemnity 


Republic 
Resolute 


Rochester- 
American 
Royal Ind. 


Safeco 


Safeguard 
St. Louis 
F.&M. 

St. Paul 
St.  Paul- 
Mercury 
Seaboard 
F.&M. 
Seaboard 


Surety 
Security 


Security 
Natl. Ins. 
Selective 


Service 
Casualty 


Service Fire 
So. Carolina 
Ins. 
Southern 


Southwest 
General 
Springfield 
F.&M. 


Standard 
Accident 
Standard 
Fire 

Standard 


Net 


Net 


Increase or 


Premiums Underwriting Investment Decrease in 


Earned 


809,155 


8,982,714 
18,229,934 
08: 


1,533,731 
10,377,428 
22,779,311 


14,611,501 


9,309,328 


Gain or Loss Gain or Loss 


—760,392 
—1,202,406 


—85,271 
—190,462 


154,131 


669,392 
1,061,247 


—1,172,973 


—3,340,790 
— 1,964,655 


—484,930 
—822,787 


771,938 


202,308 
436,108 


Surplus 





Star 

State Farm 
Fire 
Stuyvesant 
Sun 

Superior 
Traders & 
General 
Transcontinental 
Transit 
Casualty 
Transportation 


Travelers Ind. 


Trinity 
Universal 
Twin City Fire 
Underwriters 
United Pacific 


U. S. Casualty 


U.S.F.&G. 
U. S. Fire 
Universal 
Universal 


Underwriters 
Utah Home Fire 


Vanguard 
Vigilant 
Virginia 
F.&M. 
Virginia 


Surety 
Wabash F.&C. 


Washington 
F.&M. 
Westchester 
Fire 

Western Cas. 
Western Fire 


Western 
rety 


World F.&M. 
Yorkshire 


Totals 
Stock Companies 


Net Net Increase or 
Premiums Underwriting Investment Decrease in 


— Gain or Loss Gainor Loss Surplus 
$ $ 
3,011,851 — 254,948 187,094 —329,517 
6,112,389 —405,210 367,936 —246,779 
2,437,522 83,783 133,412 186,695 
156,985 —312,826 290,091 —72,686 
1,895,862 —92,160 6,364 0 
3,704,911 —16,597 319,461 427,242 
2,145,324 —300,079 129,623 —330,993 
4,264,710 —586,235 221,058 —681,449 
1,519,270 4,212 52,729 —53,286 
3,036,987 —255,054 97,313 —92,186 
2 581 —176,441 48,956 —65,636 
4,370,477 —148,753 99,822 —57,597 
2,876,7 —223,587 657,046 2,539 
5,626,71 —314,250 977,920 —140,535 
1,436,322 2,948 69,185 —14,799 
3,079,561 —6,509 220,376 —48,439 
588,948 74,905 35,776 —16,862 
1,194,142 215,830 73, 165,503 
51,572,224 —2,816,240 1,691,480 —797,743 
105,310,779 —2,347,993 3,389,105 399,779 
4,981,859 22,115 192,635 —774,161 
10,028,984 —1,025,199 405,116 —1,248,913 
305,034 11,181 49, —30,550 
615,137 8,961 121,525 104,050 
595,955 +710 20,704 245 
1,321,613 —121,284 825 104,267 
4,649,628 —508,079 144,614 67,799 
9,504,207 —1,240,948 if —878,130 
6,240,712 —657,733 258,292 —542,280 
12,818,205 —1,402,264 504,990 —811,648 
54,563,106 —5,883,556 2,234,711 884,677 
111,208,401 —11,797,169 5,158,341 —11,240,274 
11,946,366 —537,582 1,106,920 —1,846,556 
24,791,157 —1,577,890 1,816,177 —448,595 
899,569 —128,171 56,028 —232,808 
1,822,284 —137,790 123,680 —35,290 
1,486,919 10,157 49,233 100,337 
2,933,568 213,432 91,276 70,336 
708,835 2,093 4,065 23,190 
1,418,835 —13,289 134,851 —47,166 
512,295 —26,409 15,821 4,498 
1,055,810 —53,054 40,452 —28,368 
902,746 —146,429 112,368 —186,065 
1,845,933 —141,052 228,469 58,214 
1,056,789 —89,459 59,678 —123,463 
144,698 —142,178 132,295 —74,931 
371,177 —50,157 18,349 —4,555 
763,857 8,088 384 41,046 
288,206 —86,728 28,149 —46,531 
650,730 —285,933 51,959 —109,580 
749,811 —10,045 51,494 —17,692 
1,513, 11,720 1, —77,286 
6,416,474 —290,6 581,487 —1,326,013 
13,280,805 —847,375 1,062,29 7, 
5,879,377 —217,066 119,819 —841,000 
11,744, —414,433 357 —751,967 
3,081, —578,800 110,986 —562,038 
6,322,233 —1,310,656 226,183 368 
1,004,526 284,533 30,806 119,636 
1,986,169 592,190 61,287 391,785 
2,238,518 —242,465 94,274 —271,161 
4,654,664 —411,393 228,275 25,452 
2,542,613 —444,205 145,189 —234,387 
5, 498 —625,959 48,712 1,587,185 


,097, , 987, 
1,469,815,024 -—95,026,301 101,178,258 —243,169,771 
2,989,065,921 —187,214,460 213,273,528 —92,016,377 
(CONTINUED ON PAGE 60) 
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Glossy prints of this ad are avail- 
able without obligation for news- 
paper reproduction. The inde- 
pendent stock company agent 
may have them upon request. 
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A. I. Zimmerman, V-P 
Of American Surety At 
Los Angeles, Retires 


A. I. Zimmerman, resident vice- 
president of American Surety at Los 
Angeles, has retired. Mr, Zimmerman, 
who joined the company 46 years ago 
in Cincinnati, war guest of honor at 
a tuncheon heia by Los Angeles staff 
members. 

R. J. Huntsberger, branch manager, 
will continue to head operations of the 
company. 


N. Y. Agents Watch Free’ 


Insurance Advertising 


Recently there has been a rash of 
automotive and other retail advertis- 
ing offering “free insurance” in the 
price of the sale, The Triangle, publi- 
cation of Mutual Agents Assn. of 
New York State, points out. While no 
section of the insurance law relating 
to fire and casualty coverage prohibits 
this practice, it is still frowned upon 
by insurance department administra- 
tors. Their objection lies in the fact 
that most such advertising is mislead- 
ing or, at the very least, misguided. 
There is no such thing as “free” insur- 
ance since there is usually a charge 
passed on to the buyer. 

In July a Massena auto dealer ad- 
vertised free liability with the sale of 
certain cars. Vice-president Kenneth 
Burdon was quick to call the associa- 
tion, which advised him on how to 
handle the situation. The auto dealer, 
once appraised of the insurance de- 
partment’s attitude, was quick to with- 
draw the ads. 

Bard Chevrolet of Newburgh and 
Camrod Co. of New York City also 
came in for a formal complaint on 
“free” insurance and are currently 
under investigation by the New York 
department. Wilson’s Jewelers of 
Syracuse, in advertising free insurance 
on diamond rings, also came to the 
association’s attention and proper com- 
plaints were filed. 


Fielder Promoted In South 


Phoenix of London has appointed 
Robert A. Fielder marine superintend- 
ent in Florida, Georgia, Alabama and 
the city of New Orleans. He will make 
his headquarters in the Miller building, 
St. Petersburg. Mr. Fielder joined the 
group in 1946. 





Foam Rubber Safety Ideas 
National Fire Protection Assn. in 
cooperation with Rubber Manufactur- 
ers Assn. has made recommendations 
for preventing fires caused by spon- 
taneous heating and ignition of certain 
consumer foam rubber products. These 
include foam rubber shoulder pads, 
brassiere pads, swimsuits and play 
suits with built-in bras, small pillows, 


| 


} 


al 


Bem 


toys, ironing board pads and similar i 


items. 

The recommendations were made in 
response to recent incidents in which 
foam rubber. products reportedly 
caused fires in homes, laundries and 
dry cleaning establishments. 


PA said such products should be 


dried separately by natural means 
after washing, not “forced dried” in 
home or commercial driers, and that 
prior to washing or dry cleaning foam 
rubber padding..shuuld. be. removed 
from garments and other items. NFPA 
and RMA specifically urged that man- 
ufacturers tag their foam rubber prod- 
ucts with the warning, “Do Not Dry In 
Driers Or Over Heaters.” 





AFIA Has Change At Hongkong 

American Foreign Insurance Assn. 
has appointed Edward P. McElgunn Jr. 
Hongkong manager. He replaces Bow- 
dre P. Mays Jr., who returns to New 
York for reassignment after three years 
in Hongkong. Mr. McElgunn joined 
AFIA in 1953. After service in Sing- 
apore he was appointed manager of 
Okinawa. 
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HIAA Publishes 1957-58 
Directory For Members 


Health Insurance Assn. of America 
has published its 1957-58 directory and 
is distributing copies to member com- 
panies. 

The 98 page booklet coniains alpha- 
betical and geographical lists of mem- 
bers, names and affiliations of board 
members, the standing committees’ 
membership, the constitution, and in- 
formation describing the association’s 
work and activities. 

The directory, the second edition of 
the annually revised guidebook, this 
year also contains the code of ethical 
standards approved by the membership 
at the annual meeting last May in 
Washington, D.C. 

In his letter, announcing publication 
of the directory, General Manager 
Robert R. Neal reported that company 
members now total 261. Members’ 
home offices are located in 93 cities 
in 36 states, 4 provinces of Canada, 
Washington, D.C., Cuba, and the Phil- 
ippine islands. Types of members in- 
clude 55.1%, or 144, life companies; 
32.2%, or 84, multiple line casualty 
companies; 12.3%, or 32, companies 
selling A&S only; and .4%, or one, 
reciprocal. 


Outline New National 
Board Advertising Plan 


The new advertising program of Na- 
tional Board is using the popular car- 
toon-quiz technique to appeal to home 
owners, acquaint them with the full 
time services of local independent 
agents and brokers, and impress them 
with the quality of stock company in- 
surance. 

The program will get under way 
early in October with the first ad- 
vertisement appearing Oct. 5. Sub- 
sequent advertisements will appear 
through April, 1958, in the Saturday 
Evening Post, Time, This Week, and 
Farm Journal, 

There are six different advertise- 
ments in two colors. Two ads refer 
to the need for adequate insurance 
on the home and its contents. Two 
ads are devoted to the advantages of 
the package policy. One ad points to 
the need for additional living expense. 
All point to the importance of the 
independent local agent or broker with 
one ad devoted entirely to the avail- 
ability of his services. 

To enable local agents and brokers 
to tie in with the national advertis- 
ing campaign, National Board has pro- 
duced a brochure and order form 
which has been distributed to com- 
panies members of National Board— 
45,000 agents and brokers and to re- 
gional organizations. 





Ragel Joins Crum & 
Forster At Philadelphia 


Crum & Forster has appointed A. 
Keith Ragel supervisor of inland ma- 
rine and multiple perils at Philadel- 
phia. He has been active in inland 
marine underwriting and production in 
the Philadelphia territory and midwest 
for many years. 





Cornwall & Kennedy Open 


New Office, Name Moran 


Cornwall & Kennedy, independent 
adjusters of Hartford, have opened a 
new branch at Darien, Conn., an area 
formerly handled by the Bridgeport 
office. Stephen S. Moran Jr. is man- 
ager at Darien. He was with the J. F. 
McGrath Co. of Bridgeport from 1947 
until the business was purchased by 
Cornwall & Kennedy in 1955. 





Allstate Names Smoker At HO 
Allstate has appointed Richard E. 
oker research director at the home 

office. He has been with Ford Motor 


Co. and at one time was director of 
market research with Indiana Farm 
Bureau Cooperative. 





Chesapeake Pond Elects 


Chesapeake pond of Blue Goose has 
elected John M. Thomas Jr. of Hart- 
ford Fire MLG. Lester E. Lewis, Lon- 
don & Lancashire, was named super- 
visor; Andrew Muller Jr., Riggs, War- 
field, Roloson agency, custodian; R. Z. 
Leiszure, Alexander & Alexander 
ageacy, guardian; W. Darby Miller, 
Agricultural, keeper, and Harry A. 
Bodenstein, Fireman’s Fund, wielder. 


Texas Department 
Is Reorganized 


Texas department has been reor- 
ganized into six major divisions. Paul 
D. Connor, formerly legal counsel un- 
der the old board central office and 
life insurance division, has been ap- 
pointed assistant te the commissioner 
and chief clerk of Texas board of in- 
surance, and Will Davis of the at- 
torney general’s department has been 
named legal counsel. 

The six new divisions, which replace 
the life, fire and casualty divisions 


under the former organization, are ex- 
amination, liquidation, actuarial, li- 
cense, rate and policy, and staff serv- 
ices. Named to head the new divisions 
are: E. B. Kelley, former chief exam- 
iner, examination; J. D. Wheeler, state 
liquidator and conservator, liquidation; 
Marcom Shockley, actuary in the form- 
er life division, actuarial; A. W. Penn, 
director of the bond, burglary and plate 
glass section of the old casualty divi- 
sion, license, and Angus McDonald, 
former chief of the casualty division, 
rate and policy. Head of the staff serv- 
ices division has not been named. 





does 
it pay 
to 
solicit 


just ask the agents who do! 


“We wrote a probate bond 
with a substantial premium. Later, 


we wrote a residence 
burglary and auto policy 
for the principal...” 


for five, ten—even twenty years! 


COMPAN 


HOMEOWNERS »* 





Court and Probate Bonds are good commission pro- 
ducers by themselves. Generally required by law, they 
need no “‘selling.”” And they stay in force until the 
case is closed. Some bring you renewal commissions 


Better still—Court and Probate Bonds can lead to sub- 
stantial new business in your other lines! This has been 
proved repeatedly by many aggressive, resourceful 
agents like those quoted here. With a little effort, you 
can do it, too. And American Surety offers you help 
backed by more than 70 years’ experience. 


AMERICAN SURETY 


FIDELITY * SURETY * CASUALTY © FIRE * INLAND MARINE 
ACCOUNTANTS LIABILITY 


COURT and PROBATE BONDS 


“Through the services | 
have been able to render 
attorneys ...! have secured the 
accounts of three construction 
contractors, one of whom will do 
more than $2,000,000 in contract 
work this year, and have written 
fidelity and public liability 
on a chain of theaters...” 


Profits,” 


Featured in a recent ‘‘Mailroad to 






“| have written 
liability insurance on 11 
parcels of real estate. 
The contact was originally 
developed through the 
solicitation of 
probate-bonds.. .” 





FREE AID TO MORE COMMISSIONS 
THROUGH COURT AND PROBATE BONDS 
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regular monthly salesbuilder | maitroadz PRO I 
for American Surety agents, are hints on + BOFITs i} 


cultivating Court and Probate Bonds— 
and how to follow up to get more busi- 
ness in your other lines. For free copy | 
without obligation, mail coupon now. } =: 


Name 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me the issue of “Mailroad to Prorits” featuring 
Court and Probate Bonds. 
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Principals of the 
newly formed Leo 
B. Menner & Co.: 
From the left, Leo 
B. Menner, presi- 
dent; L. J. Ronder, 
treasurer; R. J. 
Eastburn, secre- 
tary and Leo B. 
Menner Jr., vice- 
president. 









































Leo B. Menner & Co. 
Opens For Business 


Leo B. Menner & Co. Inc. has for- 
mally opened offices in the Board of 
Trade building, Chicago. The new in- 
surance organization operates on a 
world wide basis with complete Lloyds 
and life facilities available to brokers, 
agents and companies. 

Leo B. Menner, former executive 
vice-president of Stewart, Smith (IIl.) 
Inc., heads the new organization, with 
Leo B. Menner Jr. as vice-president, 
L. J. Ronder as treasurer, and R. J. 
Eastburn as secretary. 


Sullivan Expresses Concern 








MAin 4-4976-7-8 26 Court Street |, | Over Underwriting Ratios 
(CONTINUED FROM PAGE 2) 

tive action was taken until this com- 
RPORATION mittee met in New York on June 28.” 
* B. & R. EXCESS CO Mr. Sullivan said he feels strongly 
that companies should discontinue 
EXCESS BROKERS writing five year contracts because 
the “slow bookkeeping” of the busi- 
ness, aggravated by the five year 
Full Facilities for the Broker term, seriously delays the proper rate 
adjustment. The modification of the 
“ term credits, he noted, will only slow- 
—_— ly effect the companies’ position. If 
SURPLUS LINE—EXCESS LIMITS—OCEAN MARINE a ga canis lg ae 
ERRORS AND OMISSIONS modifications in the term rule will not 
cure the situation or materially help 

H H for many months or years ahead. 
REINSURANCE (Facultative & Treaties) ee ee 
ives whi r rule 
RAYMOND E. KARLINSKY—JOSEPH NEULINGER— WILLIAM H. MALONE pete ’ pet ssa! Peg od Posing 
(Personal Attention for Your Problems) of the other suggestions for improve- 
ment of loss ratios that have been 
made by commissioners, rating bureaus, 
company officials and agents, Mr. Sul- 
PRITCHARD AND BAIRD livan said, so there could be expert 
99 John St., New York 38, N. Y. evaluation of some of the plans that 
Phone WOrth 4-1981 have been put forward. The person- 
af nel of this committee should consist 
REINSURANCE | exclusively of insurance underwriting 
) executives, he recommended, saying 
CONSULTANTS AND INTERMEDIARIES that only through such a committee 

‘We Are What WeDo” can fast action be expected. ; 
ie Urging the creation of a _ similar 

SURPLUS LINE BONDS 
: / vy — PLUS — 


License & Permit 


Bail 
Fidelity 





Lansing, Michigan 


Public Official 
Miscellaneous Indemnity 


MICHIGAN SURETY COMPANY is looking for bond 
producers and will PAY MORE for the business. 


Michigan Surety Company 





ONE OF AMERICA’S OLDEST AND FINEST SURETY COMPANIES 
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committee to deal with automobile, 
both physical damage and liability, he 
said executives of broad experience 
and imagination are needed. If these 
two committees could be set up, com- 
parable groups could be made avail- 
able for other classes. 

“Slow bookkeeping” of insurance 
also has the effect of providing inade- 
quate rates during inflation, Mr. Sul- 
livan said. He said there must be in- 
troduced into rate making trend and 
conversion factors that will permit a 
proper evaluation of experience. They 
must be taken into account that this 
rate when rate increases are indicated, 
and, in addition, must not be over- 
looked cn the day when decreases can 
be hoped for. 


University Of Wis. 
1752 Club Start Fire, 
Casuclty Workshops 


A six-week series of workshops for 
fire and casualty agents in eight Wis- 
consin cities, under the joint sponsor- 
ship of Wisconsin 1752 Club and Uni- 
versity of Wisconsin’s extension divi- 
sion management institute, has begun. 
Meetings will be held in Racine, Mil- 
waukee, Fond du Lac, Menasha, Janes- 
ville, Wisconsin Rapids, Eau Claire ang 
Rice Lake. 

Workshops and instructors are: Clas- 
sifying and rating general liability: 
John J. Kraniak Jr., Shelby Mutual, 
and William Rowe, Midwest General 
Agency, Eau Claire; automobile cover- 
ages: James Fox, Milwaukee Auto Mu- 
tual, and John F. Buckley, Minnesota 
Mutual F.&C.; consequential loss cov- 
erage: Elmer Possin, Milwaukee Auto 
Mutual, and Eugene Rice, Property 
Owners Mutual; broad form personal 
theft and storekeepers burglary and 
robbery: D. H. Schallert, Lumbermens 
Mutual Casualty, and George Koch- 
heiser; death and disability endorse- 
ment, uninsured motorist endorsement, 
and homeowners including inland ma- 
rine: Eugene Bohn, West Bend Mutual, 
and James F. Kornely; and actual cash 
value, U. S. replacement cost insurance 
to value, minimum premium and build- 
ers risks: Harry L. Schulthess, Grain 
Dealers Mutual, and L. R. McDonald. 





Peerless Appoints Bond 
Specialist In D.C. Office 


Peerless has appointed Robert W. 
Hudson bond specialist at Washington, 
D. C. He formerly was superintendent 
of contract bonds in the home office of 
Pacific National. His experience also 
includes service as a home office con- 
tract bond underwriter of Seaboard 
Surety, and bond department Under- 


~- 


writer in the New York office of Fi- | 


delity & Casualty. 


Complains Of Allstate Ad 


Greater New York Insurance Brokers 
Assn. has filed a complaint with the 
New York department charging that 
a recent advertisement by Allstate of 
its Crusader automobile liability pol- 
icy violates the fair trade practice sec- 
tion of the insurance law. 

Cited specifically is the large dis- 
play advertisement which appeared in 
the Long Island Daily Press the latter 





eter eck EMIT 


part of August which stated the pol- | 


icy contains 23 “added” features. 


The complaint asks the department © 


to investigate and to issue a cease and 
desist order if it finds the advertise- 
ment constitutes an unfair method of 
competition or an unfair and deceptive 
act and practice. 


The complaint charges that the ad- 1 


vertisement merely mentions 23 added 
protection features but fails to explain 
what the 23 features are added to and 
is definitely an incomplete compar- 
ison of the Allstate policy with other 
policies. 
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Zone VI Commissioners Meet At Seattle 


(CONTINUED FROM PAGE 1) 





er of the Pacific Board, pointed out thea judgment as to what prospective ex- 


perils of under-insurance and briefly 
reviewed the board’s program to bring 
insurance up to value. 

Commissioner Paul Hammel of Ne- 
vada suggested that the company ex- 
ecutives not “pass the buck” to the 
commissioners in placing blame for 
poor underwriting experience. He said 
these executives should analyze where 
supervision ends and management be- 
gins. 

Ross P. Duncan, Alaska commission- 
er, echoed Mr. Hammel’s sentiments 
and said that the companies should not 
criticize the commissioners for accept- 
ing the rate filings which have re- 
sulted in adverse experience. He 
stressed the urgency of a public rela- 
tions campaign by the companies to 
acquaint the public with the need for 
adequate rates. 


A memorandum prepared by J. R. 
Barry, president of Corroon & Reynolds 
companies, was read into the record by 
Commissioner Sullivan of Washington. 
Mr. Barry’s suggestion was that 1953, 
1954 and 1955 losses be revalued on the 
basis of what it would cost to settle 
them today and a new figure substi- 
tuted for the actual figures shown in 
the companies’ results for the last five 
years. Figures for 1956 are available, 
and the 1956 figures, he suggested, 
could be used also for 1957. This would 
give a five year experience “that would 
have some meaning, and the resulting 
rates could then be applied.” 

Mr. Barry was in favor of some quick 
action on rates, adding that the com- 
panies are entitled to a 5% profit and 
a 1% contingency reserve factor. 

He also had some comments to make 
on the recent decision in New York on 
the dwelling filing of North America. 


Highlights of Mr. Barry’s comments: 

The public service commission of 
the State of New York a week ago 
approved a rate filing by the Niagara 
Mohawk Corp., one of the state’s lead- 
ing utilities. In doing so they used the 
following language: “The rate sched- 
might be improved upon; however, we 
are faced with a practical situation 
where the evidence discloses that the 
company is in need of additional rev- 
enue which must be obtained from 
some source and obtained without un- 
due delay.” 

The tenor of this memorandum will 
follow that complete thought. If the 
words “insurance industry” were sub- 
stituted for “Niagara Mohawk” it 
would state exactly our present prob- 
lem. 


It is incumbent upon each super- 
visory official to see that the rates used 
in his state provide a reasonable mar- 
gin of underwriting profit. The law 
also states the factors that are to be 
given consideration in making rates 
which will provide for such profit, and 
all of these must be read together. 
No one particular part taken alone 
Should govern a decision as to the 
adequacy of rates. 

While the law provides for consider- 
ation of the most recent five year ex- 
perience, it also gives great latitude to 
supervisory officials and allows them 
to go beyond the statistics and take 
other factors into consideration in a 
very broad way, not only from the 
Standpoint of their own particular 
State, but also on the basis of the na- 
tional record. They are allowed to form 


perience may be and give that proper 
weight in making rates. Prospective 
experience may be indicated by statis- 
tics, but cannot be proved by them. 

. e . 

Another integral part of the rate 
law, which has been completely over- 
looked in most cases by supervisory 
officials, is the requirement that rates 
shall be sufficient to allow for divi- 


dends, savings or unabsorbed premium 
deposits allowed or returned by insur- 
ers to their policyholders, members or 
subscribers. This language was in all 
original rating bills long before the 
SEUA decision and was contained in 
the all-industry bill to afford protec- 
tion to mutual companies. It was in- 
tended to provide enough rate to allow 
them to return a dividend, if possible, 
but was primarily put in there to give 
them a cushion in case the underwrit- 
ing results did not turn out as expect- 
ed. This was necessary because there 
is no way of obtaining capital for mu- 


tual companies except from their own 
earnings. 

The words “reasonable margin of 
underwriting profit” in the rate law 
have nothing to do with the rates on 
individual risks or individual classes. 
They mean what they say—that there 
should be sufficient premium income 
based on the over-all experience of al? 
companies to provide enough to pay 
losses, expenses and in the case of the 
mutuals their dividends. I again come 
back to the mutuals who under their 
original plan of operation felt that they 


could obtain business without the serv- 
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Call on all your clients and prospects and make 
sure all of them are aware of the dangers of 
under-insurance. 


1 out of every 3 homes is under-insured. 


A large percentage (83%) of household goods 
and personal possessions are not covered. 


ultivate your prospects in advance with sales 

letters, folders, telephone calls, etc. Then 

knock on every door and you’ll meet a man or woman who needs 

more insurance protection. They will welcome your professional 

advice on adequate coverages and amounts... and they’ll be 

particularly interested in the newer package policies which give 
them more protection for less premium investment. 


ur Advertising Department can help 

you sell homeowners and tenants on 
the advantages of insurance to full value. Write now for samples 
of sales letters and literature on “increased values” as applied 
to Dwelling and Contents Fire Insurance particularly, as well 
as on Homeowners, CDP, and other package policies. 
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NORTH BRITISH AND MERCANTILE INSURANCE COMPANY LIMITED 
THE PENNSYLVANIA FIRE INSURANCE COMPANY 
THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY OF AMERICA 


THE HOMELAND INSURANCE COMPANY OF AMERICA 
administrative office: 150 William Street, N. Y. 38, N. Y. 


THE OCEAN MARINE INSURANCE COMPANY LIMITED 
administrative office: 111 John Street, N. Y. 38, N. Y. 


CENTRAL SURETY AND INSURANCE CORPORATION 
home office: 1737 McGee St., Kansas City 41, Mo. 


. NBM, 


line group 


INSURANCE GROUP 
Established 1809 





Philadelphia Department, Philadelphia 5, Pa. Southern Department, 
Atlanta 8, Ga. Michigan-Ohio Department, Detroit 26, Mich. Midwestern 
Department, Chicago 6, Ill. Western Department, Kansas City 41, Mo. 
Pacific Department, San Francisco 4, Calif. Dallas Office: Davis Bidg., 
Dallas 2, Tex. Denver Office: University Bldg., Denver 2, Colo. 
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ices of agents and that the results 
would allow them to return savings to 
the policyholders represented by this 
item. If the stock companies had been 
allowed to reduce their rates they 
could well have used this weapon to 
eliminate mutuals entirely. So from 
the standpoint of the supervisory of- 
ficial, his duty under the law is very 
plain. He must see, if he is to carry 
out the law’s mandate, that the above 
conditions prevail. 

The rating law in other sections pro- 
vides there shall be no discrimination 
between risks of the same class. That 


is something that will operate within 
the scope of the broad provisions of 
the law, and a balancing of the rates 
charged for the various classes must 
be made in such a manner that the 
combined premium income from all 
these classes will meet the over-all 
requirement. As to the factors to be 
considered, the courts have expressed 
themselves, particularly in the case of 
Aetna vs Jordan in the District of Co- 
lumbia. In that case the statement was 
made that the only proper basis for 
determining an adequate rate was the 
over-all experience of all companies, 


which would provide for arriving at an 
average expense ratio representing the 
cost of doing business of all companies. 
It was pointed out that the rates could 
not be based upon the expense ratio 
of the smallest or the largest or the 
best managed or the poorest managed 
company. The over-all experience, the 
court held, was the only fair and pro- 
per basis to do justice to both the pub- 
lic and to all companies. 

Application of all of this to the pres- 
ent situation calls for the same realistic 
reasoning adopted by the public service 
commission of New York, namely, that 
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yet L. LYNCH AND COMPANY 
Fire and Casualty—All Lines 


H. 0.—Springfield, Illinois 


Illinois Branch Offices 
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Jacksonville - Peoria 





D. J. SCOTT & SON 


302 Home Savings & Loan Bldg. 
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Phone Riverside 6-4661 
Night: SKyline 8-5425 and SKyline 8-3978 
FIRE & ALLIED LINES 
25 Years Experience 24 Hour Service 











THOMAS D. GEMERCHAK 


Insurance Adjusters 
All Lines 


416 Citizens Bldg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 








OHIO (Cont.) 





OHIO CLAIMS SERVICE 
1000 American Bidg.. Dayten 


MI. 
Res. WA. 5719 a YO. 1767 














QUILL—COHAN 


Adjustment Company 
Auto - Casualty - Fire - Inland Marine 
Cargo - Yacht and Aircraft Surveyors 
1313 Citizens Building (14), Cleveland 
Tel: MA. 1-4290 
Night Phones: AC. 1-8178 and CL. 1-7883 








x, LOVELL-PASCOE, INC. 

“his ADJUSTERS & SURVEYORS 
~} 815 Erieside Cleveland 14, Ohio 
Tel. SU_1-2092 
Canton Branch: 

820 Peoples Ra mg x _ Bldg. 


2-76 
RnawioweS Elyria Branch: 313 Elyria Block 














OKLAHOMA 





C. R. WACKENHUTH AND SON 


C. R. WACKENHUTH-~ R. C. WACKENHUTH 
ADJUSTERS FOR THE COMPANIES 


ALL LINES 
301 Mid-Continent Bldg., Tulsa, Oklahoma 
Phones LU 2-5460 GI 7-3850 











UTAH-IDAH®O 








SCOTT 
eawAa mete UTAR-IDAHO 


LHSURANCE AOJOSTERS: 


428 So. Main, Salt Lake City, Utah 
First Security Bank Blidg., Pocatello, Idaho 
258 W. Broadway, Idaho Falls, Idaho 











WISCONSIN 





ROY H. SCHALLER & CO., INC. 


Investigators & Adjusters 
Milwaukee Office 
Bankers Bidg., 208 E. Wisconsin Ave. 
Telephene Broedway 1-4048 
Chicago Office 
460 Ins. Exchange Bidg., 175 W. Jackson Bivd. 








Telephone WAbesh 2-3541-2 





TORONTO-CANADA 





LIVINGSTONE 
ADJUST T SERVICE 


619 E. Capitel Ave., Springfield, Illinois 
Branch Offices: Decatur - Mattoon 
Mt. Vernon - Belleville - Quincy 
Covering Central and Southern Illinois 








All Lines of Fire & Casualty 


R. S. LANDEN ADJUSTMENT CO. 
83 So. High Street - Suite 4106 
Phones: Capital 8-2447 
Night: Hudson 8-6578 - Franklin 2-8376 
Columbus 15, Ohio 


ALL LINES 








ADAMSONS, LTD. 


Established 1894 
Fire - inland Marine - Casualty 
and Auto na a 
io Lines to se 
Our cars a cS aaeteert with radio 
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9 Wellington St., East Toronto 1 





we are faced with a practical problem 
and must find a practical solution. We 
know that the year 1956 was disas- 
trous. We further know that 1957 so 
far has been no better, if anything 
worse. Rates based on five years ex- 
perience may be all right provided that 
the total volume of premium arrived 
at for the particular state or states 
will be sufficient to meet the require- 
ment of law as to a reasonable under- 
writing profit. We cannot wait three 
months or six months; we must have 
immediate action. We know well that 
we could not settle losses that we paid 
in 1953, 1954 or even in 1955 for the 
same amount today. There has been 
a creeping inflation in the past three 
years and research will indicate that 
the fire insurance business turned 
downwards in the middle of 1955 and 
the downward pace has accelerated 
rapidly since that time. 
e e a 

In order to present something that 
can be acted on quickly and provide 
a prompt remedy, it would be my sug- 
gestion that the 1953, 1954 and 1955 
losses be revalued on the basis of what 
it would cost to settle them today and 
a new figure substituted for the actual 
figures shown in the companies’ results. 
The 1956 figures are available and I 
would suggest that we use the same 
figures for 1957. This would give a five 
year experience that would have some 
meaning, and the resulting rates could 
then be applied. I recognize the fact 
that when all the experience has been 
calculated there may be some classes 
that call for decreases. There should 
be a recalculation to show the total 
amount of premiums that would have 
been obtainable in 1956 and 1957 to- 
gether with the losses that were in- 
curred in 1956. Having made adjust- 
ments in the various classes, if the 
total earned premiums indicated are 
not sufficient then there should be an 
over-all flat percentage increase on all 
classes. There is nothing in any law 
that provides for the insurance com- 
panies to hold the bag. 

I argue strenuously against compa- 
nies having to wait 15 or 20 years to 
make up a large deficit in a particular 
class, which they can only do if in the 
continuing 20 years there are no more 
catastrophic losses in the class. The 
allocation of the deficit on that class or 
any other class must be negotiated 
between the industry and regulatory 
officials in accordance with the law 
which provides for a reasonable profit, 
but does not mention reasonable profit 
by classes and is therefore assumed 
to mean a profit on all the business 
done within the state. 

e + es 

Whether or not in the allocation dif- 
ferentiation should be made between 
dwellings as one class and all other 
risks as a separate class for this pur- 
pose is a matter for study. It should 
be borne in mind that on every in- 
surance risk, other than the owner oc- 
cupied dwelling or ownership of house- 
hold furniture by an individual, there 
is a deduction for tax purposes of the 
insurance premium paid. This runs 
from 30% in the small business to 
52% in those showing earnings in ex- 
cess of $30,000. Everybody in that 
second category has had freedom of 
action, with the exception of utilities 
and railroads, to increase prices ar- 
bitrarily and everytime they do so, it 
in some way boomerangs on the in- 
surance industry, because increases in 
wages result in increases in material 
costs. This means building and other 
losses are going to be settled on the 
basis of the present day cost of the 
material and labor and not those pre- 
vailing in 1953, 1954 and 1955 when 
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the premiums were paid and likewise 
in 1958 and 1959 we will not be able 
to settle losses in those years on the 
basis of 1957 prices. 

It is in the hope of bringing those 
into balance and keeping them there 
that I have made these proposals. In 
formulating an expedient method for 
a particular situation such as this, and 
in determining the adequacy of all 
rates, it should have been the method 
in the past and it should be the method 
in the future to base all reasoning on 
three simple factors—the total premi- 
um income, the losses and expenses in- 
curred, plus a reasonable profit which 
has been pretty well agreed to be 6%. 
If the results do not produce this profit 
and there is a deficit then there must 
be some adjustments in the rates to 
produce that result. I realize that there 
are going to be years in which there 
will be a deficit which cannot be made 
up except in future years. That 
where the five year idea applies and 
over five year periods the total income 
received should be sufficient to result 
in a reasonable profit. 

* «€ * 

I called attention to a provision in 
the rating law that had to do with 
mutual companies. I respectfully sug- 
gest to the commissioners that the ap- 
proval of deviations goes contrary to 
that provision. So-called deviations 
must be from rates filed based on the 
average of many, many companies. The 
practical medium is usually the rating 
bureau. We have had since the SEUA 
decision a cry from the lawyers to the 
effect that that provided for competi- 
tion, and if we did not have competi- 
tion all sorts of things were going to 
happen to us. This brought about a 
new use of the words where certain 
companies were designated as “inde- 
pendent filers.” It is my contention 
that “independent filers” are just as 
much bound by the requirement that 
their rates be sufficient to take into 








Expect 1000 Agents To 


Attend Oklahoma Forums 


More than 1,000 agents from all 
sections of Oklahoma are expected to 
attend the annual insurance forum 
scheduled this month in seven cities. 
The fire underwriters association will 





Directing the educational forum for 
Oklahoma Fire Underwriters 
are: From the left, W. K. Williamson, 
North British, public relations direc- 
tor; W. B. Highleyman, Travelers, 
president, and W. L. Hollingsworth, 
Springfield F. & M., forum director. 


present one day programs which will 
cover the commercial property floater, 
special office contents policy, dwell- 
ing package policies, insurance to value, 
family auto policy, inland marine pros- 
pects, farm survey and rating plan, 
stock company service, and rules and 
rates. Sixty field men will take part 
in the program, which begins Sept. 17 
at Clinton and will run Sept. 18 at 
Enid, Sept. 19 at. Tulsa, Sept. 24 at 
McAlester, Sept. 25 at Ardmore, Sept. 
26 at Lawton, and Sept. 27° at Okla- 
homa City. 


consideration the requirement for div- 
idends, savings and unabsorbed pre- 
mium deposits. This point was clearly 
made on behalf of the mutuals by 
Chase Smith at the Atlantic City meet- 
ing of National Assn. of Insurance 
Commissioners. When discussing the 
effect of the term rule he made the 
very definite statement that the rating 
laws were designed to provide a re- 
dundancy in rate in favor of the mu- 
tuals and he went so far as to say 
it should be 25%. 

Practically every state has some pro- 
vision in its law allowing for the is- 


suance of participating policies. It was 
intended, however, that the participat- 
ing dividends would be based on ac- 
tuarial standards and would be earned 
before they were distributed. There 
has been wide departure from this 
principle by many states, which have 
allowed companies to file so-called 
“participating” policies, which were 
nothing more or less than flat reduc- 
tions in the standard rate, and were 
accepted on the company’s statement 
in advance that they would produce a 
reasonable profit on some percentage 
rate less than standard. They were not 


required to prove it first. Their state- 
ment was accepted without any facts, 
statistics or otherwise. 

All companies are entitled to pro- 
tection of the law and the permission 
to make rates is something that has 
been given to the industry, not as a 
right but as a privilege. If there can- 
not be agreement on some sound fair 
formula which will apply and which 
every company will know is uniformly 
being applied, then some way will have 
to be found for the impartial making 
of rates and enforcement of the law. 
The rule of the majority does not ap- 
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ACCIDENT ESTATE PLAN 


(Policy 1401) 


$100,000—ONLY $100 A YEAR! 


Yes, only a dollar a year per thousand (minimum of $10,000, maximum $100,000) with Cen- 
tral Standard Indemnity's usual liberal commissions, vested renewals, sales aids and local 











r- 
Complete Accident Estate Kit avail- |! John. Sonin, Agency Director 
able without obligation. Central Standard Indemnity Co. 
| 303 W. Lake St., Chicago 64, Ill. 

GENERAL AGENCIES | 
available in: | 

No. Dakota | 
Colorado Kansas Ohio | CNR eas < cele secedvdvene 
Dist. of Col. Maryland Oregon 
Florida Michigan Pennsylvania | Address.............seeeees 
lliinois Minnesota So. Dakota | 
Indiana Montana Texas | 
lowa Nebraska Washington | Ciavcnewicndducesaaneiaas 
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Please send me, without obligation, your Accident Estate Kit. 
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PHONES CH 3-8649—(CH 3-8640 


—Audits for Casualty & Inland Marine Carriers 
K. L. PEARCE COMPANY PAYROLL AUDIT SERVICE 


Payroll Audit served ‘he ability and get-up to get the job done adequately. 
PROMPT SERVICE—Payroll and other casualty audits by representative field 
auditors. AGENCY CONTACT ALWAYS. 

HOME OFFICE—INSURANCE EXCHANGE Bldg., DES MOINES, 1OW 
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Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 
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UNUSUAL OPPORTUNITY FOR A CLAIMS MANAGER 


A rapidly growing multiple line insurance company with its home office in the 
Philadelphia area needs a man capable of assuming direction of its claims 
department. The company operates in 9 states servicing 20 million in premium 
volume. Direct experience supervising a claims organization of this size, as well 


as administrative training and policy making experience are definite prerequisites. 


The applicant must be a college graduate and preferably an attorney. He should 
be a tireless worker and a good supervisor displaying tact, leadership and agres- 
siveness. It must be clearly established that he has high principles and is a team 
worker. Attractive salary. Promotion opportunity excellent. Our employees know 
of this advertisement. All replies strictly confidential. Send résumé to Box W-57, c/o 
The National Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 











INSURANCE CLERK POSITION WANTED 
Went tetail aii ae Ms INSURANCE EXECUTIVE—Law Graduate 
‘ant Intelligent Capable Young Man or —37—Family—All phases auto and avia- 
‘ _ | Girl For General Office Work In Insurance tion insurance. Heavy pilot experience. De- 
Department Of Major Chicago Corpora- sires insurance-aviation connection. Box 
| tion. Require Excellent Typist And Accuracy W-59, c/o The National Underwriter Co., 
With Figures. Company Agency Or Cor- 175 W. Jackson Blvd., Chicago 4, Ill. 





porate Insurance Experience Acceptable. 





Opportunity To Develop. Salary Depend- 
ent Upon Experience And Capability. Lib- 
eral Vacation And Benefit Program. Write 
Giving Complete Personal And Job His- 
tory. Address Replies to Box W-63, c/o 


FOR SALE 


Small agency in rich farming area located in 
downstate IIlinois on US 66—large farm poten- 
tial; just right for retiring company man or 
young Some man who wants to build, no 











The National Underwriter Co., 175 W. credit problems. Sell for $8,000 cash only. Write 
Jackson Blvd., Chicago 4, Illinois. = a pd bly - ead ad i 
FIELD MAN AVAILABLE—OHIO ADJUSTER WANTED 


10 years experience fire inspector and field un- 
derwriter including appraisals. 2!/. years special 
agent fire and multiple lines. Resume on re- 
quest. Will relocate. Address Box W-62, c/o The 
National Underwriter Co., 175 W. Jackson Bivd., 
Chicago 4, illinois. 


Aggressive Casualty Adjuster with Independent 
Adjusting firm. Chicago West side resident pre- 
ferred. Salary open. Our Employees know of 
this ad. Address Box W-67, c/o The Nationa! 
— Co., 175 W. Jackson Bivd., Chicago 
, Minois. 




















ply. Companies belong to rating organ- 
izations not as a matter of choice but 
as a matter of necessity and the law 
has so recognized it. Unless the com- 
panies can agree on some simple pro- 
gram such as I have outlined then 
there will be only one hope for those 
who feel that drastic conditions call for 
drastic remedies, and that is to ask for 


| impartial rate making by impartial 


bodies who will be beholden to no 
company or group of companies. While 
we all do wishful thinking and hope 
that we would never see the day when 
rates are made by the state, companies 
will bring this situation on themselves, 
unless a pattern is laid down under 
which any and all companies can re- 
ceive the full protection of the law and 
the right to exist in a profitable cli- 
mate. 


. e 7. 
A further philosophy has developed 
with certain supervisory officials, 


based on the theory that the SEUA 
decision demands unrestricted compe- 
tition, which is in effect that the size 
of the company and its financial con- 
dition are to be determining factors 
in connection with deviations and in- 
dependent filings. They attempt to jus- 
tify this philosophy on the basis that 
no one is harmed if the rate filed 
should prove to be inadequate, because 
the particular company involved is 
large enough to carry on the experi- 
ment even if it results in a loss. There 
is nothing in any rating law that pro- 
vides a basis for this reasoning. 

We have just had a decision in New 
York in connection with a rate filing 
on dwellings which in effect holds that 
any reduction in expense below the 
average may be passed along to the 
insured. This places in the hands of 
companies a weapon to provide open 
and ruinous competition, but it will 
be at the expense of agents and brok- 
ers, who will not know where they 
stand, because the rate will vary ac- 
cording to the whim of every agent or 
broker as to the rate of commission he 
is prepared to accept. This takes us 
back to the days when all kinds of 
business were conducted according to 
the law of the jungle, although we 
have had 75 years of legislation de- 
signed to make it impossible for such 
things to happen. Under these condi- 
tions the large companies will be in a 
position through ruinous competition 
to create conditions under which small 
companies cannot continue to exist. 
The failure of any company whether 
small or large, is a detriment to the 
public, who have the right to act in 
reliance on the belief that all compa- 
nies are being treated in accordance 
with the law as it is written. This de- 
cision gives a company the right to 
amend the rating plan, as filed by the 
bureau, to provide for reductions in 
rate being passed on to the assured 
in proportion to the amount of reduc- 
tion in commission the agent or broker 
receives below the average shown in 
the rate filing. While the words used in 
the decision refer to the over-all ex- 
pense ratio the hard cold facts devel- 
oped at the hearing indicate that there 
was only one item of the expense that 
would allow for any reduction below 
the average and that was in the agents 
commission scale. The door is open 
and it does not call for any great 
imagination to see the chaos that will 
result bringing with it a complete 
breakdown in regulation to the detri- 
ment of the insuring public. 

. s e 

Supervisory officials have powers to 
completely protect the public against 
any inordinate increase in rates. The 
rating law allows for a review of the 
rating structure at any time and if it 
develops that rates are producing ex- 


cessive profits reductions may be or- 
dered and under the law the. compa- 
nies must refund to the assured the 
amount of unearned premium repre- 
sented by the difference in the old and 
new rate to the expiration date of the 
policy. On the other hand, while the- 
oretically companies have a right to 
cancel outstanding policies at any time 
and for any reason it is not done when 
rate increases are granted because it 
would be against public interest and 
would create so much chaos and con- 
fusion for not only the agents and 
brokers but for the public that it is 
something the companies must tolerate 
even though it means that the full 
effect of rate increases usually takes 
two years to materialize. 





N. C. Controversy Over 
Who Is To Collect 
Pension Fund Premium 


There is a squabble in North Caro- 
lina between agents and North Caro- 
lina Fire Insurance Rating Bureau 
concerning the method to be followed 
in collecting the 1% addition to the 
fire and lightning premium author- 
ized by the legislature for support of 
the state firemen’s pension fund. 

Commissioner Gold ruled that the 
companies are responsible for collect- 
ing the additional 1%. Agents are 
supporting him in this position. 

However, the rating bureau now 
has filed its proposal for collecting 
the money. It would have the addi- 
tional 1% shown as a separate item 
on the policy. Agents are objecting, 
saying this would put the bookkeep- 
ing burden on them. 

Mr. Gold has called a public hear- 
ing on the issue for Oct. 10. 

Another controversy is developing 
from the rating bureau’s contention 
that the additional 1% premium does 
not apply to fire policies on automo- 
biles. Mr. Gold held that it does. 

Six insurers have filed court actions 
charging that the pension fund act 
is unconstitutional. No court decision 
on this can be expected, at the earli- 
est, until spring 1958. 

After Mr. Gold said that companies 
are responsible for collecting the ad- 
ditional premium, some companies in- 
structed their agents to begin collect- 
ing the 1%. Few agents complied, 
Richard Brantley, executive secretary 
of North Carolina Assn. of Insurance 
Agents, said. Most declined. 

“Some companies have said they 
will absorb the premium increase,” 
Mr. Brantley explained. “Some have 
instructed their agents to collect it. 
Others have said nothing. Until there 
is some agreement about it, the agents 
just don’t know what to do.” He noted 
that time and trouble were involved 
in collecting the additional premium 
plus considerable bookkeeping, and 
that the law makes no provision for 
compensating the agents for their 
work. 

At least one group of agents has 
taken a definite stand on the collec- 
tion question. Members of Salisbury 
Insurance Exchange voted to notify 
their companies that they will not 
collect the 1% additional premium. 





Market Mens Mutual has appointed 
Francis J. Holton director of sales for 
Wisconsin. He will supervise recruit- 
ing, training and advertising. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Property Insurance 
All Departments 
610 So. Broadway Los Angeles 14 
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N.]. Assn. Elects Franz And Riddle 


(CONTINUED FROM PAGE 5) 





the regular manuals. A question and 
answer period followed. 

Concluding the second general ses- 
sion was a discussion of the NAIA 
advertising program by Franklin E. 
Schaffer, vice-president of Doremus 
& Co., New York advertising firm, 
which developed the program; Mr. 
Miller, chairman of the NAIA adver- 
tising committee, and Mr. DeRoner, 
chairman of the New Jersey associa- 
tion contributions campaign commit- 
tee. 

Commissioner Howell of New Jersey 
and Craig Thorn, Hudson, N.Y., pres- 
ident of New York State Assn. of In- 
surance Agents, were special guests 
at the dinner-dance capping the first 
day of the convention. 

J . a. 

Speaking at the dinner, Mr. How- 
ell characterized the agency system 
as being an important contribution 
to the American way of life. “The 
answer to your problems today is to 
let the public know what you stand 
for,” he said. “Just lip service is not 
enough—you must let genuine per- 
formance of your exclusive services 
do the talking for you.” He also brief- 
ly discussed the difficulties encoun- 
tered by his department in trying to 
exercise control over insurers not li- 
censed in New Jersey. 

Mr. Miller presided at the third 
and concluding general session on 
Friday. Mr. Franz spoke on “Road Aid 
—What It Will Mean To NJAIA 
Members” and Arthur R. Storm of 
Storm-Politca Co., Teaneck, N.J., dis- 
cussed “Living & Selling.” 

The convention unanimously ap- 
proved Mr. Franz’s recommendation 
that the state insurers’ group adopt 
the plan. It is expected that it will 
be operating by next March. Devel- 
oped initially in Detroit, the plan for 
helping disabled insured motorists has 
spread in other areas in the midwest 
and is expected to be introduced in 


the east on a wide scale. It has been 
estimated that more than 500,000 mo- 
torists are using the service in the 
Chicago and Detroit areas alone. 
Sidelight to the closing session was 
a preview of the 1958 midyear meet- 
ing and 65th anniversary celebration 
of the association which is to be held 
aboard the liner Queen of Bermuda. 
Awards presented at the conven- 
tion included the Wilson cup for the 
most outstanding achievement by a 
local board—presented to Passaic 
County association. Second place went 
to Bergen County association, last 
year’s winner, and third position to 
Camden-Gloucester association. 





American Farmers Mutual 


Advances Three Officers 


Mark Kemper, Charles H. Halsey 
and Roland E. Swensen have been 
elected to new offices with American 
Farmers Mutual of the Kemper group. 

Mr. Kemper was elected financial 
vice-president, Mr. Halsey vice-presi- 
dent and Mr. Swensen treasurer. Mr. 
Kemper has been with the organiza- 
tion since 1919 and is an officer also 
of other companies in the group. Mr. 
Halsey joined American Farmers in 
1926 and has been vice-president and 
claim manager. Mr. Swensen started 
with the organization in 1926 and is 
manager of the accounting department. 
He is also treasurer of Lumbermens 
Mutual Casualty and American Motor- 
ists. 


Open New Surplus, Excess 


Lines Office At Chicago 


Philip D. Caplis and John D. Hiels- 
cher have opened a new surplus and 
excess lines office, Caplis-Hielscher 
Inc., at Chicago. Mr. Caplis has been 
with Stewart, Smith (Ill.) Inc. and 
recently resigned as assistant vice- 
president of Insurance Facilities 
Corp. of Ill. Mr. Hielscher has been 
an agent in Chicago. 
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does business. 


Here’s a TIP for good selling . . . the 
Tenants Insurance policy . . . just 
what apartment dwellers and other 
renters need. The Tenants contract 
is a broad, salable form—with cover- 
age for contents, personal property, 
additional living expense, CPL and 
medical payments. 


Remember, for Tenants policies— 
for any coverage—call on A. F. 
Shaw for efficient and professional 
service. You'll like the way Shaw 
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Insurance and Reinsurance 


for experienced attention 


use a Stewart-S mith orrice 






CHICAGO, Illinois................. Board of Trade Bldg. 
ROMO SIENA Ui oe deeccccdccocseccseseas 116 John Street 
PHILADELPHIA, Pa................. Public Ledger Bldg. 
BERR ORBINGHER AAI, AlGi ifsc. sss cccvevcuss Frank Nelson Bldg. 
MONTREAL, Que., Canada....... 630 Sherbrooke St. West 
TORONTO, Ont., Canada.............. 48 Front St. West 
VANCOUVER, B. C., Canada... .629-470 Granville Street 


LONDON E.C. 3, England............... 1 Seething Lane 


For Brokers * Agents * Companies 
always at your service 
AROUND THE CLOCK 

















This announcement és neither an offer to sell nor a solicitation of an offer to buy any of these Shares. 
The offer is made only by the Prospectus. 


88,761 Common Shares 


(Without Par Value) 


Employers’ Group Associates 


Rights, evidenced by subscription warrants, to subscribe for these 
shares have been issued by Employers’ Group Associates to the holders 
of its Common Shares, which rights will expire at 3:30 P.M., Boston 
Time, on September 18 1957, as more fully set forth in the Prospectus. 


Subscription Price $48 a Share 


The several Underwriters may offer Common Shares at prices not less 

than the Subscription Price set forth above (less, in the case of sales 

to dealers, the concession allowed to dealers) and not more than the 

highest known price at which the Common Shares are then being 

offered to other dealers in the over-the-counter market by a dealer not 

participating in this distribution, plus the amount of any concession 
allowed to dealers. 


Copies of the Prospectus may be obtained from only such of the under- 
signed as may legally offer these Shares in compliance with 
the securities laws of the respective States. 


MORGAN STANLEY & CO. 


KIDDER, PEABODY & CO. BLYTH & CO.,INC. HARRIMAN RIPLEY & CO. 
Incorporated 
STONE & WEBSTER SECURITIES CORPORATION 


HORNBLOWER & WEEKS F. S. MOSELEY & CO. 


PAINE, WEBBER, JACKSON & CURTIS ESTABROOK & CO, 
TUCKER, ANTHONY & R.L. DAY 


September 3, 1957. 


SHELBY CULLOM DAVIS & CO, 
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(CONTINUED FROM PAGE 52) 





Allied Amer. 
Mutual Fire 
American 
Farmers 
American 
Hdw. Mut. 
American 
Mfrs. Mut. 
American Mut. 
Liability 
Arkwright 


Atlantic Mut. 
Automobile Mut. 
Badger Mutual 


Blackstone 
Boston Mfrs. 
Central Mut. 


Electric Mut. 


Employers Mut. 
Fire 

Employers Mut. 
Liability 
Factory Mut. 
Liability 
Farmers’ Fire 


Farmers Home 
Mut. 
Federal Mut. 


Federated 
Mutual 
Firemen’s 
Mutual 

Grain Dealers 
Mutual 
Hardware 
Dealers 
Hardware Mut. 
Casualty 
Ideal Mutual 


Implement 
Dealers 
Indiana 
Lumbermens 


Industrial 
Mutual 
International 
Ins. Md. 
Inter-State 
Assurance 
Liberty Mutual 
Fire 

Liberty Mutual 


Lumbermens 
Mut. Cas. 
Lumbermen’s 
Mut. 
Manufacturers 
Mut. Fire 
Michigan 
Millers Mut. 
Michigan 

Mut. Liability 
Mill Owners 
Mut. 

Millers Mut. 
Fire, Pa. 
Millers Mut. 
Fire, Tex. 
Millers Mut. 
Ins., Ill. 
Millers 
National 
Mutual Benefit 
H.&A. 

Mutual Boiler 
& Mach. 
Norfolk & Dedham 


Northwestern 
Mut. Fire 
Ohio Farmers 


Oregon Mut. 


Pennsylvania 
Lumbermens 
Pennsylvania 
Millers 


Net Net 


Increase or 


Premiums Underwriting Investment Decrease in 
Gain or Loss Gain or Loss Surplus 


Earned 
$ 


1,410,809 











6,451,494 
13,067,744 
2,672,008 
5,404,081 
17,442,033 


2,109,812 
4,304,406 


5,850,627 
12,155,010 





8,868,174 
16,770,013 


4,629,187 
9,438,147 
1,717,559 
2,871,054 
19,479 
33,478 
550,255 
1,117,169 
6,211,551 
13,225,766 
65,867,825 
131,565,498 


2,315,507 














$ $ 
—35,844 115,333 
7,831 9,434 
15,964 19,032 
626,429 209,595 
1,177,677 369,034 
274,700 152,384 
468,735 264,669 
1,389,649 1,755,163 
510,466 169,187 
1,921,973 300,562 
—2,624 367,838 
200,444 807,372 
172,603 60,905 
301,087 116,245 
—2,928 42,944 
—197,954 85,262 
866,986 393,379 
3,313,276 583,672 
2,502,636 351,246 
4,367,698 801,989 
—493,472 246,197 
1,399,875 582,082 
187,566 56,074 
56,952 115,015 
215,733 60,706 
299,827 155,960 
2,046,353 1,197,893 
3,991,024 2,790,865 
1,133,552 222,904 
2,360,660 561,134 
—12,951 32,330 
—12,322 58,278 
392,694 35,337 
160,394 69,562 
—2,455 15,884 
32,227 32,237 
834,235 176,448 
1,876,807 329,856 
937,005 298,806 
3,932,428 617,581 
589,686 104,893 
760,730 315,803 
1,276,827 113,527 
2,040,446 263,913 
—16,131 292,657 
499,838 665,399 
139,984 76,876 
94,681 116,044 
49,194 15,372 
—124,474 44,582 
358,625 178,411 
508,215 354,489 
656,531 113,544 
1,236,579 252,658 
7,409 20,742 
16,839 43,901 
—3,630 9,789 
35,139 21,040 
286,128 313,257 
772,794 601,075 
3,949,768 2,648,993 
8,512,270 5,377,557 
1,061,453 1,263,907 
5,172,419 2,732,798 
342,904 103,529 
466,306 186,061 
2,172,875 518,637 
6,959,865 1,099,334 
—16,802 97,425 
277,027 591,439 
831,030 302,159 
1,841,453 626,744 
132,827 54,553 
45,107 104,549 
—17,846 26,370 
77,744 50,009 
263,103 73,960 
3,201 170,149 
260,596 80,230 
388,704 165,632 
—168,929 59,093 
—115,317 90,032 
—54,034 1,013,828 
1,752,263 2,183,360 
1,619,363 100,120 
3,086,231 149,308 
36,882 40,859 
— 184,831 130,414 
858,313 446,606 
1,678,632 925,307 
—98,253 107,272 
—631,482 237,120 
—44,426 45,054 
—30,593 92,709 
189,135 81,829 
144,275 166,392 
—51,106 97,111 
135,115 174,266 


$ 
—144,227 


17,266 
34,997 
—398,264 
—935,083 
—12,362 
—132,926 
320,475 


—1,495,986 
—815,585 








—165, ‘591 
—1,456,087 
—610,305 
—1,493,744 
—1,042,218 


"119; ‘011 


—1,761 ‘462 
—2,729,245 


—1, 616, 845 
—990, 563 
—2,102,382 


—55,002 





Philadelphia 
Mfrs. 
Preferred Risk 


Protection Mut. 


Security Mut. 
Cas. 

State Farm 
Mut. Auto 
Tri-State 
Grain 


Union Mut. 
Utica Mut. 
Western Millers 


Workmens Mut. 
Fire 


Totals - Mutual Cos. 


Other States 
Accident & Cas. 


Alliance 
Atlas 


Baloise- 
Marine 
British 
America 
British & 
Foreign 
British 
General 
Caledonian 
Ins. 
Canadian 
Fire 
Canadian 
Ind. 

Car & General 


Century 
Commercial Union 
Copenhagen Re 
Eagle Star 


Employers 
Liab. 


Genl. Acc. F.&L. 


Guarantee 
of N. A. 
Indemnity 
Marine 
Law Union 
& Rock 


L.&L.&G. 
Lombard 


London & 
Lancashire 
London 
Assurance 


London Guarantee 
& Acc. 
Marine 


Maritime 
Netherlands 
New Zealand 
No. British 


Northern 
Assurance 


Norwich Union 
Fire 
Ocean Acc. 


Ocean 

Marine 

Pacific Coast 
Fire 

Palatine 

Pearl 

Reliance Marine 


Royal Exchange 


Net 


Net 


Increase or 


Premiums Underwriting Investment Decrease in 
Earned Gainor Loss Gainor Loss Surplus 


423,782,538 
825,121,392 


1, 246,703 
1,742,277 


16, 081 835, 
33,138,188 


15,365,835 
30,988,980 
144,146 
276,310 
240,519 
481,825 
317,165 


6,018,778 
12,215,873 


1 341; 929 


2,676,676 
6,258,869 
5,431,547 
10,823,015 


621,905 


573,860 
1,157,167 
2,717,329 
5,471,111 

261,143 

521,659 
1,633,948 

3,329,136 


$ $ 

306,875 102,793 
1,143,816 217,209 
—80,803 56,831 
—41,276 101,295 
639,317 112,799 
1,505,339 253,535 
305,992 252,093 
230,525 457,852 
—1,749,186 2,563,698 
—5,734,075 5,245,120 
144,930 12,025 
—241,575 23/751 
24,685 2,860 
85,781 17,908 
470,986 313,178 
1,240,585 666,738 
45,770 16,603 
—188,509 73,065 
—5,558 22,839 
—12,131 42,028 
26,262,657 17,832,435 
59,073,446 23,691,021 
—233,340 156,236 
—315,984 486,626 
—282,461 59,979 
—318,272 116,510 
—253,147 128,615 
—498,306 224,127 
—11,185 22,071 
—28,159 46,125 
—25,017 45,095 
—78,264 97,251 
—148,486 108,127 
—235,435 200,232 
—25,759 46,804 
—37,752 84,213 
98,465 30,899 
—234,222 51,376 
—61,965 38,298 
—76.512 68,644 
—53,809 28,030 
—98,463 56,529 
—59,118 37,607 
—211,175 78,029 
—180,905 119,113 
—340,345 246,578 
—394,846 290,765 
—226,483 578,993 
153,077 44,126 
64,526 97,913 
—2,438 63,014 
—89,748 152,255 
—1,124,470 848,504 
—891 ,239 ij 673, 062 
—1,189,200 842,907 
—1,736.516 1,673,792 
46,577 16,806 
—140,280 29,101 
—23.484 22,665 
—47,550 45,699 
—58,144 160,740 

Not Reported 
—512,957 362,595 
—813,323 674,973 
489 2,282 
8,789 5,123 
—281,762 113,535 

Not Reported 
—191,010 141,787 
4,003 291,816 
—457,531 256,692 
—963,443 1,251,025 
58,812 60,590 
83,329 119,650 
—48,210 18,008 
—59,326 33,934 
63,433 32,304 
— 22,609 71,337 
—200,578 425,414 
—298,969 852,507 
—331,057 109,326 
—691,437 208,376 
346,363 330,647 
—119,744 462,855 
—60,399 74,467 
—379,508 134,142 
—667 ,943 330,899 
—1,303,678 714,705 
—3,485 13,457 
—24,657 21,989 
—45,016 29,563 
—84,651 53,500 
—60,105 63,241 
—88,187 110,314 
—415,786 364,840 
—779,651 723,984 
—57,884 19,029 
—65,890 38,361 
—150,366 65,231 
—257;, 47 1 132, 365 


$ 
—1,198,407 


—1,119 "452 
—1,120, 934 


— 22,862,382 


—4,477,702 
—2,343,684 


—2,551,205 


—103, 703 


—792,712 
—649,837 


—-216, 823 
—T71,964 





Net 


Net 


Increase or 


Premiums Underwriting Investment Decrease in 
Gain or Loss Gain or Loss Surplus 


Earned 
$ 

Royal 6,916,213 

14,037,415 

Scottish Union 1,398,475 

2,930,412 

Sea 1,357,992 

2,784,181 

So. British 223,765 

403,932 

Standard 1,074,016 
Marine 

Sun Office 2,236,871 

4,428,661 

Switzerland Genl. 1,516,516 

3,089,570 

Thames & 1,056,789 

Mersey 2,144,698 

Tokio Marine 173,916 

& Fire 359,332 

Union Assurance 573,860 

1,157,167 

Union Society 756,078 

1,630,393 

Union Marine 784,470 

& Genl. 1,643,033 

Western Assurance 1,133,583 

2,345,555 

Zurich 15,717,869 

33,035,352 


Totals U.S. Branches 121,467,625 











Alien Insurers 241,136,939 
Argonaut Exch. 4,258,842 
8,089,814 
Auto Ind. Exch. 45,578 
91,212 
Calif. Cas. Ind. 2,243,250 
4,607,511 
Calif. State Auto. 4,471,277 
9,230,238 
Commercial 79,586 
Fishermens 111,478 
Consumers & 61,177 
Distributors 121,944 
Farmers Exchange 22,084,515 
44,910,528 
Fire Exchange 1,308,119 
2,678,695 

Industrial 

Ind. Exch. 
Auto Club-So. Cal. 5,450,523 
11,787,624 

Teachers Exchange 

6,085 
Truck Exchange 7,065,022 
14,331,066 
Totals California 47,067,892 
Reciprocalse 95,966,201 
Affiliated Und. 268,372 
470,437 
American Exch. 78,517 
Underwriters 173,383 
Canners Exch.- 707,440 
Warner 1,142,491 
Casualty Ind. 52,424 
Exch. 79,917 
Casualty 1,405,330 
Reciprocal 2,934,846 
Consolidated 1,665,419 
3,503,393 
Druggists Ind. 8,796 
Exch. 18,985 
Fireproof- 28,874 
Sprinklered 68,498 
Individual 127,515 
Underwriters 285,868 
Lloyds, N. Y. 47,944 
95,301 
Lumbermens Und. 1,420,294 
Alliance 3,109,688 
Mfrs. & Wholesalers 327,991 
656,613 
Metropolitan 77,418 
Inter-Insurers 172,256 
New York 111,687 
Reciprocal 248,423 
Preferred Exch. 363,140 
725,120 
Reciprocal Exch. 228,196 
497,138 
State Auto & 2,863,453 
Cas. Und. 5,777,138 
Underwriters Exch. 56,140 
83,115 
United Services 7,705,545 
Auto 15,694,601 
Universal Under- 1,586,150 
writers Exch. 3,190,978 
Warner Recip. 376,607 
In*eurers 624,469 
Tov.als Reciprocals 19,507,262 
Other States 39,552,666 








$ $ 

—589,552 349,440 
—934,728 733,640 
—101,619 75,562 
—236,630 141,450 
—113,412 95,256 
—128,700 184,559 
29,996 25,283 
57,258 85,781 
—241,006 67,501 

Not Reported 
—307,314 139,103 
— 595,352 255,491 
—169,135 72,946 
—371,062 143,170 
—89,459 65,733 
—142,178 118,126 
—39,884 15,831 
—57,487 38,417 
—60,105 52,186 
—88,187 95,192 
—110,048 79,477 
—5,123 144,199 
—177,507 46,872 
—224,167 124,282 
—50,525 73,613 
—149,291 140,731 
—2,012,405 724,945 
—5,061,028 1,522,946 
—10,876,638 7,808,080 
—19,353,293 15,631,020 
927,900 87,267 
946,485 161,784 
3,038 4,965 
—4,045 9,798 
714,893 149,841 
1,191,456 222,288 
350,051 139,434 
1,174,861 285,165 
65,220 2,005 
21,560 4,080 
3,956 889 
—4,638 1,779 
—1,551,902 573,531 
—2,742,688 1,231,827 
—147 27,677 
14,617 56,904 
11,038 3,413 
130 17,807 
286,673 139,789 
578,068 263,439 
—9,426 841 
—1,159,499 204,490 
—1 ‘014, 836 403,925 
—348,778 1,333,306 
151,544 2,659,642 
44,489 21,128 
738 42,854 
—5,677 11,156 
—8,180 22,692 
381,730 41,678 
339,677 70,757 
—3,634 4,052 
3,149 6,152 
—17,994 26,142 
8,937 51,332 
34,648 50,394 
118,182 98,148 
—5,218 1,926 
—1,260 3,902 
—9,218 4,360 
—10,863 8,735 
—11,883 15,796 
—15,157 31,532 
29,092 7,806 
12,321 81,376 
755,609 64,621 
1,175,239 127,650 
117,201 8,786 
188,408 20,220 
—6,807 10,535 
—9,403 21,393 
—9,267 14,198 
—12,726 28,329 
—32,493 4,772 
—40,247 9,259 
55,212 6,904 
106,192 13,709 
—95,718 82,671 
—140,357 165,979 
34,628 6,111 
40,166 13,254 
1,972,946 122,904 
4,057,563 295,099 
488,258 20,211 
1,207,024 42,711 
25,932 9,886 
49,820 19,960 
3,741,836 536,046 
7,069,224 1,175,052 


$ 


—2)725,795 
—18,107,459 
—9/155,217 


—2,434,815 
—4,914,796 


-—453,694 





PN 


eee ee ee ee feel . % 3 
seaidveg JUSUYSAaAU] ZUjJIMIJepuyn suMTWaig 
ea190U a 


uta 





INTER-OCEAN 


| 









EXCESS OF LOSS 
PRO-RATA 
CATASTROPHE 








IN TER-OCEAN 


REINSURANCE 


your REINSURANCE NEEDS GET EXECUTIVE ATTENTION 


REINSURANCE COMPANY, CEDAR RAPIDS, 
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GULF INSURANCE COMPANY 
ATLANTIC INSURANCE COMPANY 





FIRE ® CASUALTY e AUTOMOBILE e INLAND MARINE 















DALLAS 


Tri-State Insurance Building 





Experienced Underwriting 
Prompt Claims Handling 
Special Engineering Service 


Midwestern Insurance 


Farmers and Merchants 
Insurance Company 


MULTIPLE LINE 


Po, SiS 
YIN | 
CT uineie 4! 
~~ \E 
Ly ne 
5 Wey = 


Home Offices 





TRI-STATE GROUP 


Tri-State Insurance 


Tulsa, Oklahoma 




















We ve said ct bofort... ant well 
Oty. OG AM — 










The most important single factor in 


making good insurance really work is 









the personal service of the local, in- 
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AETNA CASUALTY AND SURETY COMPANY 
T. STANDARD FIRE INSURANCE COMPANY 





YOUR ndependent 
Insurance Ji) /AGENT Affiliated with Aetna Life Insurance Company 


“saves vou pisst- Hartford 15, Connecticut 


XUN 


